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“GENUINE DETROIT” 
GLASS BODY OIL CUPS 
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Series No. 400 Series No. 500 Series No. 600 





These Oil Cups are well and strongly constructed throughout. The bodies of pressed 
brass and the sight feed posts of rod brass, are so combined as to make a stronger and more 
substantial construction than the ordinary cast brass type. They thus better withstand exces- 
sive vibration. 

Their appearance is attractive. 


The Filler Cover is provided with a spring that instantly snaps back when released, 
thus keeping the oil filling hole closed at all times. 








DETROIT [UBRICATOR (OMPANY. 


DETROIT, U.S. A. ; 
\ New York Chicago 
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Sell the Whole Line of 
s= BOND Swivel Truck Casters 


The Bond Line of Anti-Friction Swivel Truck Casters gives you 
a caster to meet every requirement of the industrial plant. With 
types scientifically designed to answer every conceivable use, you 
can get the entire caster business of companies in every line of 
industry. The demand for truck casters is unlimited. 





Bond Truck Casters clinch sales and insure repeat orders because 

they have the quality that your customers are looking for. With 

STRENOTH 6 the Bond name working for you, it will be possible to get a good 
share of this profitable business. 


Send for Truck Caster Catalog—no obligation. 


ond FOUNDRY & MACHINE COMPANY 
BP Manheim, Lancaster Co., Penna. 


New York Office: 1834 Broadway at 60th Street 
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Standardize on the CAPITAL Line! 
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Just one line of industrial brooms and brushes—the CAPITAL 
“Red Cap”—will meet practically every demand of your trade. By 
standardizing on this line you will lessen sales effort, because your 
trade knows the CAPITAL Line and recognizes its superiority. 
You will have a faster, more profitable stock turn-over, because 
CAPITAL “Red Cap” Brooms and Brushes are “sure repeaters.” 
Many of America’s leading mill supply jobbers are finding that their 
best policy is to handle the CAPITAL “Red Cap” Line—ex- 
clusively. 


Special Brooms for Winter Service 


Is your stock of CAPITAL Snow Brooms, Switch Brooms, etc., in 
shape for the sudden demands of winter emergencies? Send for 
CATALOG 17 and order your stock of this specialized equipment. 


Indianapolis Brush & Broom Mfg. Co. 


126 Brush St. Established 1890 Indianapolis, Ind. 














GAS 
APPLIANCES 





BOTTLE FILLERS | FEEDERS FOR ES 
FOLDERS, ETC. 


AGITATING 


SAND 
LIQUIDS BLASTING 











EVERY FACTORY 
IS A PROSPECT 





WE WANT 
DEALERS 











FOR AN 
AIR PUMP 





only a few of the uses ——— 


Our illustrated catalog tells all about air 
pumps, their various uses and how to select 
the right size. Every supply dealer can not 
only sell these machines but with the in- 
quiries we furnish they can find a great 
deal of other business too. Many dealers 
are making good money with them now. 


All gas appliances use air pumps 
like these but perhaps are using 
other makes now that puff the air 
alternately heating and _ cooling. 
This means waste. 


If you find one good customer to use these air pumps 
on some special machine device then you have a 
nice steady business. Many of our dealers have done 
just this. 


Illustrated 
Catalog Free 


Our pictures show OOF MACIINER 


LEIMAN BROS. 


Patented Rotary 


AIR PUMPS i: 


LEIMAN BROS. 





In every city and will 
get you the inquiries. 
We advertise contin- 
| ually, so get some of 
these profits. 














No matter what kind of work is done in a 
factory, they have use for air—a great 
many plants are now using noisy pumps and 
would gladly change to one of these noise- 
less pumps if they only knew about them. 
There’s the business and we’ll get the in- 
quiries for you. 


Many makers of automatic ma- 
chinery, paper feeders, bottle 
fillers, fuel oil burners, laundry 
machinery and the like, use 


These pumps have been on the market for mamy years and 
are used by the world’s leading concerns in every line of 
manufacture. Secure our co-operation in your city and you'll 
make money on them—drop us a line today and learn all 
about them, as well as some other money makers we have to 
offer you. 


60 HB4 LISPENARD ST. 
NEW YORK 


Makers of Good Machinery for 35 Years 
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HILE this is an era of efficiency 

which tends to take personality out 
of business, HEWITT believes that the 
highest service comes with individual in- 
terest to the individual customer. 


Every member of the HEWITT organ- 
ization, from the mill mixer to the man- 
ager, has been trained to put himself in 
the position of the purchaser. With this 
dominant idea the customer WILL be 


served most satisfactorily. 


Through the era in which we are now 
passing, and in the future, HEWITT 
will endeavor to preserve this tradition. 


With such a policy steadfastly main- 
tained and with a complete line of in- 
dustrial rubber products, HEWITT 
makes an ideal proposition for every en- 
terprising Mill Supply Dealer. Write 
today. 


HEWITT RUBBER COMPANY 
BUFFALO, NEW YORK 
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“TOLEDO” No. 1A— 
THE FINEST 1” TO 2” RATCHET TOOL 











_ The genuine “TOLEDO” No. 1-A has for nearly a quarter of a century been recog- 
nized as the finest 1l-inch to 2-inch ratchet threading device on the market. 


Tens of thousands of these tools have been sold and are all giving complete satis- 
faction. 


Today, equipped with the long taper pins making them adjustable for any depth 


thread, and with “TOLEDO” quality built into every tool, they are the best buy on 
the market. 


This is the “TOLEDO” trade-mark as it appears on every box 
containing a genuine “TOLEDO” tool. It is our guarantee of 
“TOLEDO” quality and your assurance to your customers that the 
tools you are selling them are genuine “TOLEDO” quality tools. 

Be sure it is on the boxes of the tools you sell. 


THE TOLEDO PIPE THREADING MACHINE CO, 2 
TOLEDO, OHIO Dies Are the Finest Dies Made. Be 
NEW YORK OFFICE: 50 CHURCH STREET 


Sure Your Customers Get Them. 








Melting Ladles Me 


‘without 
a rival’’ 





WISE 





The handle and bowl of the Emco 
Melting Ladle are made in one 
single casting. The handle cannot 
work loose from the bowl. Wedgelock swivel 
base as shown or 






Made of the finest malleable. 
Emco Ladles will not crack or break 
under the wear and tear of daily 
service. 


with stationary base 


The DROPFO is an interesting change in vise con- 
struction—being made entirely of drop forgings with 

heat treated, chrome nickel steel screw of extra size. 
Packed one dozen to a Box. It has strength and endurance far beyond the ordinary 
cast vise of greater size and weight. In the swivel 
type, the base automatically tightens with the jaws or 
the base may be tightened independently. 


Because of these outstanding advantages DROPFO 
Wedgelock vises are rapidly replacing old style vises 
wherever they are installed. 


Distributors are wanted. Send for prices and terms. 


The Eberhard Manufacturing Co. 


THE FULTON DROP FORGE COMPANY 
2734 Tennyson Rd. Cleveland, Ohio 


CANAL FULTON, OHIO 
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At 


last, 
a good home work bench 
i for little money — 


You've always wanted a real home work bench—a place 
to keep your tools and know they'd be safe; a place 

‘where you can do real jobs, and where the women-folk 
wouldn't go! 





(a) This is how the new Hallowell 
work bench looks when packed for 
delivery. The steel legs are in one 
| carton. The drawer is in another. 
The four pieces of planking, bored, 
t shaped and planed, are held together 
by box strapping. All necessary bolts 
nuts, lockwashers, etc., are included 
in the carton. 





Here it is—the Hallowell knock-down work bench. Comes com- 














plete—steel legs; lumber cut and finished; all bolts, nuts and 
washers; steel drawer with lock; place for vise. Sets up in a 
jiffy. Will outlast an all-wood bench. Legs never get loose and 
: will carry any weight, any time. 
| This Hallowell bench makes home jobs easy and is just the thing 
; for radio-builders—for household repair work—for automobile 
i repairs and overhauls. Goes in the attic, the basement, or out 
; in the garage. 
; 


Stimulate your boy’s interest in handling tools well by giving him 


a Hallowell work bench. It encourages looking after tools, as 
well as doing careful work. 


Sold by many hardware and mill supply stores. A good window 
display item. 


Write for illustrated circular—gives prices and shipping details. 
Bench furnished with or without steel drawers—drawer can be 
added at any time. 


Standard Pressed Steel Co. 
Box 3, JENKINTOWN, PA. 


_ Standard Pressep STEEL G & 
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TAPS and DIES 


AND 


PROFITS 


In these days of keen competition and small 
profit margins, hardware dealers cannot afford 
to overlook the chance to cut out profit eating 
expenses. The @ YD line of taps and dies 
offers the hardware merchant exceptional op- 
portunities to lessen his expenses in connec- 
tion with these items and so increase his 
profits on them. 
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@TD carries the largest and most complete 
stock of threading tools to be found any- 
where. Not only taps and dies, but gages, 
threading machines, pipe tools, drills and 
reamers. By concentrating your purchases 
and ordering all of these tools from one com- 
pany at one time all expenses in connection 
with ordering, transportation and receiving 
are cut to the minimum. It means only one 
order, one shipment, one _ transportation 
charge, one invoice to check and one uniform | 
high quality of tools. 
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Can you afford to overlook this profitable line 
of taps and dies? 


















































TAP AND DIE 
CORPORATION 


GREENFIELD, a 














Chicago Store: 13 So. Clinton St. New York Store: 15 Warren St. 
Canadian Plant: Greenfield Tap & Die Corporation of Canada, Limited, Galt, Ont. 
London Office: Greenfield Tap & Die Corp., 139 Queen Victoria St., London, E. C. 4 


GT [1D Screw Plates, Taps, Dies, Reamers, Gages, Pipe Tools, 
Twist Drills, High Speed Screw Slotting Cutters 
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STEEL STAMPINGS 


Standard for Forty Years 


Elevator Buckets 


In 1880, Salem Buckets were awarded First 
Premium for superiority. Since then no other 
make has approached them in quality, long wear 
and unusual service. 








Perforated. For handling 
wet substances which re- 
quire draining during the 
elevating process. The per- 
forations afford outlet for 
air and water in the “take” 
and facilitate delivery by 
inletting air when the 
bucket is inverted. 








' W/23 WOOD SPLIT 
PULLEY 


has, for more than 35 years stood for the 
highest ideals in pulley design and con- 
struction. For the very heaviest and most | 
grilling duty the standard REEVES never 
disappoints. It performs with the utmost 
satisfaction. 








av 
Acute Heel Shelf 
Bucket with straight 
ends.especially adapted 
for handling coal, 


7 // 
fl MOTOR stone, cement, ores, 


PULLEY ete. May be attached 


to either chain or belt. 


with interchangeable cone centers, is of the same 
sturdy, dependable construction as all REEVES 
products and can be carried in stock same as oe 
split pulleys. To fill an order, merely get off Fig. (30 
the shelf a pulley of the desired diameter and 



































] face and fit into it a cone center with the correct 
j bore. No reboring, no delay and no trouble— 
' which means a satished customer. 
Get dealer's and jobber’s proposition. 
; ee 
Flaring Trough Front 
| Elevator Bucket. A 
| heavy duty steel bucket 
used for a variety of 
service conditions. 
Pours its load instead 
of throwing it, assuring 
i perfect discharge at 
} low speeds. 
Our large stock of standard sizes and gauges 
and our ability to furnish buckets made up in 
accordance with your specifications enables us 
| to offer excellent service and prompt delivery. 
i Write for Catalog No. 3625 
Columbus, Ind. MULLINS BODY CORPORATION 
| Reeves-Bond Sales Co., 39 So. Clinton St., Chicago 102 MILL STREET SALEM, OHIO 
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Dependable! 


Dependability in his power 
plant equipment is some- 
thing your customer must 
have. Accidents, delays 
and heavy expense for re- 
pairs are as certain as day- 
light with cheap, inferior ap- 
pliances. He takes no 
chance if you sell 


THE 
rT\- &- 
OO 
SONS CO. 

LINE 


for the Wood's guarantee of supe- 
rior construction, quality of mate- 
rials and assured satisfaction is back 
of every piece of Power Transmis- 
sion Machinery that leaves our 
factory. 


The Wood's line is complete as well 
as efficient. Transmission appara- 
tus for every purpose is included. 
Strong, durable, units which make 
up transmission equipments of 
highest type. 


Get a copy of Catalog 55 and 
know why “Woods”  appli- 
ances are accepted as standard. 
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| <FALISS Sell a full line 


) MACHINERY of Moncrieff Gauge Glasses 




















































om o - 
| You can assure your cus’ PERTH § 
if oo. a ee — a ‘ ee | for steam pres- 
Yen TT | tomers that Moncrieff cas a ae 
| ! ~“ . . . 
¥| Gauge Glasses, like Jenkins ite 
——- = ee > ae | CUNIFIC | 
or" Valves and Jenkins Pack- UNIFIC D 
, PL a . Bs : le 3 | _ ports. for steam pres- 
ings, are made for the maxt- sures up to 400 
The Falls line is complete, contain- mum service, not merely pen 
ing appliances for the efficient and (BEACON REO) 
economical transmission of power in the average. sce: annie alias 
any industry either by belt or rope. with red indicator 
. 4 - line for steam 
More than half a century of spe- These fine Scotch Gauge pressure up to 150 
cializing experience is honestly built ‘Maceec are fiirnished in five : 
into correctly designed units. Engi- Glasses are furnished in “a iani EBELD 
neering service is rendered gratis. types to fit various Needs. a abit aie sellin 
ay ee scp enamelled back 
Our 300-page catalog-handbook 18-D The five Varieties ol these fae shoe nin 
will be of value. Write for a copy Moncrieft Glasses provide sures up to 150 
today. : : ia 
5 ¢ ee te Ss m1 « a 
: ' - a range of stock from (GaSRATORS 
he Falls Clutch & Machinery Company which the engineer can se- = ialiihaaink aia 
c hoga Falls, Ohi Ct : acc >ct cite - that withstands 
Cuyahoga Falls, Ohio lect a glass best suited for Set 
New York, 206-208 Fulton St. his work to 400 Ibs. 
Boston, Mass., 52-58 Purchase St. : oo 
a — 
= =m; S \ —_—_ 5 r MO nuine 
(a x ) Wr), =A >= Si. teh GA On GLASSES 
(Ah | [Oe | | \ iu | 80 White Street...............New York, N. Y. 
a= US) | lee or ey 524 Atla tic Avenue....... -Boston, Mass 
| \ Zz pr | -/ 133 No Se snth Street........Philadelphia, Pa. 
\ —— . Y= 9 646 Washington Boulevard Chicago, Ill 
u Ls a 
= L ; ae 
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Crescent Universal : 
Woodworkers 


OU do not have to cut the price 

to get orders for CRESCENT machines. 
CRESCENT prices are made at the factory, 
and are as low as is consistent with building 
strictly high grade wood working equip- 
ment. Your customers want CRESCENT 
quality and are willing to pay for it. Send us 
more orders and we will show you that the 
machines make good. 


RUUCUUUCELAUUAE AEAECEUE CEREAL ULE CEXUXEUREREENERE CERECRKUCECECERE CECKAUELRLEREEEEEE) 
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Send today for Pages. Aday ig complete des cription of « yur band 
saws, saw tables, jointers, l , borers, planer ar id 
ra aa sing exe, id , hell S 

mortiser, variety wood worker, universal wood workers, 





‘“‘None could answer our needs until we tried 
Victor Special Flexible Blade,” says a large 
manufacturer in their letter to us. 







Crescent Machine Co. 
96 Columbia Street 
LEETONIA OHIO 


Victor Hack Saw Blades have won their way into 
the heart of American Industry by merit alone. 


Every user of Victor blades has bought and found 
these blades to be superior to any other make. 


**4 Wonder Blade” 


VICTOR SAW WORKS, Inc. 
MIDDLETOWN, N. Y. 
Write Us for Free Sample Blades 
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[x RUREXECECEUE CELE LUAELALUAAIEXEAEE 








EXECECEUESENAIA UE LXE K ATE AYAAUIAT UN XE AK EKA K AANA LAI UIT LI AXA TAS KIAEEKALE? 





RAPE AARON MOTE EE tN ECE POM 


Ov eaeanictainees sane: 


<A OE SERERO RADE T 


AA SAS RERERS SOTO Ste 




















When writing to Advertisers please mention MILL SuPPLIEs. 





LC 


November, 1925 AAG AL ANT 
(VV hina SPE 

















Flexitite Disc—the new O-B development—gives to 
the trade a Gate Valve that will shut off absolutely 
tight under the most 


severe service conditions. 








This Flexitite Disc is a one-piece casting, including 
the boss which threads on the stem. It is hollow on 
the inside, with the exception of two posts which join 
the two faces. A saw slot around the edge of the disc 
further contributes to give a slight flexibility between 
halves. This flexibility insures a perfect contact between bot 
sides of the disc and seats when valve is closed. 





d that it combines al 


1 of a double disc 


The new Flexitite Disc is so designe 


a solid wedge type anc 





the good points of 


ine Gate Valve—with Flexrttite Dis. 


The Ohio Brass Company 
Mansfield, Ohio 
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600,000 


satisfied users of U. S. Automatic 
Injectors requiring repairs and re- 


Flexible Blades 


able line for any jobber to handle. 











DETROIT, MICH. 





American Injector Co. 


Seige F | 





placements, together with an as- Tanged gi 

sured and proper profit to the _ Half-Round ‘ Fully 
ber through our established resale waite Guarante 
prices, make U. S. Automatic Bastard ed 
Injectors a satisfactory and profit- Smooth 








We carry a full line of files. 
Write for catalogue 
SCANDINAVIAN WESTERN IMPORTING CO., Ltd. 
116 Broad St., New York, N. Y. 


Minneapolis, Minn. Montreal, Can. 
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Increase < our Bearing Metal Business 








| P These ads make 
sales for you 





| T regular intervals in such maga- 
| | ’ zines as American Machinist, Iron 





Age, Industrial Management, Journal 

| of the Society of Automotive Engineers 

, and the Automobile Trade Directory, 

= users of bearing metal are told of the 

peculiar advantages of Stewart Brons. 

| Through such advertising a definite 

demand is created—a demand which 

W | is referred directly to the mill supply 

| house. Every Stewart Brons advertise- 

ee eee ment makes sales opportunities for 
you. Cash in on them. 








At 600 degrees F. Stewart Brons sweats 
just enough lead to lubricate itself. 
; "¢ into It will not score shafts, even at a 
irs what By at counts l | temperature of 1000 degrees. Because 
hat sPu" the 259 sizes of bars and bushings all 
come in 13-inch lengths finished all 
over, Stewart Brons saves users prac- 

| tically 50 percent of metal as compared 
it | with ordinary unfinished bars and 
bushings. These are exclusive features 
that make selling easy. Order your 
stock of Stewart Brons now. 











Brons 











STEWART MANUFACTURING 
is bemachine CORPORATION 
ne €r than its be ring P 
"J 4504 Fullerton Ave., Chicago 
\ o M. WI s \ I 
21 W \ s Warner 8 s s r 
D M i . I Blvd 
33 We th St. 1 M 
Brons Bearing Meral bak cela . ar s 
1s: fh Ss I N = I \ Cal 
| l I } I E 4 I " =< 
I Aven 
Wis 1 I St Bearing M co. * ; 
Met ( ( rn i 2 ] nz & ( 
; ( s Van Ness Av \ I 
M \ s Fr s Cal. I ! \ 





| Brons Bearing Metal 


A Satisfied Customer Is a Business Asset 





























pe 





— 











MS 11-1-RTG 
When writing to Advertisers please mention M1ti SJPPLIEs. 








November, 1925 


FRILL, SUPPLIES = 








fA STR a RRA NRAMA SNE at eat we ncatnarmaa ne OAL 


CAE RO CONN cry apt - 


‘2 





Original Helicoid Conveyor 
The Perfect Spiral or Screw Conveyor 


HE Caldwell original ‘“‘Helicoid’”’ or Continuous Flight 

is rolled from a single strip of metal, and the flight, 
even before the pipe is inserted, is very strong and resists 
to the full strength of the metal the lateral pressure due to 
The Belt Conveyor—most effec- pushing the material forward. 


tive means ot conveying Taw 





and finished oroducts. Fur- . . 
nished with ANTI-FRICTION The absence of rivets and laps means: noninterference 
MULTIROLL~<or : : 
>UNIROLL< carrying idlers. with the normal flow of materials, added strength, ease 
Send for details. : : . ° 
in cleaning, and long life. All conveyor fittings and acces- 


sories are of high grade materials and workmanship. 


While we furnish both Helicoid Conveyor and conveyor 
of the old style, we recommend Helicoid because of its 
superiority. 


Special type flights, such as ribbon conveyors, paddle 
mixers, and others, are a part of the regular Caldwell 
screw conveyor line. 





No matter what your needs may be in the elevating, con 


—— ee a veying and power transmission field, there is a Caldwell 
on ae ee product adaptable for your use. 


Material and workmanship are 
unexcelled. 


Write or wire Caldwell, or nearest Link-Belt office. 
Send for catalog MS-45 
Caidwell Products 





Power Transmission Machinery— Elevating and Conveying Machin- 
Bearings, Shafting, Pulleys, Machine ery—Car Hauls, Gear Housings, 
Molded Gears, Cut Gears, Rope Belt Conveyors, Chain Conveyors, 
Drives, Chains and Wheels Elevator Buckets, Boots and Cas- 
ings, etc. 
Catalog sent on request. 
C-34 
A complete line of buckets to Hi. VW ° CALD W ELL & SON CO. 
suit all conditions. Each repre- 
senting the best in design, work- LINK-BELT COMPANY, OWNER 
manship and material quality CHICAGO: 1700 S. Western Ave. 
lange qecke on Rene. NEW YORK: 2676 Woolworth Bldg. DALLAS, TEXAS: 810 Main St. 


Link-Belt Company Offices in Principal Cities 


ALDWELL 


HELICOID CONVEYOR 
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ATKINS 


SAWS—SAW TOOLS—MACHINE KNIVES—METAL CUTTING MACHINES—HACK SAW BLADES— 
FRAMES—GRINDING WHEELS—CANTOL BELT WAX—UPSET SWAGES AND SAWMILL SUPPLIES 


a 















E.C.ATRINS & CO. INDLANAPOLSS. IND, 











Atkins Upset Swages for Solid and Inserted 
Tooth Saws 


Kwik-Kut Metal Cutting Hack Saw Machines, 
belt or motor driven; capacity up to 8 by 8 in. 
More economical than Circular Metal Cutting 










































] Metal Band Saw Machine for cutting all kinds of Saws. 
3 metal; can be driven by belt or motor; capacity AAA N 7 = 
| sgl caper i oR on-Breakable Hack Saw Blades for 
: Se Se ee ee ee hand frames; can be twisted and abused but - 
' a they will not break in work. Send for sample. yO CW g 
| IW, fe 
i ad vr 
i et j 
| 2 
i 
| 
| 7 
ar 
t ey 
: ‘e , : oa 
QA a Vs 
} ~“ We 
' 3and S 7S : , id 1 >» f r . ig ee . 
] Inserted Tooth Circular Saws, Teeth & Holders; . wlives "Biser” kn nhaeee of “* yoy a Solid Tooth Circular Saws for saw and planing 
t for light, medium and heavy mills. ake 7 eabcsis ‘ mills, woodworking and furniture factories. 
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Established 1857 : : . The Silver Steel Saw People 
Home Office and Factory: Indianapolis, Indiana 
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Branches Carrying Complete Stocks in the Following Cities 
Atlanta Chicago Memphis Minneapolis New Orleans New York i 
Portland San Francisco Seattle Vancouver, B. C. Paris, France f 
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THE VALUE OF THE NAME 




















The 
Doorway 


to Belting 


Quality. 


Chas. % 





Shieren Com Gil 


ESTABLISHED °868 


HE manufacturer, mindful of Solomon's say- 

ing, “A good name is rather to be chosen than 
great riches," watches carefully the name of his 
house. A good reputation is not the growth of a 
day. Itis built up slowly, by years of fair dealing, 
courtesy anda product of quality, and this repu- 
tation, so hardly won, can be shattered in a day 
by one lot of inferior goods, by one unfair transac- 
tion, by one advertisement which misrepresents 
the product. Hence the care with which the 


maker guards his good name. 


This care exercised by the maker is your safe- 
guard in buying, and your aid in selling. Deal 
with the man whose name is known, whose goods 
have a reputation for highest quality. He dare 
not risk his name by selling an inferior product, 


and this fact is known and appreciated by buyers. 


For fifty-seven years the name of Schieren has 
been synonymous with leather belting of quality. 
Our booklet, “Quality Facts About Belting,” will 
tell you why. Send for a copy—it will interest 
you as well as your customers. Ask for the de- 


tails of our cooperative jobber's plan, too. 


42 FERRY ST., NEW YORK, N. Y. 
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ELT users swear by the 
enduring qualities of De- 


troit Belt Lacing. It will 
outwear two or more of any 
other transmission belt joints 
on the market—yet it costs 
only very little more than ordi- 
nary wire belt lacing. 


Detroit staggered grip wire 
hook belt lacing joined with 
Detroit Bakelite pins is cutting 
belt lacing cost in two for hun- 
dreds of belt users. It CAN do 
the same for you. 


Write for a sample and try it 
on your hardest drive. 





i 


TORU 


When writing to Advertisers please mention Mitt Suppties. 


November, 1925 


Detroit Belt 2 
Lacing Machine No. 
6 operates with one hand, 
leaving one hand free to hold 
the belt. Twelve tons 
pressure. 


Detroit 
Exclusive Features: 


Detroit Belt Lacing Features 
Staggered Grip 
12” Section 
Rust Proof Wire 
Fish Hook Hold 
Rubberized Side Strips 
Detroit Bakelite Pin Features 
Water Proof 
Oil Proof 
Acid Proof 
Wear Proof 
Detroit Closing Machine Features 
Operates With One Hand 
Delivers 12 Tons Pressure 
Parallel Jaw Movement 
Up and Down Handle Movement 
Detroit Vise Tool Features 
Used in an Ordinary Vise 
Stays Put in Vise 
Parallel Jaw Movement 
Operates With One Hand 
Detroit Belt Cutter Features 
Knife Arm Lifts Up 
Safety Guard 
Operates With One Hand 


DETROIT BELT LACER COMPANY 
Detroit, Michigan, U. S. A. 


LREOeien 
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Every Mill your salesmen call on is spending thousands of dollars annually for Oils and Greases. 
Multiply this amount by the hundreds of mills your salesmen call on—how much of this business do 


you get? 
Your salesmen are successfully selling these mills machinery and they can sell them Oils and Greases 


just as easily. Paeasa 
The new Waverly plan of merchandising Oils and Greases through Mill Supply Houses has been 
decidedly successful in every instance. Business has been greatly increased and greater profits have 


been made with this new source of revenue. Get in on it. 

The Waverly Oil Works Company, under this new plan, will train your salesmen, furnish charts and 
manuals on lubrication, and will acquaint your customers with your new line by a series of direct by 
mail folders, booklets, and other literature. Waverly Oils and Greases are well known to your trade 


and are backed by extensive advertising. 
Look into this plan. It will make money for you. Complete details with samples of advertising and 


dealer helps will be sent to interested parties on request. 


Waverly Oil Works Company 


5408-54TH STREET PITTSBURGH, PA. 


Established 45 years. 
[PENNSYLVANIA| 

















Member of Pennsylvania Grade Crude Oil Assn. 
PERMIT NO.11 
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Whitman & Barnes 


AKRON, OHIO 
TWIST DRILLS AND REAMERS 








One of the Large Iron and Steel Plants on the 





Pacific Coast--The Willamette Iron & Steel Works 


Ever since it was organ- 
ized in 1865, in the 
earliest days of com- 
merce on the Columbia 
River, the Willamette 
Iron & Steel Works has 
been one of the most 
important factors in 
the development of the 
great industries of the 





Plant and Ses - 
Products of “* 


mers 


(ron ond Se ee/ Ingles Soy 
PORTLAND 





We feel that it is unusu- 
ally significant that 
Whitman & Barnes 
Drills and Reamers are 
used exclusively in all 
of the shops of the 


Willamette Iron & Steel 


Works, where they are 
daily proving their 
ability to perform any 







the Northwest— type of drilling or ream- 
logging, mining, and ing task and show a dis- 
| navigation. tinct productionsaving. 
The ingenuity and capacity to manufacture In this great organization alone is evidence 


the great variety of machine products required enough to prove to a dozen or more types of 
by these great industries, and to do all of this manufacturers that the leaders in their own 
work so well, speaks very highly of both the field of manufacturing prefer Whitman & 
organization and the factory equipment. Barnes Twist Drills and Reamers. 


He tuhitinan. ¥ (Baonne ef G. 
Akrew, Ofkco . 


Announcing a 


New 


HERCULES 


tested and approved 






































“W& B” Drills and Reamers 
Perform a Variety of Duties Here 


In the huge plant of the Willamette Iron & Steel Works, Whitman & Barnes 
Drills and Reamers are called upon to perform almost every conceivable kind 
of a heavy drilling job. Three of these many operations are illustrated here. 


The upper photograph shows a repair job on S. S. “‘West Keats.” ‘Hercules’ 
High Speed Reamers are being used. 


At the right, “Hercules” High Speed Drills are shown drilling holes in boiler 
plate in the Willamette Boiler Shop. 


The photograph at the left shows the top bolster of a geared locomotive truck 
being drilled with a “‘Hercules” High Speed Drill. 


Here is further proof of the fact that Whitman & Barnes Drills and Reamers are 
preferred by the industrial leaders in all sections of the country. 


Photographs Courtesy Willamette Iron & Steel Works. 











Whitman & Barnes 


AKRON, OHIO 
TWIST DRILLS REAMERS 


Warehouses: 99 Chambers St., New York City and 565 W. Washington St., Chicago, Ill. 
For Complete List of Distributors, see MacRae’s Blue Book 
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Pressed Steel One-Piece 
Floor Plates. Plain black and 
nickel plated toZ 


Pressed Stee! Hinged Floor or 
Ceiling Plates. Plain black 
and nickel plated. '= to2 


Pressed Mee! Hinged Floor 
Ceiling Plates Plain black 


and nickel plated Two styles 


Extra Wide Pressed Stee! 
Two-Piece Floor or Ceiling 
Plates. Plain black and nicke 


plated ‘2 to? 


Pressed Steel Split Floor on 
Ceiling Plates Plain black 


and nickel plated 's and *s 


Cast hon Hinged Floor or 
Cerling Plates Plain black and 
nickel plated 4°. 56,7 8 
Yand !Minch 


Figure 102 


Adjustable >1 
Clamps Fit! a | % as 
" ' 2 Pe at 
|-Beams up to 6°. le 4+ loon od 

S Figure 350 


Perforated Hanger Bar 


sizes. Sand 1!) foot lengths 


2 
< 


figne n 
Heavy Steam or Soil Pipe Ex 
tension Clamps with Bolts 
Will stay ngidly where 
Figure 360, lamped to9 


Flat Head Lag Screws with ami 
Bolt § sizes Figure 330 


Assembled Hangers w ith 
Screw Eve Le to 3 


Steel Sink Bracket. Very 
strong. Made in two parts 
Two sizes 


Adjustable Expansion Tank 
Hanger Fits tanks 110 to 16 
. Eases Packed in carton 


as shown 


Note the handy carton in which 
BLUE RIBBON Nipples can be 
sold to your trade in lots of 100, 
assorted lengths, in the 4%, % and 
one-inch sizes, in either black or 
galvanized—no handling, no count- 
ing, no marred threads. The label 
on the carton states exact contents. 





Another 
“Blue Ribbon’’ Line 
of Profitable Specialties 


The name “Blue Ribbon” as applied to pipe nipples 
has made a reputation from Coast to Coast for a 
quality product that satisfies the particular piping 
and plumbing contractor. By a recent purchase the 
“Blue Ribbon” line now includes a line of specialties 
that is closely allied to pipe fittings, including pipe 
hanging devices, floor and ceiling plates, etc. 


We have prepared loose leaf catalog pages of this 
new “Blue Ribbon” line, which will be mailed upon 
request to any distributor of mill, steam, plumbing 
and heating supplies. 


“Blue Ribbon” Nipples are made from new pipe, in 
steel, wrought iron and brass. Prompt deliveries are 
made to distributors in all parts of the country from 
our nearest plant — Baltimore, Chicago or Los 
Angeles. 


Our pipe fabrication plant is fully equipped to sup- 
ply coils, bends, headers, vaporizers and receivers. 
Send sketch of work and ask for quotations. 


CHICAGO NIPPLE MFG. CO. 
Baltimore CHICAGO Los Angeles 
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THE 


NATIONAL 
SUPPLY CO. 


Plumbers Supply 


TOLEDO mgt 


CATALOGUE 
K 
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MILL SUPPLIES PLUMBING SUPPLIES 





ELECTRICAL SUPPLIES 





‘ pepche” | 
ANOREWS 











AUTOMOTIVE SUPPLIES 


cAll Built on the Donnelley Unit Selection Plan 


What It 


Takes 


to Make Good Catalogue Service 


HERE is no easy way to render good catalogue service. The reorganizations and retirements 


among supply catalogue compilers in the last 20 years are significant. 


The building of satis- 


factory supply catalogues involves the successful handling of infinite details. It requires: 


1. A thorough knowledge of supplies and of the 
conditions in the jobbing trade. The Donnelley 
supply men were actively in the supply business with 
jobbers before coming to us. They know the business 
from the jobber’s standpoint, and become your own cat- 
alogue department while they are building your book. 


2. Extensive experience in supply catalogue com- 
piling. The Donnelley organization has built hundreds 
of supply catalogues more than any other compiling firm, 
and is today making more mill supply catalogues than 
all other compilers combined. 


3. A highly specialized organization. This enables 
each member of the department to render a service that 
would not be possible if he had to be a ‘‘jack of all trades.” 


4. Very extensive facilities for typesetting, print- 
ing and binding. Tue Lakesipe Press has the 
largest catalogue printing and binding facilities in the 
United States. 


5. A high standard of quality throughout. During 
the last 60 years THE LAKEsIDE PREss standard of qual- 
ity has become known wherever fine books or catalogues 
are used. 


6. Very large financial resources, to be able to make 
the heavy investment required, and to insure completion 
of contracts. A Donnelley customer has no worry con- 
cerning the financial resources of his compiler. 


7. The complete handling of work in one organ- 
ization. At THe LAKEsIDE PREss everything from the 
selection of the goods to the printing, binding and ship- 
ping of the catalogues is done under one management 
with undivided responsibility. 


8. Careful, interested personal service, and a 
known reputation for fair dealing. The great ma- 
jority of the Donnelley supply catalogues year after 
year are made for jobbers who already know from their 
own experience what Donnelley service means. 


This combination of advantages is obtainable only from the Jobbers’ Catalogue Department of 





Che Lakeside Press 
R. R. DONNELLEY & SONS CO. 


CHICAGO, ILLINOIS 





IT IS BETTER TO SECURE THE BEST CATALOGUE SERVICE THAN TO WISH YOU HAD 
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Our first advertisement as the 


“WALWORTH COMPANY” 


N October 8th the name Walworth 

Manufacturing Company was 
changed to Walworth Company. This 
full page advertisement in The Saturday 
Evening Post is the first of the ‘“What- 
ever you build, you need Walworth” 
series which will appear over our new 
signature. It also announces the addi- 
tion of our new plant at Greensburg, 


Pa., as the fourth of the great factories. 


Walworth is now better equipped 
than ever before to serve you and to 
supply your customers, THROUGH 
YOU, with a complete line of valves, 
fittings and tools for every industrial 
and engineering installation of steam, 
water, gas, oil and air. 


WALWORTH COMPANY, Boston, Mass. 


Buffalo, Chicago, Cleveland, Erie, Glasgow. Kewanee, HI., London, New York, Philadelphia, 
Portland, Seattle. San Francisco, Youngstown 


Plants at Boston, Greensburg. Pa., 


Kewanee, Ill., and Attalla, Ala. 


Walworth International Co.. New York, Foreign Representative 














LITTLE MORE than a generation ago petroleum 






nce peddled 
in bottles as a cure-all tor every ailment from rheu 
Matism fo cancer. 


il was only a bad-smelling » 


Today, as a source of power and means of hubri- 
cation, it all but makes the world go round. Refined 
into benzine, gasoline, kerosene and fuel oil it 
“smooths every wheel that turns.” drives twenty 
million motor vehicles, and lights half the homes in 
the United States. 





Pipe and piping equipment have given man the mas- 
tery of this gigantic force housands of miles of pipe 
and uncounted millions of valves and fittings—the 
kind of material that Walworth makes—are now at 


work in the drilling, refining and transportation of 


tn vel atosett"” | 
WALWORTH 
Bos “ 





MPANY 
mM 











; = j 
for STEAM, WATER, “\~_ XY GAS, OIL AND AIR 
1TS ALL WORTH - IF WALWORTH 





The longest pipe line in the world 
pumps oil from Texas to New Jersey 


oil for the necessities and comforts of civilization. 
Whatever you build, you need Walworth 


As a pioneer in the manufacture of piping material | 
Walworth has stood out as one of the great names in | 





the oil industry since i 








years it has become a name to conjure with among 
practical men in all fields of engincering whenever 
the safe installation of oil, steam, water, gas or air is 





being discusse 
When you s 


; From The Saturday 
contractor or plumber you are speaking his language. : 
He nwa thet you waati pod sasiecal ends wad Evening Post, Nov. 21 


job. Our distributors and engineers will help him 
t both 





ecify “Walworth” to your architect, 


xe 
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'| Acme Eye Shiela | 7 


Approved by the 
Underwriters’ 
Laboratories 


TLiz 
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Each CRESCENT PLATE 
is curved so that the joint 


Patents hugs the pulley tightly—holds 


iii \ the power. No wear of metal 
on the pulleys, no noise—a 

| “sweet” running belt is the 
¢ result. Crescent Belt Fasten- 

ers insure continuous produc- 

tion—reduce Belt troubles to 
a minimum. Write for Belt 
| 4 Joining Booklet. Crescent Belt 





Special Triplex Glass. Al- Fastener Company, 247 Park 
ways Ready for Use. Pro- Avenue, New York. 
LZ “4 tects Entire Head and Face 


Goggles are a protection only when they are worn and it’s easy to 
neglect them for a moment's grinding. But this new eye shield C T 
is attached to the grinder, wall or nearby post—always ready for C RE EN 
use. The heavy flexible arm permits instant adjustment over grind- 
ing wheel. Protects not only eyes but entire head and face. Make Good Belts Give Better Service 
Equally zood on saws, spot welders, lathes, planers and other ma- BELT FASTENERS 
chines. JOBBERS—If you're looking for new specialties for your 

salesmen to feature, do not overlook this. Weighs 7 pounds and is 
easily carried. Shield measures 7x9 inches. Write for folder. 









Chicago Eye Shield Company 
2300 Warren Ave., Chicago, Ill. ~ 

















Mend Belts Quickly! 
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It takes but four minutes to remove a broken belt the belt over and clinch the points, and put the belt 
from the equipment, mend it and put the machine back in service. It takes only four minutes—with 
back into production, when any dub on the job. 


BRISTOL’S oe 
Paten I Bel i 
ent Steel Belt Lacing It’s just as easy to sell BRISTOL’S as it is to use 
it. There’s a style and size for every kind and thick- 
ness of belt. 


is used. 


Take the belt off the pulley, bring the ends together 
over a soft wood block, and place the points of the 
lacing over the joint. Drive the points through, turn Write for Bulletins and Free Samples. 


THE BRISTOL COMPANY 


Waterbury, Connecticut 
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YALE 
Chain Blocks fer a 
Electric Hoists A 


|-Beam Trolleys For 
Industrial Trucks Shifts 











Yale Material Handling Equip- 
ment includes Spur-Geared, Screw- 
Geared and Differential Chain 
Blocks, Electric Hoists, beam Trol- 
leys, Overhead Crane Equipment, 
and Electric Industrial Trucks, Trac- 
tors and Trailers. 

Factory Locking Equipment—To 
acquire locking control, security and 
convenience throughout the factory, 


use Yale Master Keyed Locks. 



















Half a Carload on Two Yale Blocks 


The name YALE 
helps make the sale 


There are two reasons why 
Yale Chain Blocks are the easiest 
selling blocks on the market. 

First—quality. And quality 
in a chain block means ability to 
handle the work more efficiently 
and with greater safety. 


Second — advertising. Yale 
Blocks are advertised more ex- 
tensively than any other chain 
block. They are better known, 
the world over, than any other 
block. 

The reputation of Yale, es- 
tablished by the unquestioned 
quality of its product, is strength- 
ened by continued publicity. 


Wherever the unexpected 


overload must be handled by 
a chain block — there, Yale is 
supreme. 


The illustration above shows 
half a car-load being handled by 
two Yale 5-ton Spur - Geared 
Chain Blocks. It is a convincing 
picture. It will appear in four- 
teen of the leading industrial 
papers going into chain block 
consuming fields. 


The Yale load sheave chrome 
vanadium ball-bearings, greatly 
reducing the hand chain pull re- 
quired, make the Yale Spur- 
Geared Block the most efficient 
chain block sold. Yale is the 
originator. 


The Yale & Towne Manufacturing Co. 
Stamford, Conn., U.S.A. 
YALE MARKED IS YALE MADE 
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| The Way to Minimize 
_ Interrupted Production 
| Is to Standardize on 






























GeiecoBelting -.( 


A telegram has just been re- 
ceived from your new cus- 
tomer insisting upon the de- 
livery of his rush order to- = 4 
morrow, the date promised. 3 3 


sah 22 A A INET NF 


All hands have been on the 
job night and day to make 
this promise good—the work Oe i : Att! 
is nearing completion and if 0 I 2 St: ROT 1 PER ee ae Pe 
nothing unforeseen happens, i ; ae Fost, 
the job will be de- 
livered on time—and 
then 








A BELT BREAKS 
—production is in- 
terrupted, the de- 
livery date must be seg 


: ry A Ss 


ee . SS 
a : 
. . . * 





advanced and the! te 

good-will of a NeW wemwbsiegge4 a 

. customer is jeop- ‘es ; 
ardized. 


Moral— 
| Standardize on Cocheco Belt- 
ing and minimize the expense 
and trouble of interrupted 
production. 


Let us tell you why 














I. B. WILLIAMS & SONS 


: Dover, New Hampshire, U. S. A. 

| 14-16 N. Franklin St. 71-73 Murray Street 111 Summer Street 
Chicago, Ill. New York, N. Y. Boston, Mass. 
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Airplane view of The Home of 
Diamond Rubber Goods, 
Akron, Ohio 


“The Character of the house 
behind the product is the 
true gauge of its worth» 


This is the Home of Diamond Rubber Goods—a veritable 
city of industry. 


Built upon more than thirty years of experience, it 
stands as a substantial proof of the superiority of Diamond 
products, a striking example of efficiency in serving the 
rubber needs of man. 


As Diamond’s knowledge of rubber is invaluable to 
the future needs of industry, so Diamond’s present 
reputation for reliability is a real asset to the jobber. It 
builds good will for you, it increases your business and 
its profits. 


No matter what your location or industry you can be 
promptly served with Diamond Rubber Goods. A letter 
or phone call to any one of our Branch Offices will 
receive prompt attention. 


THE DIAMOND RUBBER COMPANY, INC., Akron, Ohio 


Atlanta Boston New York Kansas City Philadelphia 
Chicago Dallas Seattle Los Angeles San Francisco 
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This is the 
Clipper 
“Special” 
Pin 








This 1s the 








Clipper Belt} 
Lacer | 





SChingor Belt Lacer Compan 


GRAND: RAPIDS MigincaN” 
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Clipper Belt Lacers make thousands of practical 
and efficient joints DAILY. 


The enormous production of 3,500,000 Clipper 
Hooks daily testifies to the proved ability of 
Clipper Belt Fasteners. All Clipper Hooks are 
made of the greatest fatigue resisting steel obtain- 
able for the purpose. Because of large scale pre- 
duction Clipper Hooks are sold at very low prices. 


Clipper Pins, both rawhide and special, are the 
best we know how to make. We are convinced 
that the Clipper “Special’’ Pin will outwear any 
substitute for the rawhide pin now on the market. 


Clipper joints have a STAGGERED DOUBLE 
grip, distributing the tensile strain over a wide 
section of the belt. 


Clipper Belt Lacers are sold under a perpetual 
guarantee that they will be kept in perfect work- 
ing order free of charge provided Clipper Belt 
Hooks are used exclusively in their operation. 


Standardize on Clipper—for increased produc- 
tion, economy, quality and satisfaction. 
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N a gasket, it is the material that 
counts; the time and labor of 


ing if the packing used is not the right 
grade for the work. 


Wherever INDESTRUCTIBLE White 
Sheet Packing is used, a perfect joint is 
the result—one that will remain tight in- 
definitely. It will not yield to the attacks 
of steam, air, ammonia, hot or cold 
water, gas or creosote. Sufficiently firm 
in composition as not to flatten out when 
the bolts are drawn up. 


Carried in stock at all our branches in all 
thicknesses up to % inch, 36 inches wide. 


For especially tough jobs, use Style 29 Inde- 
structible with brass wire insertion, or Style 
30 with iron wire insertion. 


NEW YORK BELTING & PACKING CY. 


High Grade Rubber Goods for Mechanical Purposes 


New York Boston Chicago Philadelphia 
Pittsburgh St. Louis San Francisco 
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The features that make ce a good belt for the 
user to buy, make Stanley a good belt 
for the jobber to sell 








Stanley Solid Woven 
Cotton Belting 


Outstanding Features 


1| Solid Weave 4 Extreme Heat Resistance 
2)| Flexibility 5| Minimum Stretch and Slip 
3) Moisture and Oil Resistance & No Deterioration in Storage 


1| All three thicknesses are woven as a single 4) At extreme temperatures, where other types 





unit without plies or stitchi ply of belting are short lived, STANLEY BELTING 
separation. Edges are protected by nd is recommended for long, efficient service. 
selvage. 


5] The stretch of STANLEY is very slight and 
works out in the first few hours’ running. Do 
2) not confuse STANLEY with the cheap type of 

Extremely flexible due to the type of con- solid woven belt which stretches constantly. Also 
struction. Operates over smallest pulleys with Mellon Institute tests proved STANLEY had less 
minimum internal friction, slip than any other belt up to the limit of its 
rated capacity. 


3) 6} In storage even over a period of years, 
Special treatment makes the belt impervious STANLEY does not harden. It never loses its 
to moisture, oil and to extreme dryness. original flexibility. 


In the severe work of foundries, forge shops, textile mills, brick and 
clay plants and other strenuous service, STANLEY has made a repu- 
tation for durability that makes men who know insist upon STANLEY. 
Joined with any efficient fastener. 


List Prices 


(Subject to Discount ) 
Single Stanley equals single Leather or 4-ply Rubber or Canvas Belting.................ee000% ts” thick 


Double Stanley equals double Leather or 6-ply Rubber or Canvas Belting 
Triple Stanley equals triple Leather or 10-ply Rubber or Canvas Belting 






































Width in PRICE PER FOOT Width in PRICE PER FOOT 

Inches Single Double | Triple Inches ~~ Single Double Triple 
%-inch | $0.16 8 -inch $1.60 $2.40 $3.20 
1 < .20 x$0.30 co) = x 1.80 2.70 3.60 
a | 25 x .37% 10 * x 2.00 200 4.00 
CO .30 .45 12 = x 2.40 3.60 4.80 
se * 35 52% 14 - x 2.80 4.20 5.60 
2 = 40 -60 16 = x 3.20 4.80 6.40 
| is 45 67% 18 = x 3.60 5.40 7.20 
2% * 50 -75 20 os x 4.00 6.00 8.00 
_ = 55 82% 22 ™ x 4.40 x 6.60 x 8.80 
3 = .60 -90 $1.20 24 ” x 4.80 7.20 x 9.60 
3% “ -70 1.05 x 1.40 26 ™ x 5.20 x 7.80 x10.40 
4 7 .80 1.20 1.60 28 = x 5.60 x 8.40 x11.20 
4% “ .90 1.35 x 1.80 30 = x 6.00 9.00 x12.00 
5 - 1.00 1.50 2.00 32 - x 6.40 x 9.60 x12.80 
6 ” 1.20 1.80 2.40 36 ”" x 7.20 10.80 x14.40 
7 “ | 2 ie 2.10 2.80 














Approximate weights: 100 feet 1 inch single, 8 pounds; 100 feet 1 inch double, 11 pounds; 100 feet 
1 inch triple, 16 pounds. Sizes marked x not stocked at present, but may be had on special order 
Full Rolls Average 500 Feet 
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Put this Page in your Catalog 


Samples and Trade Discounts on Request 


| New York 320 Broadway Stanley Belting Cpn. 15. Jefferson St., Chicago 
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Simple, Safeand Sure 
Requires Only Heat 





KESTER Acid Core SOLDER 


For general soldering and heavier electrical work. 
Self Fluxing—‘‘Requires Only Heat.’’ Standard size 
No. 3 about 1/8 inch in diameter, runs about 30 feet 
per pound. Packed on 1, 5 and 10 pound spools. 
Special gauges also available. 


ETAL we 
meq ene 
j = 


Kester Metal Mender 
The Household Solder 
Here is the small package of Acid Core Solder. So sim- 
ple anybody can use it. Ten cans about 1/4 pound 
each are packed per carton. Ten cartons (100 cans) 
to the case lot. 


Kester Rosin Core Solder 
For very delicate electrical and radio work. Contains 
highest quality metals and rosin flux. Standard size 
about 3/32 inch in diameter, runs about 50 feet per 
pound. Packed on 1, 5 and 10 pound spools and 18 
inch sticks in 5 pound boxes. Special gauges also 
available. ~ 


ester Radio Solder 
(Rosin Core) 
Safe, Sure and Simple —approved by radio engineers. 
Harmless to the most delicate parts. Absolutely non- 
corrosive flux makes low-loss joints. Ten cans about 
1/4 pound each per carton. Ten cartons (100 cans) 
to the case lot. 
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GENUINE SOLDER 








CHICAGO SOLDER COMPANY 
4215 Wrightwood Avenue, Chicago, U. S.A. 
©—_—_ 

Originators and world’s largest 
manufacturers of Self Fluxing Solder 


Your Jobber Can Supply You 











Sectional view, 
Fig. 370, screwed, 
Jenkins Standard 
Bronze Gate Valve 


~ 







They’re buying 
a “known quantity” 


Engineers know that 
youre talking about re 
liable equipment when 
you mention Jenkins 
Valves. They realize 


when they buy genuine Fi 






Jenkins 





Jenkins they're buying a am 
“known quantity”. This 

knowledge means more sales 

with less effort for the 

dealer. 

To keep the name and 

standing of Jenkins Bros. be 

fore engineers and other 

valve users and to educate Fe 
newcomers in the field, a a 


wide publicity campaign is 
constantly being carried on. 
Advertising in over a hun 
dred publications combined 
with extensive circularizing Tenki 
puts across the Jenkins mes 
sage to valve buyers In 
every trade or industry. 
Then, too, Jenkins service 
representatives are constant 
ly calling on the trade and 
creating a demand that you 
can turn into dollars. 


JENKINS BROS. 


80 White St........... New York, N. Y. 
524 Atlantic Ave.........Boston, Mass. 
133 No. 7th St.......Philadelphia, Pa. 
646 Washington Blvd...Chicago, Ill. 

106, Screwed, 


JENKINS BROS., Limited i 2 


Montreal, Can. London, Eng. Bronze Globe Gate 











Always marked with the"Diamond" 


enkins Valves 


SINCE 1864 
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Five In The Family 


Five distinctly different types comprise the Medart Family of Pulleys—there isn’t a situ- 
ation to which we cannot adapt 100% pulley service. 


Steel Rim Pulleys. The original steel plate 3, Split Wood Pulleys. Sturdy glued and nailed 
* face pulley. Including Cones and Drums, sizes construction. All sizes. 


up to 16 feet and 50” face. Iron Spider, Wood Rim Pulleys, combining 


2, Cast Iron Pulleys. Machine-molded 6” to 72”. maximum tractile efficiency with durability and 
* Floor-molded 74” to 16 feet, and 50” face. high speed. 


5, ‘‘Hercules’’ all steel special heavy duty pulleys, 
* guaranteed to have no equal for unfailing service. 


For forty-three years, PULLEY was our middle corporate name. Now 


»MEDART> 


Means Everything in Line Shafting Equipment 


Besides Pulleys, Medart makes a complete line of Power Transmission Equipment. Concentrate your 
purchases and fill all your transmission requirements through Medart Catalog 43, with discount sheet. 
This affords a simple, direct method of economical buying. Engineer’s estimate furnished on your speci- 
fications without obligation. 


THE MEDART COMPANY 
(Formerly Medart Patent Pulley Co.) 
General Offices and Works, St. Louis, U. S. A. 


Offices in Chicago, Philadelphia, Pittsburgh and New York. Office and Warehouse in Cincinnati 
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; Turned Polished Stee! 
Shatting. Produced in our own 
Dro p Hanger. Double miil by the well-known meodert 

i Dr. fo j t process. 4 le of s cia 

Flange Coupling. Pressed ee noe ee “eget Stee!, particularly adapted for 
on shaft ends and faced to with either ring, collar, wic shafting, 13 ectly straight 


e | 
or plain oiling bearings. and truc to sa 
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Gearing. Whatever your 

needs, we can supply them 

Gears cut to 72-in. diameter 


insure accurate alignment 
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Manual Training Vise ani . 
Manual Training Vise 


The Yost Improved Quick-Acting Manual Training Vise 
has no cams, racks, toggles or springs. A slight lift of 
the screw head disengages the screw from the nut and 
permits instant adjustment of the front jaw to the work. 
A slight turn of the handle and the work is held rigidly 
© for any operation. Made in six sizes, 28 to 48 lbs. 








Coach Makers’ Vise 


Designed for wood workers, carriage builders and carpen- 
ters. Either solid jaw or adjustable jaw models are built 
with stationary base or swivel base. Large bearing sur- 
face of the crucible steel jaws permits a firm grip with- 
out marring the material. Swivel base vises may be 
turned and locked securely in any position. Adjustable 
jaw vises hold irregular shaped work rigid without mar- 
ring. Each model made in two sizes. 






Coachmakers’ 


Vise 


Pattern Makers’ Vise Pattern Makers’ Vise 


The Yost Improved Universal Woodworkers’ Vise is uni- 
versally used in most woodworking and pattern-making 
plants. Holds securely all classes of work. It is quickly 
and easily adjusted to many awkward positions, permit- 
ting the workman to conveniently adjust his work. Flex- 
ibility of adjustment saves time and energy for the opera- 
tor and increases his production. Jaws 8” x 16”; open to 


14”. Weight 82 lbs. 





We have a complete line of Vises for Every 
Industry. Write for prices and discounts. 


Yost Manufacturing Company 
Meadville, Pa. 
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Jobbers 


—Here’s the 
Broom to Sell 


Lay Metal Case Brooms 
have made good since 
, 1876. They have pio- 
Dn | neered their way into 
3 i practically every indus- 


aero \ eee Bi “iii try—often predominant- 
| ey \ - <u ly. 
‘ \ ‘ \\\ \ 
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Jobbers and Mill Supply 
Houses find Lay Brooms 
easy to sell. The percent- 
age of repeat business is 
often amazing. Profits 
are excellent, missionary 
work is practically un- 
necessary — Lay Brooms 
are known the country 
over. 








The Lay line is complete 
—a broom for every in- 
dustrial need and every 
one an active seller. A 
letter or wire will bring 
you full details and dis- 
counts. 


Made to Last 


Long life and _ efficient 
service is built into every 
Lay Metal Case Broom. 
The stapled metal case at 
top, the metal reinfore- 
ing band and the heavy 
flax twine sewings are rea- 
sons why Lay Brooms 
have been “the Standard 
since °76."" 


THE JOSEPH LAY COMPANY 
120 Third St. Ridgeville, Ind. 
New York Office, 110 W. 34th St. 
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Worn Shafts 
and Cut Profits 


industrial problems of 
unproductive labor and machinery. 
Shafts and pulleys in the condition shown above 
result in idle hands and dead machines, plus the 
expense of replacement. 


One of the greatest 


today 1S 


\n investigation in your plant will probably 
find many such sources of leaks and reductions 
in the vear’s net profits. 
1 every user of 
Bearings can report superlative 
bearings—and 


It is a significant fact that 
\rguto Oilless 
from t 
in hundreds of instances these service records 


service hese non metallic 
are for six times the life of the best bronze bush 
ings made. 

If such service would be of interest to vou, 
why not thoroughly investigate - 


ARGUTO OILLESS BEARING 


Wayne Junction, Philadelphia. Pa. 


CO. 


Smoother than Grease 


OA.O.B.CO.1924 
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Good Work 


That’s the verdict on Prentiss Vises and 
Cheney Hammers wherever one or both are 
used. 


Ask the men who buy them or those who use 
them. They’ll tell you that there’s more years 
of use in a Prentiss Vise and more work and 
less effort in a Cheney Hammer than they can 
get elsewhere. 


Neither the jaws of a Prentiss Vise nor the 
head of a Cheney Hammer can ever come 
loose. Both Vise and Hammer have excess 
strength of material. Each is designed and 
made by men who know what workmen want. 
Selling Prentiss Vises and Cheney Hammers 
is cashing in on the reputation the tools have 
won. 
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“When You Can Do More 
You Will! 
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HE day they 
moved the 
well into the kit- 
chen and threw the 
pump away, the use of 
water trebled. As soon as a 
power drill took up the back- 
breaking labor of abrading a hole 
through metal, holes multiplied, ma- 
chines grew, and metal working began to 
assume the proportions of an industry. 






Today still better drills increase the productivity of machines, 
shops, industries. 

Firms that would stand at the head choose Cle-Forge because they know 
its world’s records in cast iron and machinery steel assure efficiency in meet- 
ing the ordinary requirements of the day. 

CLE-FORGE drills are carried in stock by the “Cleveland” distributor 


in your city. Remember it’s the drill that “tells its own story’. 





TWIST DRILL 
COMPANY 
CLEVELAND 
NEW YORK: CHICAGO: LONDON 










TRADE MARK REG U S PAT OFF AND FOREIGN COUNTRIES 





















Manufacturers, also, of 
Carbon and High Speed Drills for every purpose; 
**Mezzo"’ Super-Carbon Drills; Hand, Job- 
bers’ and Shell Reamers; ‘‘Peerless’’ 
High Speed Reamers 
Adjustable Reamer 
Set’ Reamers 3 
ing Reamers for Turret 
Lathes; Counterbores; 
Countersinks ; Sock- 
ets; End Mills; 
and the “‘Ezy- 
Out"’ Screw 
Extractor. 











Se 
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CLE*FORGE “treo DRILLS 


TRADE MARK REG. U. S. PAT. OFF. 
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Write for samples 


and limit dealers’ prices 





RAHMANN Leather 
Belting is GUARANTEED 


Many Mill Supply Houses have han- 
dled Rahmann Leather Belting exclusive- 
ly for many years because they know it is 
honestly made. They have no hesitancy in 
placing their guarantee of quality on this 
Belting for we stand solidly back of them. 


Rahmann Leather Belting combines the 
best material with the best workmanship. 
Every foot is carefully inspected to insure 
this high standard. 


GEO. RAHMANN & CO. 


32 Spruce St., New York, N. Y. 
Buffalo, N. Y. Newark, N. J. Syracuse, N. Y. 

























Junior Steam Trap 


A practical trap with limited 
capacity at low price. Works 
at all pressures from 150 lbs 
down. 






all times. 


dition of the 


ment. 


Use an 


a 


Anderson Oil Trap 
Removes accum 
under pressure. 
automatic. 


lated air 
Simple and 





St Specialti 
MODEL ‘‘D” >p TRAP ' 

This up-to-date, efficient and reliable steam trap de- 
livers live, hot, dry steam to your steam using appa- 
ratus and keeps it dry by removing the condensation 
as fast as it accumulates. 

The Anderson Model “‘D’’ Steam Trap 
works continuously and automatically. 


The valve and seat are sealed with 
at least three inches of water at 


Glass gauge at the side shows con- 
trap. 


strainer keeps out all dirt and sedi- 


{nderson 


The V. D. Anderson Co. Cleveland, Ohio 


336 3rd Ave., New York City 
134 Plymouth Court. Chicago 


KRSON 









Removable 


Its a Trouble Killer 


Branch Offices: 
242 Race St., Philadelphia 
100 Pearl St., Boston 
207 Union Trust Bldg., Baltimore 
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NATIONALLY SOLD AND ADVERTISED” 
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e Coveted Signature 


on the Dotted Line? 


T’S a “grand and glorious feelin’? when the 

prospect puts his signature on the prover- 
bial dotted line, but the point often raised is, 
“what has been the dominating factor that 
closed the deal?” Mill supply © .-——— 
men who sell Skayef Self- « died 
Aligning Ball Bearing Hangers | 
and transmission appliances 
can give the answer in a jiffy. 
Invariably they refer to their | 
newest selling aid—the 116- | 
page portfolio of hard, cold | 
facts of results in the plants 
of 17 manufacturers in widely 
diversified lines. 

The salesman who 





“packs” 


answering direct from the shoulder questions. 


The SKAYEF BALL BEARING 


BALL 








Outside of Survey shown above 


this portfolio 
has an unbeatable hand when it comes to 


Will they save oil, power, belts and mainten- 
ance? How much? When will the investment 
pay for itself? These and a host of other 
questions are readily answered from the fully 
tabulated facts and figures in 
ane the Nielsen surveys and every 

ogg one of them is O. K.’d by an 
executive in the plant in which 
they were made. 

Your men and you can also 
share in that “grand and glori- 
ous feelin’” and the substantial 
profits that come with it, by 
teaming up with Skayef Self- 
Aligning Ball Bearing Hangers, 
transmission appliances and these twentieth 
century selling aids. Just a few words to us 
will bring the full details. 


COMPANY, 


PUY 


165 Broadway, New York 


BEARING 














When writing to Advertisers please mention M1Lt Supptigs. 





















} 


9, ¢ ry? iT SS HTTOND hace November, 1925 
Af) : a ps SD 








* 


Are You in a Position to Supply 
Bonney *CV @@ - 
Chrome Vana- 
dium Wrenches? 


Master Mechanics 
everywhere are us- 
ing Bonney ‘C. V. 
Chrome Vanadium 
Wrenches 


“C. V. is a Bonney trademark 
registered in the U. S. Patent Office 
















Vanad registered Atgust 


: aes Set No.-25 
sie iia . ‘as <2 Contains six **“CV” Engineer's 


type 15 degree angle wrenches 






ye ith 12 different openings from 

ONE 'S e. bra ; 
“ . T y sy ¥%y" to 1’. Price, east of Missis- 
LEO y) ’ ‘7 OG fe sippi $6.85 without Leatherette 


4 


Roll. $7.85 with Roll. Canadian 
~ 


and Wester prices slightly 
higher. 





DU aNt CRETE 
Bonney Chrome Vanadium Wrenches are 
becoming standard among good mechanics 
and even though you carry a line of ordinary 
carbon steel wrenches, it will pay you to 
handle also Bonney high quality wrenches, a 


ji 3 demand for which has already been estab- 
GH ROLBISHI A lished and is rapidly growing. 


Write for our attractive Jobber proposition. 


Bonney Forge & Tool Works 


Allentown, Pa. 


Makers of Special Service Wrenches of Chrome Vanadium, Carbon 
Steel Drop Forged Wrenches, Stillson Wrenches, Vises and Drop 
Forgings and the Bonney Rim Tool. 





Patents Pending) 
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It Comes to You 
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Well made, well sold, 


well advertised 


4 
T TAKES more than initial sales to make ; 
the mill supply business profitable. 








The goods sold must stay sold and must sell 
more goods. That means they must be well f 
made. 





The most profitable line does not always carry 
the widest margin, but it is always easy to sell 
because the buyer knows it is good and is 
already well sold on its merit, by experience, 
by repute or by advertising. 





Ifaddedtothis, hecan find outinamoment where 
to buy, the line has the elements essential to 








NEGTIONAL and Trade making it profitable for the mill supply dealer. 

aper dvertising to 

more than 12,000,000 people ; ; < ¢ 
So iaia tae Gece he Perhaps it is because they conform to these i 
pom Ad hr yh essentials that American’’ Pulleys and i 
every American aiers : 





name, address and ‘phone “American” Hangers have enjoyed such a long 
are Hotes Geograplceety. and satisfactory relationship with nearly four 
hundred mill supply houses in this country. 


Perhaps you, too, would like to add such a line. 


R é If so, communicate with 
ivi E. CA The American Pulley Co. 
PRESSED STEEL 


Manufacturers of Steel Split Transmission 
STEEL SPLIT Pulleys, Pressed Steel Shaft Hangers, 


| HANGERS PU LLEYS and Pressed Steel Shapes. 


en tien cee cumenete® aun 4200 Wissahickon Ave. Philadelphia 

















THE NEW POWELL 
150 POUND PRESSURE GATE VALVE 


Designed for service where conditions demand a High Grade, 
compact, inside screw stem gate valve. 


BRONZE BODY—NON-RISING STEM—SOLID WEDGE DISC 


Has tapered dise and seat and gland packed. All valves thoroughly 
tested and guaranteed. 


SIZES 1, TO 3 INCHES 
Write for Descriptive Literature 


THE WM. POWELL COMPANY 


DEPENDABLE ENGINEERING SPECIALTIES 
CINCINNATI, OHIO 
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MILL SUPPLIES 





A Monthly Journal Devoted to the Interests of the Manufacturers and 
Distributors of Mill, Steam and Mine Supplies, Machinery and Tools 
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BUYING FOR NEAR-BY NEEDS 

3uying for near-by needs has become a fairly 
fixed idea in nearly all branches of trade, and evi- 
dence is accumulating that the habit is not the un- 
mixed evil that many manufacturers believed it to 
be. In many lines it is proving a stabilizer of great 
value. In the dear old days when demand was in- 
sistent and production unable to keep pace with 
consumption, with prices constantly advancing, 
buyers fell into the habit of placing orders many 
months ahead of requirements, resulting in a con- 
gested condition in thousands of factories, and as a 
consequence abnormal purchases of raw material by 
these manufacturers. Congestion on all transpor- 
tation lines naturally followed, leading to further 
excess ordering. 

Today all is different. Manufacturers, filling or- 
ders for actual requirements, turn out orders on 
relatively short notice, with the railways making 
deliveries more promptly than ever before known. 
These conditions removed the need of commitments 
far in advance, and constitute a decided and whole- 
some check on abrupt price advances. The result is 
that most orders are for immediate shipment, with 
a natural reduction in inventories on the books of 
both producers and distributors. One of the secrets 
of success in merchandising is rapid turnover of 
stock, and that is one thing that mill supply dis- 


tributors are learning. There is no doubt manufac- 
turers have in many cases had legitimate grounds 
for complaint by reason of the multitude of small 
orders from certain houses, but on the whole the 
new method has many good points. For those 
buyers who are failing to carry reasonable stocks, 
and using the manufacturer as a convenient ware- 
house, the remedy is within easy reach. Make an 
adequate charge for the service rendered. If the 
order is for broken lots, make the price to fit, and if 
sent by parcel post, see that the buyer pays for 
transportation. At recent mill supply conventions 
manufacturers frequently complained of the exces- 
sive cost of handling orders of this description, 
while admitting that they had failed to correct the 
abuse through fear of losing the good will of cus- 
tomers whose business had for many years been 
profitable. That these troubles will in time be fairly 
adjusted, there is no doubt. 

Hand-to-mouth buying is an unpopular term, 
spelling the ultimate in the way of the distributors’ 
failure to carry reasonable stocks, and cannot be 
defended. Manufacturers have frequently stated 
that a reasonable solution of the difficulty could be 
arrived at if distributors would make a practice of 
consistently making up their orders to cover their 
needs for say ninety days. That system would soon 
result in taking the speculative feature out of the 
market, at the same time furnishing the producer 
a steady run of orders on which he could depend. 
The steel industry has accepted the new condition 
with something more than equanimity, and in fact 
is refusing orders at far delivery dates, at current 
prices. 





LOCAL TRADE ASSOCIATIONS 
There is a constantly broadening inquiry from 
the mill supply distributing field concerning the 
proven value of local associations, and the better 
way to go about bringing rival interests into more 
intimate and harmonious relations. This condition 
is a natural development following complaints of 
over zealous competition, carrying with it not only 
price cutting in near-by territory, but raids into 
zones so far removed from the distributor’s base 
that there is little or no profit in sales made on a 
delivery basis even when the price named would 

have represented a profit to a local house. 
There is no doubt local trade associations, without 
breaking any existing laws governing price fixing, 
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or agreements in restraint of trade, naturally re- 
move many of the evils that grow up in these days 
of competition, largely because these business men 
do not know each other, listen too readily to tales 
of price cutting and other unfair practices, without 
proper investigation, and frequently are using anti- 
quated methods of cost accounting. Time has 
proven that local associations, or even the most in- 
formal system of meeting of competitors at weekly 
luncheons, will prove of the greatest benefit in iron- 
ing out annoying wrinkles in the business fabric. 
Tales of salesmen and buyers regarding price cuts 
are often proved untrue when frankly discussed 
with the alleged malefactor, accompanied by the 
discovery that he is a very decent sort of fellow who 
is worried over the same problems that are dis- 
tressing you. 

The only way to get together is to get together. 
Some one must make the first move. Why not you? 
Your house need not be the oldest or the most im 
portant in your territory. Write to your competi- 
tors, telling them of what is in your mind, suggest- 
ing a time and place for the first meeting, and you 
will very likely not have to wait long for results. 
Then let nature take its course. 





WHAT FRANCE IS WILLING TO PAY 


The French government and all the French 
politicians are evidently single minded in their 
determination to make a killing in settling her 


rather staggering debt to the United States. To 
date it is a matter of four thousand two hundred 
millions of dollars, including interest. The French 
people are evidently disappointed and angry at us 
for asking for payments on account. All the interest 
they have ever paid has been on a special account 
incurred when our government turned over supplies 
in France that cost two billion dollars and took her 
promise to pay $400,000,000. The thrifty French 
took those supplies and sold most of them to her own 
people at a healthy profit. The United States then, 
after the armistice, loaned her a few hundred mil- 
lions more to rebuild her factories and to prevent 
the franc from following the German mark into the 
financial basement. 

Minister of Finance Caillaux, realizing that his 
country could not borrow more millions here without 
making at least a gesture toward payment, visited 
this country recently with a debt commission, armed 
with authority to settle his country’s debt on terms 
that suited the French idea of a bargain. Just 
what Caillaux expected is a secret, but he has re- 
turned home to tell his countrymen what a hard- 
boiled lot we are. 

While the details of the French offer have not been 
told, it is apparent that she wanted a low rate of 
interest to be paid on the debt over a period of sixty- 
two years, we eventually to make a present of the 
principal sum. That’s all. Neither President 
Coolidge, Secretary Mellon, Secretary Hoover nor 
Senator Borah could see the justice of such a settle- 
ment. France in reality asked to be treated as a 
nation on the verge of bankruptcy, if her creditors 
pressed for payment, and wanted a settlement on 
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that basis, refusing to have inserted a clause that in 
the future she should pay in proportion to her abil- 
itv, as time demonstrated. Our commission then 
proposed that for five years France should pay a 
trifle less than one per cent interest on the debt, 
nothing on the principal, and at the end of that time 
to reopen the entire matter and pay in proportion to 
her ability. That meant that while she paid 
$40,000,000 a year, or less than one per cent inter- 
est, our people would tax themselves to pay annually 
more than three times that sum in interest on the 
bonds issued to raise the money we loaned to France. 

Did France appreciate our offer to have the 
United States pay approximately $139,000,000 a 
year for five years on her interest account? Not 
yet, despite the fact that it is estimated that as a 
result of the war she gained territory valued at not 
less than $30,000,000,000. 

One great trouble is that a lot of American senti 
mentalists, willing to give away their neighbor’s 
shirt, had led France to believe that they could cash 
in Lafayette for three or four billion dollars, and 
allow us to redeem the bonds issued to secure the 
money we handed over to France. Meanwhile they 
are probably spending more money every month on 
the Morocco war than they would have to pay us in 
a year if they came clean on their debt payments. 
It is generally believed in this country that France 
will accept the decidedly liberal offer of payments of 
$40,000,000 a year for five years, and permit us to 
hold the bag, while she is borrowing probably five 
times that amount from American bankers to tide 
her over. The average Scotchman could to great 
advantage take a few lessons in thrift from his 
French brother. It is well to remember that while 
the French government is always hard up, the 
French people as a whole are saving money as usual. 





DON’T ANNOY THE MANUFACTURER 
There is a certain duty incumbent on distributors 
of mill supplies to refrain from unnecessarily wast- 
ing the time of manufacturers, by corresponding 
with the latter on occasions when the information 
is, or should be, right in the distributor’s office. 
Inability to give a prospect immediate informa- 
tion about some special type of product not only 
postpones the possibility of a sale of that product, 
but often makes the prospect go away dissatisfied 
with the ability of the house to give him service. 
Recently the writer had occasion to accompany 
a friend into the branch sales office of a large fur- 
nace manufacturer. The friend was interested in 
securing the prices of various types of the manu- 
facturer’s products with a view to the possible pur- 
chase of one for a summer cottage. The sales office 
was a highly attractive one, in fact, an extraordi- 
nary one for the community in which it is located. 
In the showroom were several types of furnaces, 
and one in particular seemed to be just the right 
one for the writer’s friend. There undoubtedly was 
an order on the way for this sales office, but unfor- 
tunately nobody in the office could give the prospect 
any idea of the price of the furnace. The attrac- 


tive young girl behind the bookkeeper’s cage didn’t 
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have a thought in the world about prices. No, she 
didn’t have a catalogue from which to secure the 
information. Two other employes who came in 
were in the same condition of ignorance. One man, 
and he alone, seemed to know anything about what 
the prices of that particular line of furnaces were, 
and he couldn’t tell because he wasn’t around, and 
probably wouldn’t be for at least two more hours. 
The order was irretrievably lost. 

Transfer the scene to a mill supply house and 
you have a somewhat similar instance when nobody 
in the place has the information about a certain 
product. Yet right there in the catalogue of the 
manufacturer in question lies the exact information 
which is sought, if only somebody in the organiza- 
tion had taken the trouble to keep the manufac- 
turer’s catalogue in an accessible place, and to edu 
cate all the members of the organization to a knowl- 
edge of how to use the catalogue. 

Elimination of waste is the watchword these days. 
It is finding its chief gains in the simplification of 
sizes, styles and varieties of manufactured products. 
There are plenty of other directions, however, in 
which the work can be carried, and this proper use 
of manufacturers’ catalogues is one. 





KEEPING PACE WITH SPEED 

Every so often one of those fellows with an un- 
usually smart conception of what constitutes “bright 
sayings” will work off a little of his excess energy 
by propounding the all important question of “How 
high is up.” Only a few days ago the writer heard 
the aforesaid query hurled at one of those happy-go- 
lucky colored boys who operates an elevator in an 
office building, thus qualifying as an authority on 
all matters pertaining to relativity in heights, and 
quick as a flash came back the answer: “Boss, that 
am a long, long ways.” 

All of which, of course, doesn’t mean anything, 
because in the first place it wasn’t intended to do so. 

Seriously speaking, however, and applying this 
very exalted question to the mill supply field, let us 
inquire: “How high is up?” In other words, how 
far can the present system of distribution of the 
necessary supplies and equipment for our industries 
go in its upward journey in the economic firmament? 

To secure any adequate basis upon which to make 
a definite reply to this question, it is perhaps proper 
to consider a few of the underlying causes for the 
growth of the mill supply business to its present 
size and importance. 

We find in studying the history of some of the 
oldest supply houses of the United States that trans- 
portation was the all-important factor both in their 
location and in their growth. Before the coming 
of the railroads, those who would sell goods had to 
travel by horseback or stage. For example, the 
early pioneers in the supply business in the Middle 
West received most of their goods from the East 
by wagon. It was a momentous occasion when a 
fast stage line began to make the distance from 
Cleveland to Pittsburgh in thirty hours. Stocks 
were for the most part small because demand was 
not very heavy, and the few supplies which were 
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carried were chiefly picks and shovels and small 
tools, because in those days canal building was one 
of the big occupations, and the contractors were 
the large buyers of supplies. What little manufac- 
turing there was outside of the large eastern cen- 
ters was handwork, the village blacksmith shop 
being the center of most of the activity in this 
line. Stocks were bought twice a year by the whole- 
salers in the distant communities, and we are told 
that ‘‘while the business was smaller, prices were 
higher and profits bigger.” 

Then the railroads were projected and gradually 
spread out as great connecting links between the 
important centers, and with the speeding up of de- 
liveries, and the ability to secure raw materials at 
fairly definite delivery dates, manufacturing was 
given an impetus. 

So it has been up through the years. Transpor- 
tation has been the determining factor in the upward 
growth of industry and simultaneously in the expan- 
sion of the mill supply business. The more manu- 
facturing activities expanded, the greater the reli- 
ance on transportation facilities to serve the needs 
of industry. On the other hand, the greater the 
spread of industrial activities and the greater 
the reliance on transportation facilities, the more 
the services of the distributor were required. 

The coming of the automobile into the everyday 
life of the people has been but another step in this 
transportation development. But what a step it has 
been! In its path followed in rapid succession the 
amazing progress in road building, in mass produc- 
tion, in general speeding up of the entire structure 
of our daily life. It has been responsible for that 
insatiable appetite for speed which makes a huge 
demand for everything at a moment’s notice. 

Into that picture of speed is again interjected the 
distributor, for there must be somebody who will 
satisfy the demands for things that are needed at 
the greatest possible speed. 

At every step forward then in transportation, 
there has been a consequent strengthening of the 
position of the mill supply distributor, and there is 
no good reason for believing that there will ever 
be a time when his services will not be needed. 

It seems, therefore, that the answer to the ques- 
tion, “How high is up,” is to be found in the solution 
of the problem of how the mill supply distributor 
can keep pace with the demand for speed in trans- 
portation. This demand must be satisfied, and the 
distributor who will meet it in the future will have 
to depend largely on the ability to serve his custom- 
ers from more complete stocks and to narrow his 
territory to an economical geographical area, with 
more intensified selling efforts as the compensation 
factor. 

The mill supply field has always demonstrated 
an ability to supply American industry with its 
needed supplies, regardless of the changes that 
have arisen with the passage of time, and it cannot 
afford now to fall down on the job of meeting new 
conditions. Rather it must continue on upward 
to new heights, still further justifying the faith 
which has been placed in it by American industry. 








ee > eecneneare ae omer nore remem wom « aan, as a oman TEE 





= MAL LiL SS UIP PILES November, 1925 
i = — — 








Marco Belts are Always Dependable 





Reputation for long and depend- 
able service on the hardest trans- 





mission drives has resulted in 
more and more Marco Belts be- 
ing sold and used every year. 


Mill men who strive for econ- 
omy and also for steady reliable 
belt service have found that 
Marco Belting offers them the 
greatest belt economy obtain- 
able. 


The popularity of Marco Belting 
rests in the fact that it insures 
smooth uninterrupted power 
flow—elimination of slippage— 
ample strength to meet over- 
loads—and freedom from 
stretching. 





| MARCO BELTING 


Carried in stock by distributors in 
every important industrial center 
in the United States. 





We Back the Distributor 





Che Mechanical 
Rubber Co. 


Cleveland New York 
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When writing to Advertisers please mention Mitt Suppties. 
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Urges Greater Efficiency in Catalogue Files 


Manufacturer Calls Attention to Costly Delays That Are Caused by 
Failure of Some Mill Supply Houses to Use Information Properly 


A suggestion that mill supply houses, which do not 
make proper use of manufacturers’ catalogues and other 
literature, should take steps to correct this situation, has 
been made to MILL SUPPLIES in a letter from a prominent 
manufacturer of a product which is stocked by many of 
the leading mill supply houses throughout this country. 
This manufacturer believes in calling the attention of 
the mill supply field to the need for greater efficiency in 
the use of information supplied by the manufacturers. 
His letter follows: 

“As you are the official organ of the Mill Supply 
Jobber, we think an article in MILL SUPPLIES on jobbers 
maintaining a file of manufacturers’ catalogues might 
be of assistance to both the manufacturer and the job- 
ber. Our reason for making this suggestion is that we 
have a considerable number of requests from jobbers, 
some regular customers, others the type of occasional 
purchasers, asking for price and delivery on various 
numbers of our products and repair parts. The vast 
majority of these inquiries comes from people who, 
according to our records, have received full information 
in the form of our catalogue and price list. 

“We appreciate the fact that jobbers have many things 
to look after, but we consider that time could be saved 
and the jobber be able to give his patrons more efficient 
service if they would maintain the file, or, if they have 
one, consult it before writing to the manufacturer rela- 
tive to an inquiry on some particular item. 

“Only a day or two ago, a jobber handling our regular 
standard line, had an inquiry for one of our specials, 
the inquirer having seen an advertisement in a trade 
paper. He wrote us for information, whereas if he had 
filed our catalogue, which we feel certain he has or ought 
to have, he would have been able to give immediate quo- 
tations to the prospect on this special type, thereby 
giving more efficient service and not allowing the cus- 
tomer’s enthusiasm to cool down by a delay. 

“We feel that the bringing of the jobber’s attention 
to the manufacturer’s catalogue not only in our case, but 
in the industry as a whole, would enable them to give 
more efficient service to their trade, which is naturally 
the manufacturers’ trade as well. If you deem it good 
judgment to make mention of this subject, it would seem 
to us that a great many jobbers would appreciate it.” 


Since receiving this letter, MILL SUPPLIES has made a 
survey of some representative mill supply houses, and 
finds that most of the large organizations, which have 
up-to-date catalogue filing systems, are sold strongly on 
their value. 

The Smith-Courtney Company has a well regulated 
catalogue library. In it is a complete list of the cata- 
logues of all reputable manufacturers in whose products 
the company is interested. When such catalogues are 
received, they are properly filed, in cases when the books 
are paper-bound, in shelved bookcases when they are 
leather or hard-bound. The list is then indexed, both 
as to manufacturer’s name and classification of material. 
This index is both alphabetical and numerical. In this 
manner it is possible for the employes without loss of 
time to put their hands on the catalogue of practically any 
manufacturer in the mill, mine or machinery field. 

Alvin M. Smith, president, Smith-Courtney Co., Rich- 
mond, Va., is heartily in accord with the manufacturer’s 
stand against annoyances in the matter of corresponding, 
with reference to points covered entirely in the catalogues. 


Mr. Smith in reply to an inquiry from MILL SUPPLIES on 
this subject stated: “If the statement made by your man- 
ufacturing friend is strictly in accordance with the facts, 
and snap judgment on the offending jobbers has not been 
taken, it seems to me that the complaint is well founded. 
There does not seem to me to be any excuse for a jobber 
writing to a manufacturer for detail information con- 
cerning any portion of his products, if such information 
is completely covered in the manufacturer’s catalogue, 
which certainly should be in the library of the jobber if 
he is an up-to-date distributor.” 

In addition to manufacturers’ catalogues, the Smith- 
Courtney Company has also built up a very substantial 
library of other jobbers’ catalogues, and these are also 
filed and indexed in such a way that it is easy to locate 
any individual book. 

Brown-Roberts Hardware & Supply Co., Ltd., Alexan- 
dria, La., is another house which believes that catalogue 
filing is very essential to the conduct of a mill supply 
business. J. L. Pitts, president and general manager of 
the company, explains his company’s system as follows: 

“Our bookcase is divided into so many sections, 
marked ‘Class’ on our index cards. In each section are 
bins, each with a bin number. A sticker is put on the 
catalogue and given a number. The latter appears on 
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Catalogue Index Card Used by Brown-Roberts Hardware 
& Supply Co. 


the card, marked ‘Book No.....’ The card is filed alpha- 
betically in a separate file, and the catalogues are filed 
numerically. In this way it is very easy to run through 
the card file, find the proper catalogue and number, then 
turn to the catalogue file for the book. Any information 
as to the kind of catalogue, date and number is recorded 
on the file card. Regarding pamphlets, we have a sepa- 
rate bookcase numbered in the same manner, with a sep- 
arate card file showing name and number on each card. 
We find this to be an excellent system of filing catalogues 
and other literature, and we have no trouble whatever in 
keeping up with them.” 

Hardwicke-Etter Company, Sherman, Texas, has a very 
simple filing system for catalogues, according to James 
Biggs, vice-president of the company. Mr. Biggs ex- 
plained it as follows: 

“Our method of filing catalogues is very simple. It is 
to give the catalogue a number and then have an index 
arranged alphabetically according to the name of the 
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manufacturer, and the name is given the same number as 
the corresponding catalogue. 

“We make no attempt whatever,” says Mr. Biggs, “to 
index the contents of these catalogues. Using a contents 
index as a quotation record is excellent when it is kept 
up-to-date, but the ‘game not worth the candle’ 
there are too many books containing the name of manu- 
facturers and their products arranged with a cross-index 
system to justify, in our judgment, arranging catalogues 
in any other method than that which we now use.” 

The San Antonio Machine & Supply Company, San 
Antonio, Texas, divides its catalogues into two general 
groups, one containing the current editions, the other 
the old catalogues, lists and data. <A large case, with 
several rows of shelves running horizontally and cut into 
sections by vertical strips, is used for this purpose. Each 
section is lettered to designate it. The publications are 
numbered according to their sectional position. When 
a new catalogue is received from a manufacturer, it 
takes the number previously held by the one which it 
supersedes, and the old one is transferred to the other 
file where it is given a new number. 


is 


Two catalogue card files are maintained. One file is 
indexed according to the merchandise. The other file 
is arranged alphabetically according to the names of 


manufacturers. 

The advantage of this double file system is that often 
a customer will order a certain part of a machine, giv- 
ing the manufacturer’s name, while on the other hand 
often an inquiry will be received indicating interest in 
a tool or machine without specifically mentioning any 
particular type. In the first instance, it is only necessary 
to look up the card of the manufacturer, while in the 
second it may be necessary to look up the catalogues of 
several manufacturers of the line. 

Every few months a check is made to determine 
whether or not the company has on hand the latest 
literature of various manufacturers, and letters are sent 
out for new catalogues or other information where it is 
deemed advisable. In this manner the files kept 
up to date at all times. 

In the San Antonio company’s system, the discard file 
is kept on a floor above the current file. This file has 
posted on it a list of the catalogues included and a key 
to the location of each. The name sheets are revised each 
year, and as they are typewritten, any additions to them 
during the year are made in pencil until the revision 
period is reached. The value of this discard file is in the 
ability to look up data for customers who may desire 
parts for old machines, or may have an old machine for 
sale. 

H. J. Casper, purchasing agent, Pittsburgh Gage & 
Supply Company, Pittsburgh, is another believer in the 
necessity of properly filing all catalogues. He states 
that his own company’s system has been in operation 
for many years, and that it works out very satisfactory. 
In fact, he believes that they do not mislay or lose an 
average of one book a year. 


are 


The Pittsburgh Gage & Supply Company’s system 
is described by Mr. Casper as follows: 
“To begin with, we have specially built catalogue 


cases and all our large catalogues are given a number. 
Then we run an alphabetical index file against these 
numbers, and while the catalogues can be used at the 
cases, they may not be taken away from them or taken 
out of the office without reporting to the young lady who 
keeps a record of all catalogues. 
“On the smaller and paper back 
a stiff back folder about 


-atalogues, we use 


seven by ten inches. This 
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folder is provided with strings running from end to 
end, and the small catalogues are simp.y opened up and 
the string placed in the center of them. These folders 
are then given a number and the cata.ogues are indexed 
under the folder number.” 

Harry E. Ruhf, sales manager ot The C.eveland Tool 
& Supply Co., Cleveland, says that his organization has 
long realized the importance of maintaining a complete 
and up to the minute catalogue file for reference. Con- 
sequently when catalogues, circulars or any other printed 
matter are received, they are sent to the purchasing 
department, where they are examined and filed, after 
determining whether or not such material is already in 
the catalogue file. Mr. Ruhf says: 

“Each and everyone in our organization refers to the 
catalogue file for information. It is much bet.er for us 
if we can give the customer the information immediately 
and not delay matters by writing to the manufacturer.” 

H. A. Kane, secretary, Fulton Supply Company, At- 
lanta, describes the system of catalogue filing which his 
company uses, as follows: 

“We have a catalogue file with a three by five index. 
We place a little sticker on the catalogue with the 
drawer number and also a numerical number. In other 
words, we may have a ‘2-5,’ which would indicate drawer 
Number 2, Catalogue Number 5; or ‘5-10,’ which would 
be Drawer Number 5, Catalogue Number 10. This same 
number is then kept in our index. 

“About three years ago, when our catalogue file was 
revamped, we also made another index of the items. For 
instance, under ‘shovels’ we would have all of the manu- 
facturers who made shovels. This was not used enough 
to warrant a continuance of this cross index. In fact, 
our regular catalogue file is not used very much, as each 
man who makes prices in the office has a bookcase by 
his desk where the catalogues are handy for immediate 
use, and the catalogues therein will cover the principal 
items on which we will quote. I would say that 90 per 
cent of our inquiries are taken care of by referring to 
the catalogues which are close to the desks of the men 
who do the quoting. 

“We do not have to refer many inquiries to the manu- 
facturer, to ask him for information except, for example, 
where a large pump job may be up, and we would not 
care to take the responsibility of a recommendation, as 
it is hardly fair for a jobber with the nominal amount 
of profit involved for us, to assume the responsibility of 
recommending an outfit. It is very much safer, and nine 
times out of ten more satisfactory to the customer, to 
get a formal quotation from the manufacturer outlining 
exactly what his product will do. We can then handle 
the matter with much more assurance, and the customer 
can buy with much more ease, while the supply house 
does not have to take the responsibility of having to take 
back second hand material in case the product does not 
live up to what is promised.” 





May Add Mill Supply Line 

Van Denburg Supply Company, Inc., Rockford, IIl., 
doing business as a jobber of heating and plumbing sup- 
plies, is contemplating adding a small line of mill sup- 
plies to its stock, and is interested in receiving catalogues 
from manufacturers. The company has recently moved 
into new and larger quarters at 522-530 Cedar street, 
where it occupies approximately 20,000 square feet of 
floor space. A switch track runs along one side of the 
building, and on the opposite side is a loading platform 
for local shipments. This platform is 75 feet long. The 
company carries a very well assorted stock of plumbing 
and heating supplies. 
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Greater Facilities 


HESE are facts concerning DODGE that you will get from our 

1926 Sales Building Campaign, a portfolio covering which 

has been mailed you. Keep your copy close at hand for ready 
reference. Use it when you sell and when you buy, as well. 


Power Transmitting—Elevating and Conveying—Special Machinery! 
That is the new scope of DODGE activities — activities in which 
DODGE dealers are sharing with increased profit and added ease of 
selling. DODGE engineering help is being extended in several branch 
territories. It is available in all. Let DODGE engineers help you. 


POWER TRANSMITTING — ELEVATING — 
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This new definition of DODGE gives dealers and their salesmen some- | 
thing constructive to talk about in presenting the DODGE complete | 
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Engineering Help 


for Dealer Service 


) 
. line and their representation thereof. DODGE national advertising 
, |  backedbyintensive direct mail is doing its part in putting overastory 
y of real progress over 40 years and more of manufacturing history. 
DODGE is the source of industrial supply. Pounds or tons, DODGE 
! can build it, and DODGE dealers with the assistance of DODGE en- 
h | gineers are fully capable from long experience to council on the 
£ | most intricate of manufacturing needs. Get the original specifica- 


1, |__ tions. Let’s see what DODGE can furnish through you, creating stock 
sales through engineering sales. 


" Keep your copy of the DODGE Sales Building Campaign close at 


* hand. It will be a constant source of information and inspiration. 


CONVEYING @&@ SPECIAL MACHINERY 
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These [remendous Properties 
are the Source of Industrial Supply 


ODGE facilities for industrial serv- 

ice include eighty acres of modern 
foundry and machine shops. The men 
directing as wéll as those in charge of 
these facilities have had years of experi- 
ence in building equipment to lower 
production costs in all industries. 


DODGE means more than power sav- 
ings. DODGE dealers represent more 
than power transmitting units. Indus- 
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try needs DODGE and DODGE has ex- 
panded its interests to meet the pres- 
ent day demands of industry. 


Do you get The Dodge Idea? Does it 
go to your customers? Are you on the 
mailing list for DODGE sales bulletins 
and other direct mail pieces? An in- 
quiry addressed to Mishawaka or to 
the nearest DODGE branch will have 
careful and immediate attention. 


DODGE MANUFACTURING CORPORATION, Mishawaka, Indiana 








Branches: Boston New York Newark Oneida Philadelphia Pittsburgh Cincinnati 
Chicago St. Louis Minneapolis Seattle San Francisco Houston Atlanta 
POUNDS OR TONS DODGE CAN BUILD I T 
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Record of Fifty Years of Link-Belt History 


Idea Upon Which Great Industry Was Built Was First Conceived by 


William Dana Ewart, a Young Implement Dealer, at Church Service 


When an outstanding American manufacturing organ- 
ization passes its fiftieth business anniversary, there are 
few indeed who pause to think of the company’s origin, 
its historical background and the succession of industrial 
changes that must have come about during its existence, 





Charles Piez, Chairman of the Board 


and with which the management must have had to keep 
pace in order to continue to climb to higher levels. 
Fifty years have passed since the incorporation of the 
Ewart Manufacturing Company, the forerunner of the 
present Link-Belt Company, in 1875. In commemoration 








Alfred Kauffmann, President 


of this half century, there has been published within 
recent weeks an attractive anniversary book, which con- 
tains within its pages some intimate pictures of the 
various stages of the company’s development. It is 
usually interesting to delve into the distant past to dis- 


cover who was responsible for the great idea upon which 
a business success has been built, and what the circum- 
stances were that helped him to develop that idea. 

In this anniversary book is told the story of how 
William Dana Ewart, a young implement dealer in the 
town of Belle Plaine, Iowa, invented the detachable link 
chain. It was Mr. Ewart’s idea that a chain drive could 
be devised which would not break often, and the links of 
which could be easily repaired by the farmer. In those 
days of the first crude binders, “strap link” chain drives 
gave the farmers no small amount of trouble. 

It is further recorded that it was while he was attend- 
ing church services one Sunday that the truth dawned 
on Mr. Ewart, and while the pastor “droned his par- 
ables,” Mr. Ewart designed in his own mind the square 
detachable link. He had long been working on plans for 











Miniature Reproduction of Cover and Inside Page of the 
Link-Belt Anniversary Book 


a self-binding harvester, but had realized the great need 
in such a machine for a detachable chain drive that could 
be repaired in the field. 

He made a crude model of this link, and the next day 
he took it to Ottawa, Illinois, where he showed it to 
J. H. Gilman, the president of King & Hamilton, manu- 
facturers of agricultural machinery, who immediately 
foresaw the possibilities of such a link and so advised 
the young inventor. On September 1, 1874, a patent 
was granted for an “improvement in drive-chain.” 

After securing his patent, he came to Chicago, where 
he succeeded in interesting John C. Coonley, a lawyer 
who was then president of the Chicago Malleable Iron 
Company. Mr. Coonley interested his business associ- 
ates in the new link, and was joined in the enterprise by 
them. These associates were J. H. Whittemore, Bronson 
B. Tuttle and A. A. Pope. Incorporation papers were 
taken out under the name of the Ewart Manufacturing 
Company. 

It will be particularly interesting to the mill supply 
field to note that the Coonley family has from that day 
to this retained an active financial interest in the Link- 
Belt company. Howard Coonley, president of Walworth 
Manufacturing Company, is a member of the board of 
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directors, and Prentiss L. Coonley was until recently a 
vice-president and operating head of two subsidiary 
companies. 

New uses for the link chain developed rapidly, and in 
1880, the Link-Belt Machinery Company was incorpo- 
rated, with William Dana Ewart as president and Ed- 
ward A. Turner as secretary and treasurer. 

In 1888, the Link-Belt Engineering Company was 
formed with a plant in Philadelphia. One year later 
Charles Piez, at that time an ambitious young drafts- 
man, answered an advertisement which he saw on the 
bulletin board of the Columbia School of Mines, and was 


IND) Hy NWie@ 55 
U)PIPIUVES 





given a job. In 1906, when the Link-Belt activities were 
consolidated under the name of the Link-Belt Company, 
Mr. Piez was elected president, a position which he held 
until July, 1924, when he became chairman of the board, 
being succeeded as president by Alfred Kauffmann. 

The Link-Belt Company now owns and operates 10 
large manufacturing plants, with seven shops and ware- 
houses and 27 branch offices, and its products include 
complete equipment for conveying, handling and power 
transmission. For half a century the company can 
trace its steady growth to the day when William Dana 
Ewart first conceived his big idea. 





Time for House Cleaning 


So Alvin M. Smith Warns the Members of the Southern Association 


Alvin M. Smith, secretary-treasurer of the Southern 
Supply and Machinery Dealers’ Association, Richmond, 
Va., believes that mill supply houses must adopt a sales 
policy based solely upon a fair margin of profit over and 
above the cost of distribution. 

This is a subject which Mr. Smith has become con- 
vinced is the most important one for consideration at 
this time by distributors throughout this country. So 
strongly is he sold on the necessity for some action look- 
ing towards a solution of the problem of dwindling re- 
turns for sales efforts that he has issued a letter to mem- 
bers of the Southern Supply and Machinery Dealers’ 
Association, expressing his views. Mr. Smith in this 
letter stated: 

“Practically all trade reports at this time are predict- 
ing a prosperous fall and winter business throughout 
the balance of this year, with a more stable condition 
as to prices. 

“This recalls to our mind a conversation a few days 
ago with the president of one of the largest supply and 
machinery houses in our industry who said: ‘The jobber 
of mill supplies and machinery who does not make money 
this year should go out of business.’ I asked how some 
of them could make money when selling goods at less 
than the cost of distribution. His answer was: ‘Time 
will take care of such firms.’ 

“In our letter of September 9th to the members, our 
concluding sentence was a quotation from a manufac- 
turer’s letter as follows: ‘We cannot understand how 
some dealers figure their selling prices.’ Since that time, 
another very large manufacturer has written us, in part 
as follows: 

““Hardly a day passes that we are not asked by our 
dealers to make a concession on a certain order which 
they claim they had to take at a cut price. If we were 
able to make such concessions they would not help the 
matter at all, but the price cutting would continue just 
the same as before. We have personal knowledge of two 
fields where the dealers seem to vie with each other to 
see how much cutting they can do, each one determined 
to take the order from the other fellow regardless of 
price. We have discussed this matter with them and 
they all agree that the practice is unbusinesslike, but 
they do not seem to be able to correct it. It may be none 
of our business, but the thought occurs to us that it 
would be a good thing at this time to start a campaign 
of education among your members looking towards con- 
verting the dealers to a policy where they will sell noth- 
ing except at a profit. We know it requires a pretty stiff 
backbone to carry out this policy, but there is no ques- 
tion but that it will pay. There is just so much business 


to be had anyway, and even though you get fewer orders 
the net return is more.’ 

“Tf the predictions for good business ahead of us are 
true, isn’t there considerable food for the ght in the 
statement of this manufacturer? 

“We do believe that the time has come for the mem- 
bers of our industry to clean house, wipe off the slate 
and start afresh with a sales policy based solely upon a 
fair margin of profit over and above the cost of distribu- 
tion.” 





MYERS COMPANY IS BUILDING 


Many Features Will Be Installed in Addition to Factory of Pump 
Manufacturer at Ashland, Ohio 

F. E. Myers & Bro. Co., Ashiand, Ohio, manufacturer 
of pumps, recently awarded contracts for a new factory 
building, which will be five stories high, built of rein- 
forced concrete and fireproof throughout. The building 
will be 176 feet long and 68 feet wide. The fifth story 
of the building will be utilized as a modern brass foun- 
dry, and as it will be necessary to take care of the fumes 
from the brass furnaces, a new design of roof with 
special ventilators will be installed. Although of fire- 
proof construction, the building will be equipped with a 
complete sprinkler system. 

All power and lighting wires will be concealed and 
power will be controlled by distributing cabinets located 
on each floor. To take care of overhead transmission 
equipment, and to permit of its installation with com- 
parative ease whenever necessary, ceiling inserts located 
four feet apart and running in each direction are pro- 
vided. The lower floor of the building will be paved 
with wood block. 

Immediately upon completion of this addition, the 
Myers company will move its brass foundry from its 
present location, and also the tin and metal departments. 
In addition one floor will be devoted to the erection of 
self-oiling power pumps, and another will be equipped 
as a modern machine shop. 





Plan Big Rail Merger 


Plans for a merger of several southwestern railroads, 
including the Kansas City Southern, Missouri, Kansas 
and Texas, and the St. Louis Southwestern, were an- 
nounced during the past month by L. F. Loree, chairman 
of the executive committee of the Kansas City Southern 
railroad. The merger plan which Mr. Loree has would 
result in a system with more than 11,000 miles of track- 
age, capitalization of $750,000,000, and total assets of 
approximately $1,000,000,000. 
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Every bar of bearing metal you sell represents hours of 
skilled, often costly, labor which the purchaser invests in 
making the part that must be machined from it. 





Bunting Phosphor Bronze Bars offer an absolutely 
uniform bearing metal of the highest quality. Every 
“heat” of Bunting Phosphor Bronze is alloyed, 
checked, and rechecked by the metallurgists In 
the Bunting laboratories. Many exclusive con- 
trol methods and devices guarantee the in- 
variable high quality of a Bunting Phosphor 
Bronze Bar. 


80 stock sizes. Patterns for over 500 
sizes. 



















The Bunting Bronze Bar 
Shop Assortment, con- 
tains one each of the 
following bars: 


utside diameter by 12” 
lid 


THE BUNTING BRASS & 
BRONZE CO. 
Toledo, Ohio 


leng 

outside diameter by 1” in 

side diameter by 12” leng th. 
outside di ameter by 1% 

” inside diameter by 1p" 

length 

’ outside diameter by 1's” in 


NEW YORK CHIE AGO 
$5 West 54 St 15S M hig \ 
Cal 850-685 





The five bars are packazed in a strong 
over Which al 
jiner for 






PHILADELPHIA BOSTON 
Ar St l r St 
Spruce 5296 MAIN 8488 


SAN FRANCISCO 
198 S id . 


The Bunting Bronze Bar 
shop assortment is a fast 
selling unit containing 
the 5 bars most often 
required, packaged in a 
strong, wooden box with 
hinged lid. 
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| What Purchasing Agent Has Been Up Against 


An Estimate of the Importance of Buying in the Mill Supply Business 
As Viewed in the Light of Unusual Fluctuations of the Past Ten Years 





W. B. BOTTS 
Buyer and General Manager, Fulton Supply Company, Atlanta 


Practically all my life I] have been “buying things” or 
identified with the purchasing department in this or 
other concerns engaged in the jobbing of mill supplies, 
machinery, equipment and tools. 


The simplest definition of business is “buying and 
selling.” No matter whether it is selling peanuts 
from the corner fruit stand, or 
disposing of mill supplies and 
machinery from a great plant like Walter Browne 


Fulton Supply Company, business 
is “buying and selling.” If any 
firm is to survive, it must buy 
judiciously and sell so as to make 
a legitimate profit—from peanuts 
to pulleys, bananas to belting. 

With all due credit to the sales 
division of any business, I per- 
sonally believe that the purchas- 
ing division has to meet and solve more problems than 
the sales division and that the purchasing agent has a 
far harder time than the sales manager, for the pur- 
chasing agent must be eternally on his toes keeping in 
touch with world markets and daily fluctuations, 
whereas the sales manager knows his selling prices for 
days or weeks ahead and always has a “margin of 
safety factor” to go on, which is not known in the 
purchasing department. 

But, this is not to be a discussion of the purchasing 
and sales divisions of our business—only a few para- 
graphs in which I wish to place before our readers the 


tion in a 
house 


recent 


Mr. 


organ. 


Botts 
service of the Fulton Supply Company for 
the past eleven years, and the accompany- 
ing article is a portion of some recollections 
and conclusions which he wrote for publica- 
issue 
sotts’ 
subject of manufacturers’ “‘concessions” are 
particularly pertinent at this time. 


things upside down and the manufacturer's market 
(which drove many purchasing agents almost to su- 
icide) took the center of the stage and held it for a 


long time, in fact up until the armistice was signed. 

To get goods at all the purchasing agent had to have 
a priority claim showing that the goods ordered were 
going to the government or some- 
one working on government con- 
tracts. Price? There wasn’t any 
such thing as price. The sales 
department would come in beg- 
ging to get the goods, and the 
price cut about as much figure in 
the scheme of things as little Cin- 
derella after the clock had struck 
twelve. 

I need not recall the four years 
of the manufacturer’s market, as 
it is known to you all. With the signing of the armis- 
tice, we were all again up in the air, so to speak, and 
no one could even guess at what was ahead. The 
country was overloaded with great stocks of war ma- 
terials, abrogations of contracts and lawsuits came upon 
the scene, and for awhile it was a buyer’s market. He 
could get goods at his own prices and there was no 
tendency to “stock up” for no one knew when the bot- 
tom would be reached. 

Then, almost overnight, the pendulum swung back 
again, to give the purchasing agent a few more gray 
hairs and a lot of nights when sleep was as far away 


has been in the 


his 


remarks 


of company’s 


on the 


1914 1915 1916 1917 1918 1919 1920 1921 1922 1923 | 
Bar Steel 1.40 1.84 3.00 4.50 2.90 2.70 3.75 2.35 2.00 1.90 | 
Nails : ~»,, eee 2.10 3.00 4.00 3.50 4.00 4.50 3.25 2.40 279 } 
Bolts, Mch., pet........75-10-10 70-10  40-10-5 30 40-10 40-5 25 45-5 50-10-10 50-10-10 
Belt, Leather, pct. 75-10 75-10 70-5 70-5 45 40-10 35 50-10 60-10-5 60-10-5 

(New List) 

Belt, Lether, pct. 60-10 50-10 40-5 40-5 40-5-242 «= 1240-5-5 = 12%-5-5 =1214-5-5 30-10 40 
Rope, Manila i i; 138 21 8212 80 2816 27 19 Bly 16 


Figures Taken From Myr. Botts’ Notebook to Show 


changes which I have noted since the world war start- 
ed, with figures quoted from my note book to_ illus- 
trate my statements. 

When the world war began, it was not taken very 
seriously. Such remarks “the bankers will not let 
it go on,” “modern implements of war are so terrible 
it cannot last long,” and so forth, were taken as gospel, 
and little preparation was made for the holocaust 
which was eventually to change the maps as well as the 
political history of the nations involved. 

With the European market or part of it closed 
the time being (will we in the South ever forget 
“buy a bale of cotton” slogan?) 


as 


for 
the 
many houses cut their 
stocks and reduced salaries and wages, cut their “over- 
head” 


to the core, and sat back “waiting for things 
to settle down and blow over.” 
Then came the realization that the war was not to 


be settled in months and might run into years, and be- 
fore we knew it, the purchase of war materials turned 


What Buyer Has Been Up Against in Past 10 Years 


from his tired brain as the settlement of the evolution 
question. 

Then came 1921-1922-1923. (How well we all re- 
member those years.) Again it was the buyer’s market, 
but he was up against “no business” and with a stock 
of high priced goods on his hands. When he was in 
the market for anything in car lots, he could get con- 
cessions anywhere. I remember several times asking 
representatives of manufacturers what the price of 
shafting and other items was, and the representatives 
would say, “let me wire and see what I can get,” 
“what have you been offered.” 


or 


Things now are quite different as there seem to be 
very few concessions from the larger manufacturers, 
and I will be glad when there are none, because when 
a manufacturer gives away part of his profit (to which 
he is entitled) he does not help himself or the jobber, 
for he only encourages the jobber to do the same. 














November, 1925 






















































2 


Ou:]; ning Reps 


o 
P OINts 
tior lic s Policy of C 

Ith the Jobbe, ~ °°Pera- 


mt ~ S suffic 
remer ‘MIC effe 1 Clenely . 

ts Of the Bas Stively 5, i tly com. 
2 A quality “SE Solicite d. ving the 


Read this— 


A letter from a friend 





1 UCing 
nile "Band p 
me 
of : COM pep;, aking , 
€ return Petirios Os 





*edom ¢ 
SOu ror 
| Recep f0Ut Ce Of «. N com 
day 2 MOng th "Ppl 
®Y Solicira,. \© tad > 
| fi “lation, bs COvered b 3 
Sally s 
, Me Selling hg. “ay to 
‘ Nat his cap.) Of teaso 
Ntage of Sales ¢ SOnable 


edge 





S force Ring le @Mounts 
E 6 of tS so 


SPC cia/j- 
Of the , 4lized rr. © 2ive 
. ] Tai y >“ the 
Product sold Ning and ; ead 





po 5 Point Policy + 
Résponsible 








Dear Sir: 


In answer to your inquiry of March 18th as to just what our experience 
has been with the Republic Rubber Company’s line of Mechanical Rubber 
Goods, would state that we have found this line to be absolutely satisfactory. 














The quality of their Belting, Hose, Packings, etc., is certainly not excelled by 





any of the large rubber companies, and the cooperation which they extend 





the jobber, which to us is one of the most vital points of our relationship, is 





not to be had from any other rubber company known to us. 





This is just a frank statement of how we feel towards Republic. We know 
absolutely that if you take on their lines, you will be feeling just like we in a 
short time, after you become acquainted with the lines, as well as the per- 
sonnel of this company. 












Should you make a contract with the Republic people and you desire 
any other information as to the kinds of Belting, Hose and Packings which 
we stock and which we think most suitable for the trade, just drop us a line 
and I shall be very glad to give you this information. 


Very truly yours, (name on request) 


The REPUBLIC RUBBER COMPANY 
Youngstown, Ohio 
‘(We have no branches) 


REPUBLIC 


BELTING - HOSE - PACKING - MOLDED 
LATHE CUT GOODS AND FLOOR COVERING 




















When writing to Advertisers please mention Mitt Supp ties. 
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Urge Development of Better Trade Statistics 


Manager of the Department of Manufacture of the National Chamber of 


Commerce Declares We Are Suffering From a Lack of Facts on Business 


The development of more and better trade statistics 
by business organizations for the information of their 
members is advocated by E. W. McCullough, manager 
of the department of manufacture of the Chamber of 
Commerce of the United States. 

Mr. McCollough declared that “we are suffering to- 
day from the lack of facts as to what is going on in 
the vast majority of business lines.” This condition 
will continue, he said, until every producer, distributor 
and handler of merchandise sees the advantage of con- 
tributing his quota of facts, and the situation is re- 
flected through reports of trade associations organized 
effectively to represent given lines of industry. Mr. 
McCullough further said that Secretary Hoover be- 
lieves that trade associations, and not the government 
should gather and supply this data, it being impossible 
for any governmental agency to be as technically fa- 
miliar with any line of industry as are those who are 
daily engaged in it. 

It was stated by Mr. McCullough that much effective 
work along this line already has been done in a num- 
ber of trade associations, and the number so engaged 
has increased since the recent decisions of the supreme 
court in the so-called “Maple Flooring and Cement 
Cases,” which adequately and definitely registered the 
views of the highest court and the government as to 
what trade organizations may do in dealing with sta- 
tistical data. 

In the gathering and dissemination of statistical ma- 
terial by trade associations, Mr. McCullough emphasizes 
the following points as of greatest importance: 

“First, that as a beginning, trade associations should 
gather only such fundamental figures and information 
as the large majority of an industry may agree upon. 

“Second, that while it is perhaps impracticable to de- 
vise a standard form of report for lines more or less 
technical, it is possible to arrange a portion of all re- 
ports so that such essentials as capacity, production, 
shipments, stocks, unfilled orders and prices on closed 
transactions can be reported in a manner that will en- 
able accurate comparisions to be made. 

“Third, an effort should be made to simplify all sta- 
tistical reports and bring them reasonably within com- 
mon rules of reading and interpretation. 

“Fourth, (and this suggestion perhaps should be first) 
the secretaries of all trade associations should devise 
plans for educating and informing their members as to 
the value and use of such data in the direction or man- 
agement of their business. 

“Fifth, close and complete cooperation should be es- 
tablished between trade associations and departments 
of the government, particularly the department over 
which Secretary Hoover presides, in order that the 
public, as well as the industries, may participate in the 
benefits growing out of this work.” 

Mr. McCullough says: “Statistics, like cost account- 
ing, up to this time, have been viewed as not only a 
very technical but an expensive activity for a trade as- 
sociation, but there is abundant proof to the contrary, 
and if an organization will map out a simple program, 
little additional help or expense over that already pro- 
vided for their general work will be necessary to serve 
their members with this valuable information. Again, 
like cost accounting, you can make it as simple or 








elaborate as you choose, but it is highly desirable that 
each organization purporting to present a trade line 
should without farther delay consider the question, adopt 
a policy and follow it. 

“Intelligent competition cannot be promoted without 
the members of the industry knowing, on a fact basis, 
what is going on.” 





STUDY OF DISTRIBUTION 


National Conference Will Meet in Washington in December to 
Hear Reports of Preliminary Surveys 


The mill supply field will be deeply interested in a 
meeting of the National Distribution Conference which 
is to be held in Washington in December. This con- 
ference, in which some 200 economists, editors, adver- 
tising and business men will have part, is for the pur- 
pose of making a study of the broad field of domestic 
distribution. It is hoped as a result of its efforts, it 
will be possible to point out some of the present wastes 
in the methods by which commodities find their way 
from producers to ultimate consumers. 

Various committees have been at work, and prelim- 
inary surveys of the field are approaching completion. 
The conference will consider six surveys, each covering 
a general phase of distribution, including trade rela- 
tions, advertising and advertising mediums, costs of 
doing business, methods of distribution and general con- 
ditions affecting distribution. 

The first of these surveys, made by a committee of 
which Owen D. Young, who was a member of the Dawes 
commission, is chairman, will indicate a method looking 
to the avoidance of the disastrous boom and_ slump, 
which Secretary of Commerce Hoover characterized as 
“the greatest waste in our economic system.” 

Some of the problems that will be considered by the 
conference are: the manufacture and distribution of 
too many varieties of specific articles; over-production 
of goods to be sold at a certain price; hand to mouth 
buying; failure of makers of similar articles to adopt 
standard sizes; lack of standardization of quality and 
workmanship; failure to eliminate needless transporta- 
tion costs; unsound extension of credit by manufac- 
turers to wholesalers and by wholesalers to retailers; 
destruction of containers; and highly speculative buying 
and selling. 

eee 


Assistance of Trade Sought 

A Baltimore mill supply house recently had an inquiry 
from a customer for a set of rolls and cutters for a 
“Harvey” two-inch pipe cutter. The company is unable 
to locate the manufacturer of this particular product, 
and no information about it has as yet been secured. 
Any reader of MILL SUPPLIES knowing of such a pipe 
cutter will confer a favor by sending the information 
to this paper. 


Oe 


Fire Extinguisher Shipments 
Shipments of fire extinguishers for the month of Sep- 
tember, as reported by 22 manufacturers, totaled 30,- 
597 carbon tetrachloride type, 1,113 hand-pump type 
and 17,075 soda-acid type. 
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Stop those'Calalog Leaks’ 


Those letters from dealers in regard to prices, mer- 
chandise, and specifications come in quite regularly. 
They’re annoying if not expensive. If you answer, 
probably the dealer has bought from a competitor 
before your reply was delivered. If you don’t receive 
this kind of letters. you’re sure a competitor's getting 
the business— 

Stop those “catalog leaks’”—get that business that’s 
getting away! Issue a loose-leaf catalog in a Quick- 
Action Heinn Catalog Binder to both the general 
trade and salesmen. 


Then your dealers know when prices have changed 
and when new lines have been added or discontinued. 
They are intimately posted en everything you sell. 
your terms and prices. They write orders, not letters, 
for they have the “buying information” at their 
fingertips. Besides your Heinn Catalog Binders last 
year after year, give the proper impression of your 
company and produce orders consistently. 


Tell us your catalog needs. We will gladly give prices 
and complete information on Heinn Catalog Binders 
without cost or obligation on your part. 


THE HEINN COMPANY 


Originators of the Loose-Leaf System of Cataloging 


Milwaukee, Wis. 


351 Florida Street 
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Opens Four Story Addition 





Perth Amboy Hardware Company Now Has Handsomely Equipped New Unit 


How many mill supply house presidents wouldn’t wel- 
come the opportunity now and then, especially when they 
are chilled to the bone with the cold, cold realities that 
often present themselves in this business, to be able to 
touch a match to a real old-fashioned log fire and to 
watch the tongues of flame wagging warmly from a fire- 
place right in their private offices? 

I. T. Madsen, president of the Perth Amboy Hardware 
Company, Perth Amboy, N. J., is now in the enviable 
position of having a private office with a fireplace, which 
adds a homelike touch of comfort to his business life. 
This fireplace is a feature that is made available with the 
opening of the new addition to the company’s building. 

The addition, a four-story structure, is connected to the 
old building which the company erected several years ago 
in Madison avenue. It faces on Jefferson street and is 
25 by 133 feet. The addition connects in the rear with 
the Madison avenue building, and with its acquisition the 
company now occupies a total of 35,000 square feet of 
floor space, without taking into consideration a large 
storehouse which is situated along the Pennsylvania 
railroad tracks. 

The new building is constructed of brick and steel 
with concrete foundations. It is equipped with three 
Otis electric elevators and one Otis automatic shoot ex- 
tending from the fourth floor to the shipping room on the 
first floor. 

The first contains, in addition to the 


floor shipping 


room, the president’s office, executive offices, accounting 
office, a waiting room and a display room. On the second 
floor are the stockrooms for belting, bolts, nuts and 
steamfitters’ supplies. The third floor is devoted to brass 
goods, transmission and mill supplies. On the fourth 
floor are stores of plumbing supplies and bathroom fix- 
tures. In the basement is a stock of pipe for quick de- 
livery, also bar iron and steel, radiators, boilers and 
heavy hardware. 

All deliveries are now made from the shipping plat- 
form directly onto the trucks, a space having been 
reserved in the building where trucks can back up to 
the shipping and receiving platform to receive or dis- 
charge their loads. 

The front of the building is finished in terra cotta, 
while the offices are finished inside in natural chestnut 
wood. A Callophone system has been installed for inter- 
communication between the various departments. 

Perth Amboy Hardware Company was incorporated 
in 1909 as a retail hardware store and continued in a 
modest way until it became advisable to add mill supplies. 
Some idea of the extent of the company’s expansion may 
be gained by the fact that in 1915 there were but four 
employes, and today the company’s organization totals 
32 persons. 

The officers of the company are: 
urer, I. 
W. O. 


President and treas- 
T. Madsen; vice-presidents, S. G. Levine and 
Reinhart; secretary, R. D. Howell. 





WILL SIMPLIFY SHOVELS 


American Manufacturers Propose to Make Sweeping 
in the Variety of Styles and Sizes 


Reduction 


Another step forward in the simplification of the prod- 
ucts of American industry was taken when leading man- 
ufacturers of shovels, spades and scoops unanimously 
decided upon a program under which the present variety 
of their products will be reduced from 223 types to 127, 
or an elimination of 43 per cent of the present sizes. The 
report of the decision was made at a general conference 
of manufacturers, distributors and users at Atlantic City 
on October 19th at the time of the meeting of the hard- 
ware associations. 

Under the proposed plan, three grades of shovels, in- 
stead of four, will hereafter be manufactured, these 
being divided into “A,” “B,” and “C” classes, and no 
shovels of a lower class are to be made. The narrow 
strap is to be used on Class “C.” The United States 
standard gauge was unanimously adopted. The No. 1 
standard handle, without waxing or other special finish 
bevond the sand belt, is to be used in Class ‘“‘C” shovels. 
Post, drain and ditch spades are to be made only in 
“A” and “B.” All hollow back sockets are to 
be made not less than eight inches, or more than nine 
inches, in the blank in length from the head of the blade 
to the end of the socket. 


Classes 
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Farm Machinery Exports High 
Those mill supply manufacturers and distributors who 
sell to manufacturers of agricultural implements will be 
greatly delighted at the recent reports from the latter 
industry. According to reports made public during the 
past few weeks, the August exports of farm machinery 


from the United States reached a new high mark. The 
value of the implements exported during that month was 
$11,318,423, an increase of approximately $3,000,000 over 
the exports in April, which was the highest month shown 
previously during 1925. No less than 9,190 wheel trac- 
tors were included in the August exports, this being the 
outstanding feature. Threshers were the second largest 
item, 1,457 of them being shipped with a value of 
$1,096,597. Third in the list was plows, of which 28,492 
were exported with a value of $800,416. The total ex- 
ports of farm machinery for the first eight months of 
this year amounted to $54,731,721, which was an in- 
crease of more than $10,000,000 over the exports of the 
corresponding period of 1924. 





NEW ASBESTOS MANUFACTURER 


Haynes Heads Company Which Has Opened Factory in 
Chicago During Past Month 


Cc. 3. 


Mid-West Asbestos Products Company has been incor- 
porated under the laws of Illinois, and has established 
an office and factory at 4341 Justine Street, Chicago. 
The company has $40,000 capital, and the officers and 
incorporators are: President and general manager, C. 
J. Haynes; vice-president and sales manager, Charles L. 
Vodicka; secretary and treasurer, Harry W. Neibuhr. 

The company will manufacture and sell insulating ma- 
terials in the middle west under the name of ‘‘Mapco”’ 
products. It will manufacture asbestos cement, pipe 
covering and other heat resisting materials, and will also 
handle asbestos fiber, packings, paper, millboard, yarns 
and cloth. Mr. Haynes has been identified with the 
manufacture of asbestos materials for some time, and 
Mr. Vodicka has been selling plumbing supplies. 
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“Written So 
That You Can 
Understand 
Them’ 


Our belting experts have 
had an idea for some time 
that many jobbers, plant 
owners and executives 
would like a convenient 
reference book on belting 
which would be techni- 
cally accurate but express- 
ed in the language of the 
shop ratherthaninthatof | 
the classroom. These two 
volumes are the result. 


Each is a complete desk 
manual containing all the | | 
belting facts and figures 
a busy man needs in his 
work, with charts and 
tables for determining the 
best belt for each problem, 
transmission, conveyor or 
elevator; also instructions 
for installation and care 


of belts. 


We will gladly send you 
either or both according 
to the nature of your 
belting problems. 


BOSTON WOVEN 
HOSE &® RUBBER 


COMPANY 
Cambridge, Mass. 














When writing to Advertisers please mention M1iit Supp ies. 
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Interesting Decision 





on Employers’ Rights 


Both Lower and Appeal Courts in Indiana Case Held an Association 
Member, Who Broke Agreement on Maximum Wage Scale, Liable for Bond 


ELTON J. BUCKLEY 


Here’s an interesting case, and rather surprising, 
which even if nobody wants to follow it is still an inter- 
esting feature of the law of business. The case lays 
down some new law to me, viz.: that it is legal for a 
group of employers in the same line of business in the 
same territory to combine in an agreement that none of 
them shall pay their employees more than a certain 
wage. I don’t remember to have seen any like 
that; it may have far-reaching possibilities. 

In this case, which arose in Indiana, a group of em- 
ployers formed an association and drew up a schedule 
of wages and salaries which represented the maximum 
that should be paid any employee in certain classes. In 
order to make it certain that no member of the associa- 
tion should violate the agreement, they were all com- 
pelled to put up a bond to pay the others so much money 
in case of default. 

One of the association members named Androff—there 
is always one like this in every business association— 
decided he could benefit himself by paying more than 
the schedule. Therefore he did that, but it was found 
out right away and the other association members pro- 
ceeded to sue him on his bond. I confess that if this 
case had been brought to me at this stage I would have 
advised that there was scarcely one chance in a hundred 
of winning it. Off hand it would have seemed on the 
border line, if not actually over it, of a conspiracy in 
restraint of trade. Cases on all fours with it are very 
scarce, but there are others to some extent similar in 
which business men in the same class have agreed to 
eliminate competition in certain directions (often by 
limiting a price) and to insure loyalty by having each 
put up a bond. When somebody violated the agreement 
and was sued on his bond, the courts have held many 
times that the bond was void, because it was given to 
insure the prevention of competition. 

3ut in the case I am discussing, the lower court and 
after that the appeal court upheld the scheme and made 
Androff pay the association under his bond, for violating 
his agreement. This is from the decision of the appeal 
court: 

“In this State the law recognizes the right of laboring 
men to combine to promote their own interests, and to 
enforce their combination by any lawful means, even to 
the extent of picketing an employer’s premises. 

“Tf the employee has the right to say what wages he 
will work for, the employer should have the right to say 
what wages he will pay. If men may lawfully combine 
to accept a minimum wage which they fix, and may en- 
force that combination among themselves by fine, sus- 
pension, or other form of discipline, employers may like- 
wise form a combination for any lawful purpose, includ- 
ing the fixing of a maximum wage, and enforce it by the 
same means available to the employes. * * * 

“Tf labor organizations and similar associations do not 
have the right to enforce compliance and submission to 
their rules, regulations and by-laws, then they would be 
powerless, and the courts have upheld such organizations 
so long as they are organized for a lawful purpose, and 
will aid them in carrying out and enforcing all contracts 
with reference to the same. * * * 

“Appellants earnestly contend that this action cannot 


case 
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be maintained, as the whole theory of the case is wrong; 
that the contract on which it rests is void, as being 
against public policy and in restraint of trade. We do 
not think so. The evidence shows, and the court trying 
the case found, that appellant Androff violated his bond, 
and there is no reason why either he or the insurance 
company should be exempt from the payment of the 
penalty of the bond.” 

This is exceedingly radical law, though logical enough 
in the way the appeal court presents it, but I am not 
yet convinced that the courts generally will adopt it. 
That remains to be seen. As I have already said, it has 
very far-reaching possibilities which if carried out, 
might very greatly aggravate the relations between the 
employer and his people. 





MAKE TESTS ON WOOD SCREWS 
Bureau of Standards Finds Holding Power of Various Sizes in 
Seven Different Kinds of Wood 

Did you ever stop to think that often but little accu- 
rate information is available about certain properties 
of articles in common use? Some things are so com- 
monplace and have been in use so long that we are apt 
to assume that nothing new is to be found out about 
them. . 

Take the case of wood screws. 
power of a wood screw? How many pounds of force 
will it take to pull a wood screw of a given size 
out of some particular kind of wood? Industries that 
use wood screws have often asked these questions, but 
no one could give a satisfactory reply. To answer them 
would require a great many tests, because there are so 
many sizes and kinds of screws, many different kinds 
of wood, and numerous procedures for inserting the 
screws. 

In an attempt to answer these questions the Bureau 
of Standards of the Department of Commerce has con- 
ducted tests of the holding power of over 10,000 wood 
screws of various sizes, in seven different kinds of 
wood—yellow poplar, cypress, sycamore, Georgia pine, 
North Carolina pine, hard maple, and white oak. The 
effect of various factors on the holding power, such as 
the use of a lead hole, and of a lubricant, have also 
been studied. It is believed that accurate data, the first 
of its kind on this important subject, will be secured as 
a result of this work. 


What is the holding 
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New England’s Busy Year 

The expansion of industrial activity in New England 
is indicated by the report of the New England Power 
Co., Worcester, Mass., which has distributed in the first 
eight months of this year 37 per cent more current for 
industrial uses than in the corresponding period of the 
previous year. The customers of this company employ 
upwards of 150,000 persons. The company found also 
that it had distributed to the same identical customers 
24 per cent more current than in the same period of 
1924. The increase in demand for industrial power has 
been much greater than for public utilities, railroads 
and municipalities. 
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This Gua ranteéd 
rench makes Ri 


Applying the experience gained in making to order special forgings of many kinds of Alloy 
Steels, we have produced a new line of wrenches that is the last word in these tools — the 


“SUPERRENCH.” 


After exhaustive tests Chrome-Molybdenum Steel was selected as providing the strongest, 
toughest and most desirable material for the purpose ever produced. Wrenches made from it 
though of lighter weight, thinner section, greater length and with narrower jaws than carbon 


steel wrenches are far stronger than the latter. 


The “‘Superrench” will strip the thread of any standard nut, or break the bolt before spread- 
ing the jaws. It is guaranteed against breakage. Furnished in Nickel-finish with heads buffed 
bright. Ask for literature. 


J. H. WILLIAMS & CO. 


“The Wrench People” 
New York BUFFALO Chicago 
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The Central Forging Company, Catawissa, Pa., has 
placed on the market a new forged steel union, which is 
os said to contain several features. The 
new union is made of forged steel and 
is said to expand and contract with 
the pipe to which it is attached, ex- 
panding a little more slowly and con- 
tracting a little more rapidly than the 
pipe. It is claimed that one of the 
one-inch unions was recently tested at 
pressures up to 8,000 pounds to the 
square inch, at which point the testing apparatus failed. 
The new unions are made with brass, steel to steel, or 
monel metal seats. The seat rings are pressed into the 
recesses or grooves prepared for them, and in the one 
inch or larger sizes are locked in this position by expand- 
ing into the inside of the ring the steel circle that forms 
the inside wall of the groove. 








The Black & Decker Manufacturing Company, Towson, 
Md., is now supplying its trade with a new electric valve 
refacer, driven by two individual motors, one driving 
the work head and the other driving the grinding wheel. 
The use of the two motors is said to insure steady and 
abundant power and to increase the life of the machine. 
A specially designed collet holds the valve in the same 
position as in the engine block, which is said to insure 
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the valve being ground in true relation to the valve seat 
in the block. Lathe construction has been used in both 
longitudinal and cross slides, and an automatic take-up 
compensates for wear. The maximum size valve that 
can be ground on this new machine is four inches in 
diameter. A special crystalon grinding wheel is fur- 
nished for refacing Fleming valve seat grinding stones. 


Black & Decker Manufacturing Company has also an- 
nounced what it considers another very important addi- 
tion to its line of portable electric tools. This latest 
addition is in the form of a heavy duty 14-inch portable 
electric drill, designed for continuous production work 
and for all types of maintenance work where heavy-duty 
performance is required. It is said to have tremendous 
power with high spindle speed, which, it is claimed, 
makes possible the drilling of more holes per minute and 
per day than any 14-inch electric drill heretofore de- 
veloped. This new heavy duty drill does not, however, 
take the place of the company’s regular 14-inch drill. 
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The new drill is equipped with a heavy duty three-jaw 
geared chuck for straight shank drill bits up to %4-inch, 
and is supplied with 15 feet of duplex electric cable fitted 
with attachment plug. 


Standard Pressed Steel Co., Jenkintown, Pa., manu- 
facturer of steel hangers, steel bench legs and other 
products for distribution through the mill supply field, 
has taken some of the standard units of its general 
bench leg line and has converted these units into an 





entirely new product, a home work bench designed for 
the garage, basement or boy’s radio room. The new 
product is a complete work-bench, but is shipped 
“knocked down” and packed so that it may be bought on 
the ‘cash and carry” plan. Each board has all necessary 
holes drilled in it, and the proper bolts and nuts are 
furnished for fastening the boards to the steel bench 
legs. The new home work-bench is 48 inches long, 15 
inches wide and 321% inches high. Additional equipment 
which is being made for the new bench is a “Hallowell” 
steel bench drawer. 


Hynes & Cox Electric Corp., 406 North Pearl street, 
Albany, N. Y., has placed on the market two new prod- 
ucts, one an electric glue pot, the other an electric pipe 
heater. The glue pot has an automatic thermostatic 
control, which regulates the heat. It has a removable 
cast iron glue kettle, porcelain or tin lined, a heavy cast 
iron water jacket, a flange for flush mounting in the 








work table, a rolled steel outer casing and a pressed steel 
removable bottom plate. One of its features is a handy 
brush wiper to prevent waste of glue. The electric pipe 
heater is designed for heating pipes in danger points in 
water mains, in valve pits, basements, sumps, pump 
houses, dry valve closets of sprinkler systems and other 
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The Proper Belt 
For Each Drive 


OAK TANNED LEATHER (regular or 
FLEXOTYPE (combination tannage) 


TENTACULAR, the latest word in power 


transmission efficiency. 


ALEXANDER 
14 South Street 


Makers of Leather Belting Since 1867 
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Philadelphia, Pa. 





















TOOL HOLDERS 


Leaders Now and For Twenty-five Years 
The Only Complete Tool Holder Line 
Often Imitated But Never Equaled 


OTHER TOOLS WE MAKE 


Drop Forged Wrenches, Chain Pipe Wrenches, Clamps, Ratchet Drills 


305 N. Francisco Ave. 


Have You a Catalog? 


Armstrong Bros. Tool Co. 


“The Tool Holder People” 
Chicago, U. S. 
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danger spots. The heater is clamped directly on the 
pipe by two flexible clamping straps. These straps are 
long enough for a six-inch diameter pipe, but are per- 
forated for other sizes and any surplus may be cut off 
when used on smaller pipes. 


J. H. Williams & Co., Buffalo, N. Y., manufacturer of 
drop forged tools, has placed on the market a new line 
of wrenches, made from chrome-molybdenum. These 
will be marketed under the name of ‘“Superrench,” and 
will supplement the company’s drop-forged wrenches of 
carbon steel. The company states that the new tools 
represent a radical improvement in wrench manufacture 
and that the use of chrome-molybdenum makes possible 
far stronger tools of lighter weight and thinner section. 








The new wrenches have narrow, pointed jaws, said to 
give efficient service in cramped quarters. It is also 
claimed that the new wrenches will strip the thread of 
any standard nut, or break the bolt without spreading 
the jaws. They are warranted against breakage. The 
new wrenches are heat-treated, and are now being made 
in four styles: an engineers’ pattern, with double head, 
15 degree angle openings; general service “S’” pattern; 
construction pattern, single headed, 15 degree angle 
openings; and a_ structural pattern, single headed, 
straight opening and offset handle. The first two pat- 
terns are furnished in nickel-finish, with heads buffed 
bright. The construction and structural patterns have 
tang on the end of the handle for bringing bolt holes into 
line. They are especially treated against corrosion in 
outdoor service, and are claimed to be rust proof. 


Seully Steel & Iron Co., Chicago, is placing on the 
market a new general service type of spiral fluted ex- 
pansion reamer for use in reaming single holes. The 
body is constructed of tool steel. Slots are V-shaped 
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and tapered, and are ground accurately to the proper 
angle. The backs of the blades are ground at the same 
angle, which is said to give perfect bearing the entire 
length. The blades are all replaceable, and are said to 
stand several regrindings. The total range of expan- 
sion is .057-inch. 











The Republic Rubber Company, Youngstown, Ohio, in 
a new catalogue just issued describes and includes sam- 
ples of a new flooring of rubber. This new rubber floor- 
ing is in reality a rubber tile, which comes in squares all 
machined to the same thickness. It is claimed that it 
cannot absorb water or dirt, that it cannot be stained by 
acids, alkalies, inks, sunlight, burning cigars and other 
substances, and that it is hard to scratch or dent. The 
tile contains no fibre. It is being made in 13 different 
plain colors and 28 different marbleized or mottled colors, 
giving a wide range to blend with any decorative scheme. 
The standard sizes of this new tile in squares are four, 
six, nine, twelve, fifteen, eighteen, twenty-four and twenty- 
seven inches. Oblong sizes of nine by eighteen and twelve 
by twenty-four inches are also standard. The flooring is 
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being made in standard thicknesses of one-quarter, three- 
sixteenths and one-eighth inch. The new catalogue in 
addition to a complete description of the new product, 
contains a list of specifications for installing the tiles. 


The Whitman & Barnes Manufacturing Co., Akron, 
Ohio, has announced a new type of high speed twist 
drill to be known as the “Hercules.” The drill is 


processed and twisted hot, but its flutes are accurately 
milled. 
strength. 


It is said, therefore, to combine accuracy with 
The original “Hercules,” listed by the com- 





pany as No. 550, was made with a hub at the large end 
of the shank. This was done to give additional strength 
to the already oversize shank. For certain jig work and 
in multiple spindle presses, this hub was sometimes ob- 
jectionable, according to reports, and the new drill was 
designed and is being made under a new process for 
making shanks, doing away with the hub and permitting 
the new drill to be used wherever a standard size drill 





may be used. The new drill is also made in a straight 
shank design, which the Whitman & Barnes company 
believes is the only straight shank drill of the “Hercules” 
type ever put on the market. Another new member of 
the new type family is a taper shank oil hole drill. 


The Buckeye Portable Tool Co., Dayton, Ohio, has 
placed on the market a new line of portable air tools, 
which is said to be a distinct departure from the general 
type of air tool. One of the outstanding features of 
these new tools is that they have neither crankshafts 





nor connecting rods or toggles. Three blades, each mak- 
ing two power strokes per revolution, and a quick-acting 
wide open exhaust are other features. Most of the 
models have only four working parts. The speeds are 
in proportion to the size of the abrasive wheels or drills 
carried. 


Henry Disston & Sons, Inc., Philadelphia, has placed on 
the market an improved saw in which the inserted tooth 
principle is employed for the production of grooving, 
molding, heading, tenoning and other such uses. The 
teeth are locked in sockets arranged spirally in the blade, 
and any tooth can be inserted or removed in a moment. 
Teeth may be had with any form of cutting edge, so that 
any desired shape or size of groove or slot can be cut. 


The L. H. Gilmer Co., Philadelphia, manufacturer of 
fan belts, automobile upholstery and webbing products, 
has added to its line an all-cotton packing made espe- 
cially for use with low pressure steam for sealing places 
where the contact is broken and restored repeatedly, as 
when a lid is opened and closed against the packing. It 
is claimed that this packing retains its elasticity and 
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SAGINAW MANUFACTURING COMPANY 
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“THE CHICAGO LINE” BALL BEARING GRINDERS 


Power Appliances Designed and constructed to withstand un- 





usual abuse, assuring long life and low upkeep. 
Their superiority over the ordinary grinder is 
easily appreciated. 


Made in five sizes. Complete as shown. Bear- 
ings are dust-proof and only require a little 
lubricant three or four times a year. 


Write for revised prices 


Chicago Pulley & Shafting Co. 


ENGINEERS, FOUNDERS AND MACHINISTS 


All Forms of Power Transmitting Appliances 


MAIN OFFICE: 
17 No. Desplaines St., 
Chicago, Ill. 
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resiliency for an unusually long time in such service, 
that it is free from all coloring matter or mineral sub- 
stances that might run and discolor, or otherwise con- 
taminate steam or liquids coming in contact with the 
packing. It is claimed that for this reason it is adapted 
for use where coloring matter and mineral ingredients 
of rubber packing might cause trouble. 
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Greenfield Tap & Die Corporation, Greenfield, Mass., 
has issued a new small tool catalogue, No. 49. While 
copies have been distributed to the trade, any mill supply 
house which has not received one, may secure copies by 
applying directly to the factory. Ground thread taps and 
spiral fluted staybolt taps are included in the listings. 
The company’s complete line of gages is included for the 
first time, as are also the company’s bolt and pipe thread- 
ing machines. Attention is called to the recently 
adopted method of packing screw plates for the domestic 
market. The new method was designed with a view of 
saving jobbers and dealers the expense of reshipping 
screw plates. Under the new method, the popular assort- 
ments are packed in corrugated shipping containers, 
which are certified by the manufacturer as being ap- 
proved by the carriers for parcel post, express or freight 
shipments. The cartons are packed at the factory in the 
regular wooden packing boxes, and upon arrival at the 
jobber’s place of business, may be put in stock without 
removal from the corrugated containers. This new cata- 
logue supersedes the company’s previous catalogues, 
Nos. 46A, 46A-2, and all others formerly issued under 
the names of the constituent companies of the corpora- 
tion: Wells Brothers Company, F. E. Wells & Sons Co., 
Wiley & Russell Mfg. Co., A. J. Smart Mfg. Co., and 
Lincoln Twist Drill Co. 

Woodbury and Wheeler Co., Second and Pine streets, 
Portland, Ore., has just issued a new and complete cat- 
alogue illustrating and describing adequately the tools 
and supplies on which the company is specializing. 
Copies will be furnished on request. Sidney F. Woodbury 
is president and manager of the company. 

L. H. Gilmer Co., Tacony, Philadelphia, recently is- 
sued a new booklet on endless belts, which contains 
engineering data on small belt drives, including discus- 
sions of belt speeds, ratio of pulley diameters to belt 
thickness, pulley flanges, crowning, take-up and other 
such factors. The booklet is illustrated with numerous 
photographs showing the manner in which small belts 
have been applied to exceptional drives. 

Union Shovel Works, Inc., Union Furnace, Pa., has 
recently issued a new catalogue and price list covering 
its line of shovels, spades and scoops. The book lists a 
recent addition to the company’s products, a hollow 
back, three rib featherweight coal shovel. 

The Alexander Milburn Company, Baltimore, has is- 
sued a circular describing its regulators and accessories 
for oxygen, acetylene and other gases. 

Morse Twist Drill & Machine Co., New Bedford, Mass., 
has issued a new booklet and several new folders descrip- 
tive of the tools which it manufactures. The booklet is 
captioned, ‘“‘Machinist’s Practical Guide,” and contains 
practical data about the company’s lines, suggestions for 
ordering, a very interesting article on the grinding of 
twist drills, tables of decimal equivalents and several 
pages of general information of a helpful nature. The 
folders describe the new Morse bit for wood, the Morse 
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radio set, the combined drill and countersink, wood drills 
for brace, adjustable reamers and some of the company’s 
high speed drills and other products. Copies of any or 
all of these new folders, as well as the booklet, will be 
sent upon request. 


Charles Bond Company, Philadelphia, has issued a 
new catalogue covering its new line of standard stock 
gears and allied products. This new catalogue contains 
224 pages of descriptions, illustrations, tables, specifica- 
tions, price lists and general information. The Bond 
company has gone into the standardized gear business 
on an extensive scale, and this new catalogue indicates 
the wide variety of this special line which the company 
will manufacture. Among the allied products which are 
included in the book are Ramsey silent chain drives, 
Foote speed reducers, Baush steel universal joints, Bor- 
genson steel universal joints, annular ball bearings, 
Reeves variable speed transmission, in addition to a few 
of the Bond company’s old lines. 


American Blower Company, Detroit, has issued a bul- 
letin describing a new line of single inlet fans suitable 
for direct-connected motor drive. The bulletin contains 
specification sheets describing and _ illustrating the 
various parts of this new fan, standard arrangements, 
capacity tables and dimension sheets in detail of stand- 
ard arrangements. 


os *<2e—___—_ 


Form Bancroft Belting Co. 

The Bancroft Belting Company has been organized 
under the laws of Massachusetts and has taken over the 
New England branch business, factory and office of the 
Druid Oak Belting Company, Inc., of Baltimore. The 
latter established the New England branch in Boston 14 
years ago. Under the new name all contracts will be 
handled. There will be no change in the Boston office, 
factory personnel or headquarters. The business will be 
continued at its present location, 145 High street. The 
officers of the Bancroft Belting Company are: President 
and treasurer, F. W. Bancroft; vice-president, A. F. 
Bancroft. The president of the Druid Oak Belting Co., 
Inc., of Baltimore, John E. Deford, will serve as a mem- 
ber of the board of directors. 


a= = i-o——__ 


Adds Electrical Supplies 

Persinger Hardware & Furniture Company, Inc., Wil- 
liamson, W. Va., distributor of mine and mill supplies 
and heavy hardware, has added an electrical supply de- 
partment in charge of A. C. Heuser, formerly of the 
Banks-Miller Supply Company, Huntington, W. Va. The 
Persinger business was founded in 1904 by the late W. A. 
Hurst and M. T. Persinger, and was operated until 1914 
under the name of the Hurst Hardware Company. On 
January 1, 1914, the name of the company was changed 
to Persinger Hardware & Furniture Company, Inc. The 
company has a capital of $300,000, and its hardware and 
supply departments have carried an average stock of 
over $150,000 worth of merchandise. M. T. Persinger 
is president and general manager of the company. 
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Make This Correction 

Louis W. Arny, secretary, The Leather Belting Ex- 
change, Philadelphia, states that there was a typograph- 
ical error in his copy of the article which he contributed 
to the October issue of MILL SUPPLIES. The tenth line 
of the first column on page 55 should have read, “or a 
double belt 17/64 inch thick” instead of ‘7/64 inch 
thick.” 
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VOGEL Patented Frost-Proof Closets 


give satisfactory service, day in and day out, winter and summer 


The material used in the manufacture of VOGEL closets is the best to be obtained. 
The seats are exceptionally strong and durable, the operating levers are of mal- 
leable iron galvanized and will not break, the valve bodies are of good quality brass, 
and the entire fixtures are tested under hydraulic pressure before leaving our 
factory. 


VOGEL PATENTED FROST-PROOF CLOSETS have stood the test of zero 
weather and many thousands have been in use for years without requiring repairs. 
When repairs become necessary, merely remove one valve cap in back of the 
bowl and the rod with operating parts may be 
removed in an instant. 


The VOGEL is the simplest and most durable frost- 


proof water closet made. The price is right. 


JOS. A. VOGEL COMPANY 


SOLD BY ALL JOBBERS | 


Wilmington, Delaware 
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will interest any supply house 
that is not selling Atlas Car Mov- 


Appleton Car Mover Co. 


The Atlas 


Car Mover 


Uses all the energy to PUSH 
the car. No energy wasted 


in lifting it 


The Chief Engineer 


' of tests of one of America’s leading 
railroads, after experiments with vari- 
| makes of movers, said of the 
| ATLAS 
/ a given number of strokes than any 
other mover, and with less effort.” 


“It will move a car farther in 


Backed by our Unqualified Guarantee 


Distributors’ Proposition 


Send for it 


Appleton, Wis. 


“In Every Plant an Atlas Car Mover” 


ete 


¢c 
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ATLA 
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Big Floats, Little Floats, Round 
and Other Shapes, for Pressure 
and Open Tanks—Harris makes 
them all. 


Copper Floats, in all sizes and required 
shapes, are only one of the many products 
of the Harris copper and brass works. 
Coils and bends that will stand high pres- 
sure, expansion joints, tanks, heaters, stills 
kettles, condensers, coolers—if it is made 
of copper or brass and requires fine work- 
manship and engineering skill, you can get 
it from Harris. Send for illustrated folder. 


Arthur Harris & Company 
210-218 N. Curtis St. Chicago, Ill. 
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(Obituary > 
Paul Blatchford, for many years secretary of the Cen- 

tral Supply Association, died Thursday, October 8, at 

his home in Oak Park, Ill., after a three days’ illness. 
Mr. Blatchford was born in Chicago, July 18, 1859. 








After graduation from Amherst College, he entered | 
business with his father, the late Eliphalet W. Blatch- | 


ford, president of the old Chicago Shot Tower Company. 


For a quarter of a century he had been active in the | 


direction of the activities of the Central Supply Associa- 
tion, and had for years been a familiar figure at national 
gatherings of the pipe and supply association. He was 
also for many years secretary of the Chicago branch of 
the National Metal Trades Association. 

Mr. Blatchford had planned to attend the Chicago fire 
anniversary celebration of the Chicago Historical Society 
on October 9th. The year of that great conflagration he 
lived with his parents at 375 North LaSalle street. His 
father was out of the city on business and so the boy, 


although but 12 years old, had the responsibility of mov- | 


ing the family to safety. 
Mr. Blatchford is survived by his wife, two daugh- 


ters, Mrs. Roswell Petit, of Ottawa, Ill., and Mrs. Earle | 


C. Foster, of Chicago, and two sons, John C. and E. W. 


Blatchford. 


James A. Dunning 


James A. Dunning, president, treasurer and general 
manager of R. B. Dunning & Co., Bangor, Me., jobber of | 


mill, steam and plumbing supplies, succumbed to a heart 
attack on board ship as he was about to sail for home 


after a trip to Cuba. Mr. Dunning had taken the voy- | 
age as a member of the Ancient and Honorable Artillery | 


of Boston, of which he was a member. He had been 
suffering from neuritis for some time. 

In the February issue of MILL SUPPLIES was a story 
about R. B. Dunning & Company’s 90th anniversary. 
In it James A. Dunning told about the development of 
the business from the time when it was a general country 
store handling everything from dry goods to West 
Indian products and all stock came to Bangor by boat. 
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SIMPLIFY GRINDING WHEELS 
New Program With Great Reduction of Stock Numbers Will Go 
Into Effect January Ist 

A great reduction in the number of stock sizes of 
grinding wheels is in prospect for the mill supply field 
as a result of the recent conference of manufacturers, 
distributors and users at Washington. Among those 
present was Alvin M. Smith, secretary-treasurer of the 
Southern Supply and Machinery Dealers’ Association, 
who stated that his association favors the reduction to 
the full limit. George W. Chormann, of the Carborun- 
dum Co., Niagara Falls, N. Y., representing the Grinding 
Wheel Manufacturers’ Association of the United States 
and Canada, presented the program. 

The simplification will cover six types of wheels: in- 
ternal, cylinder, straight cups, flaring cups, dish wheels 
and double cups. At present in these six types there 
exist a total of 414 shapes, with possible stocks of 
715,200. The. proposed reduction will be to 144 shapes 
with a reduction of stocks to 255,800, representing a 
possible stock saving of 459,400. In addition the pro- 
gram includes the elimination of six of the nine arbor 
holes for wheels from 10 to 26 inches in diameter. The 
entire program becomes effective January 1, 1926. 
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ICKWIRE SPENCER  con- 


trols every manufacturing 
operation in the production of 
Wickwire Spencer Wire Rope from 
the mines to the finished product. 


The mines are advantageously 
situated in the Lake Superior dis- 
trict. Blast furnaces at Buffalo re- 
ceive ore direct from boats and lime 
from Wickwire quarries. 


Wickwire Spencer open hearth 
furnaces, rolling mills, rod mills, 
and wire mills produce the raw ma- 
terial from which Wickwire 
Spencer rope is made. Thus you 
are always sure of the quality of 
steel in every reel bearing the Wick- 
wire Spencer name. 








¥ 







WICKWIRE SPENCER 
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Wickwire Spencer 
Steel Company 


General Offices 
41 East Forty-second Street, New York 


Worcester Buffalo Cleveland Detroit Chicago 
San Francisco Los Angeles Seattle 
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@ What are the sizes, 
regardless of what 
quantities, you want 


shipped TODAY? SS 

@ Wire them—phone them—they'll go off our ware- 
house racks and on the cars in a jiffy. 

@ You can always get them from stock, and for a fair 
price, at “Medart’s.” 











1MR. SI L} ALER—We have been eng 

Pulley business f years, and we know a grea 

about making good pulleys than many other concerns 

q OUR POLICY ing Wood Split Pulleys is: Cheap- 


iss. We 


ts must be the best in their clas 
airing the 


g the slightest risk of imt 
1 asset—our Good Will. 


PULLEY from stock! 


ness is suicidal; { 
wouldn’t think 
vaine oy 


Get the “MEDART” WOOD SPLIT 





(Formerly Medart Patent Pulley Co.) 
General Offices and Works: St. Louis, U. S. A. 
Office and Warehouse, CINCINNATI 
ces 
CHICAGO NEW YORK 


Shafting. Couplings, Collars, Hangers, Bearings, Bearing Supports. 
Friction Clutches, Iron Pulleys, Steel Rim Pulleys, Gearing, Sprock- 
eta, Chain, Rope Sheaves, Rope Drives, Belt Tighteners, etc. 


Offi 
PHILADELPHIA PITTSBURGH 


Lhd 


seams, cracks or corners to collect moisture and rust out. 









quirements. 


ALSO 
A Com- 
plete 
Line of 


Drills 





Forges and 


. Drills are 
These fine forges have the new Buffalo one-piece unbreakable 
steel hearth, made from a single plate of heavy steel, without 


Made with a complete line of hand 
and power blowers to fit YOUR re- 
The forge shown here is 


One the No. 835-H, having an elec- 
Piece tric blower. 

Unbreakable Write for complete informa- 
Steel tion and prices. 

Hearth 


Buffalo Forge Company 
503 Broadway, Buffalo, N. Y. 



































Poole Gears 


For Every Industrial Use 





We have gears of every size and type—16,000 
standard fixtures that will meet your most exacting 
requirements. 


Tell us your problems and let our engineering 
Department recommend the proper gears to use. 
This is part of our gear service. Use it. We also 
make reduction gears, castings and special machin- 
ery. Catalog No. 259 sent by request. 


Poole Engineering & Machine 


Company 
Woodberry, Baltimore, Maryland 
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the 30% stronger hollow screw 


30% extra strength over broached hollow screws— 
the only other kind made. Cold-drawn by a pat- 
ented process which increases the density of the 
stee] around the socket-hole, and heat-treated scien- 
tifically according to size and style of point. 


The Allen process makes deep, perfectly formed socket-holes, 
with no chips in the bottom. The entire length of the 
“Allen” is utilized either for solid metal at the point, or 
depth of socket for the wrench. All sizes in stock from % to 
1%” diameter; any length, point or thread. Also Socket 


Head Cap Screws, Pipe Plugs, Tap Extensions and Socket 
Wrenches—Allen process. 


The Allen booklet, with its charts of sizes and 
prices, will make itself useful to every mill sup- 
bly dealer who sends for it. 


The Allen Mfg. Co. 


sp. 143 Sheldon St. Hartford, Conn. 
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TO ADVERTISE EVANSVILLE 


Mill Supply Man Heads Committee in Publicity Campaign in 
the Interest of All Local Jobbers 


The jobbers of Evansville, Ind., believe that they have 
been missing a golden opportunity by not trying to 
educate the manufacturers, dealers and general consum- 
ing public in their territory to recognize and appreciate 
what their jobbers are doing for them. However, they 
believe that it is a case of “better late than never,” 
and so now, with a mill supply man as their leader, 
they are carrying out a definite plan of co-operative 
publicity work with a view to making Evansville known 
as a logical jobbing center. 

The mill supply man, who is taking a leading part 
in this work, is F. J. Hofacker, secretary and manager 
of the Evansville Supply Company. Co-operating with 
him will be a publicity committee including Clarence 
Kahn, of S. Kahn & Sons, wholesale grocers; Silas 
Ichenhauser, of Ichenhauser Co., wholesale queensware; 
William Kreyling, of Evansville Paper & Woodenware 
Co.; Urvan Schlotter, of Crescent City Electrical Co., 
wholesale electrical equipment; and Boaz Crawford, of 
John G. Neuman & Co., wholesale fruits. The makeup 
of this committee indicates the broad scope of the move- 
ment, which is designed to sell, not the mill supply dis- 
tributor alone, but all wholesalers in the city. Perry 
Hooker, of Parson & Scoville Co., wholesale grocers, is 
in charge of the advertising program. 

Mr. Hofacker is enthusiastic about the prospects for 
the new undertaking. In a statement to a representa- 
tive of MILL SUPPLIES, he said: 

“The Wholesale Jobbers’ Bureau of the Chamber of 
Commerce of Evansville has planned an advertising cam- 
paign in a small way for the balance of this year. This 
campaign is more or less of a trial nature, and is for 
the express purpose of advertising, in the area in which 
the Evansville jobbers work, the information that Evans- 
ville is a jobbing center, that it carries complete stocks 
and can render service better in this area than any 
other jobbing center can do. 

“If we obtain the results that we feel sure of obtain- 
ing, we expect to go into this matter in a much larger 
way. We feel that the manufacturers, dealers and con- 
suming public are not fully aware of what they can 
obtain in their own community. Our campaign, there- 
fore, will be an educational one. 

“We are trying to bring out fully the facts concern- 
ing the capital invested, the number of persons employed 
in the jobbing industries, the amount of business that 
we do, the kinds of stock of merchandise that are car- 
ried by the jobbers, and a good many other interesting 
facts which will enable us to conserve the territory which 
we cover, and also to build up additional business. A 
survey made on our several booster trips, which are 
fostered and operated by the jobbers’ bureau, has shown 
us that we are not getting our share of the business 
in our territory, and also that the buyers are not 
acquainted with what can be had in this, their logical 
jobbing center. 

“Our jobbers’ bureau has been in operation for about 
one year, and we have had quite a hard time getting it 
up to the point that we desire. At the present time, 
however, we are functioning one hundred per cent, and 
we feel that-in a few months we will have the utmost 
co-operation through this particular organization. By 
persistent efforts and by keeping our shoulders to the 
wheel, we will help to put Evansville on the map as 
a jobbing center.” 
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ROBIN BRAND 


Wiping Cloths 


AN ORGANIZATION WITH A POLICY 


Our business has been established since 1891. The 
steady customer friends that we have made during 
these many years we value highly and it is more 
of these steady and Repeat Customers that we 
earnestly solicit. Once a customer always a cus- 
tomer is an old adage and the years of contact 
with steady trade has made us fully conscious of 
its meaning. 


We are the largest producers of wiping cloths in 
the United States and pioneers in the classification 
of wiping materials. While the average operator 
markets about 6 grades of mixed materials, we 
divide our products in 24 different classifications, 
segregated for texture, size and appearance. “A 
specific grade for a specific purpose.” The above 
grades are regularly produced each and every day. 
To all mill supply houses we especially invite in- 
quiry, telling us your problems. We will be glad 
to explain our grading—‘A specific grade for your 
specific purpose,” this will mean a great saving to 
you. Write us now. 


Safeguard the health of your customers’ employes 
by buying only washed and sterilized wiping cloths. 
The accepted interpretation of washed and steril- 
ized wiping cloths by the honest manufacturer is 
as follows: 


That each and every cloth, regardless of its appear- 
ance, must be washed in boiling water with a lib- 
eral amount of Soap Chloride and Soda, at least 50 
minutes; that the cloths be dried in hot drying 
tumblers especially manufactured for this work at 
a temperature of not less than 212° F. H 


Nothing short of the above will protect your cus- 


tomers’ employes against contamination in using 
wiping cloths. 


GUARANTEE 


We guarantee material delivered on this in- 
voice to have received the following STER- 
ILIZING PROCESS. 

1. WASHING: By a solution of soap, soda 
chloride of lime, and boiled with water at a 
continuous boiling point for not less than 50 
minutes, and rinsed at least five times. 

2. DRYING: By steam heated tumblers, 
which have a temperature of not less than 
212 F. throughout entire drying process. 

3. Each and every cloth has been processed 
in our own plant, under our own supervision. 


All goods shipped subject to your approval—Return 
at our expense if not satisfactory 


D. ROBINSON & SONS 


Main Office and Plant 
1342 Harper Avenue, DETROIT 


Branch Offices and Warehouses 
Chicago - Cleveland - Toledo 
Grand Rapids - Lansing, Mich. 
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ATLANTIC Bar Belt Dressing 


1) 20 Years on the market without a Complaint 
Remember, “‘it’s the squeaky wheel that gets the grease." The Belt, 
the silent worker, seldom complains when neglected or overworked. 
Its life is a short one under these conditions as it soon rots and cracks. 


ATLANTIC BELT DRESSING will prevent this. Always made of 


high grade materials. Price reasonable. Also made in liquid form. 


ATLANTIC MANUFACTURING CO. 


Wilmington, Delaware 














ILLINOIS MALLEABLE IRON CO. 


General Offices, 1801 Diversey Parkway, CHICAGO, ILLINOIS 


Manufacturers of 


Cast and Malleable Fittings, Screwed and Flanged 
Nokoros Unions, C. D. Railroad Unions 


IRON BODY GATE VALVES | 


Screwed, Flanged and Hub Ends. Sizes 2 in. to 12 in. Inclusive. 














NOTT’S LEATHER BELTS 
<TV - Are Dependable 


DIAMOND—Oak Tanned 
WETSTONE—Waterproof 


LONG LIFE—Combination 

Tanned Waterproof 
BLUE STONE—Chrome- 

Tanned Waterproof 


Makers of belting for over 45 years. 


RAE 1 ARR NEN ESI OA 


Also manufacturers of Pump Leathers, Leather 
Specialties, and a high grade line of Men’s and 
Women’s Luggage, Sample Cases, etc. Write for 
Catalogue and Discount Sheet. 





DEALERS and JOBBERS—WRITE US for our proposition 


It will interest you 


negra W, S. NOTT COMPANY 22." 
201 No. 3rd Street * e 37 So. Clinton Street 


“Better Belting Is NOTT Made” 
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CORRECT YOUR MAILING LIST 
President of Former Columbus Supply House Offers to Pay to 
Help Manufacturers Save Money 

The Columbus Mill & Mine Supply Company, Colum- 
bus, Ohio, no longer exists. Effective July 1, 1925, the 
corporate name was changed to The Brown Steel Com- 
pany, in order more adequately to designate the present 
character of the business. Will S. Brown, president of 
the company, is anxious to have manufacturers of mill 
supplies and machinery take cognizance of the change 
of name in order that their mailing lists may be more 
effective. In a letter to MILL SUPPLIES, Mr. Brown said: 

“Every mail we receive a number of circular advertise- 
ments from all kinds of manufacturers of mill supplies 
who are not cognizant of the fact that we have changed 
our name from The Columbus Mill & Mine Supply Com- 
pany to The Brown Steel Company. 
ineffective result of their mailing 
should be corrected. 

“The Columbus Mill & Mine Supply Company disposed 
of its entire lines of mill, mine and factory supplies to 
Columbus jobbers so that market conditions here were 
not disturbed. The Brown Steel Company has been in 
existence since 1919 as a selling and advertising adjunct 
of our structural! steel and warehouse department, so it 
was a very simple matter to extend its corporate powers 
and change the name of our company. 

“If you will kindly make some mention of this in your 
next issue, it may save some waste to your subscribers 
who are still addressing a company that does not now 
exist, and therefore has no further interest in receiving 
their literature. Whatever expense there is to this item, 
if you will send us a bill, we will remit promptly.” 

Needless to say, there is no expense attached to the 
publication of any news item in MILL SUPPLIES. In this 
particular instance, the mill supply field will doubtless 
agree that it is greatly indebted to Mr. Brown for his 
willingness to assist, even at his own expense, in cutting 
down the cost of the direct mail efforts of mill supply 
manufacturers. 

The Brown Steel Company is engaged in the jobbing 
of structural shapes, bars, plates and sheets, in addition 
to acting as consulting engineers and fabricators of 
steel. The company has a completely equipped plant on 
Marion road. 


This is causing an 
departments and 
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TO MAKE MOLDED PRODUCTS 


New Chicago Corporation Is Controlled and Finaneed by Officers 
of the Imperial Brass Manufacturing Co. 

The Imperial Molded Products Corporation has been 
incorporated in Chicago to manufacture molded Bake- 
lite. The corporation is controlled and financed by offi- 
cers of the Imperial Brass Manufacturing Co., Chi- 
cago, manufacturer of welding and automobile equip- 
ment and brass and bronze specialties, including flush 
valves. The company has taken over a large modern 
factory and has equipped it with new machinery for 
the production of molded Bakelite parts by high pres- 
sure steam. Production will start at once. Among the 
many products to be molded by the company are parts 
for the automotive, electrical, building, musical instru- 
ment, plumbing, phonograph and other industries. 

The officers of the new company are: President, 
Paul Tietz, formerly associated with the H. G. Saal 
Company, Bakelite molder; secretary, James T. Green- 
lee, for many years manager of the automotive parts 
division of the Imperial Brass Manufacturing Company; 
treasurer, Frank MecNellis, president of the Imperial 
Brass Manufacturing Company. 
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“It’s a HART OIL PUMP” 
—that’s all the inspector cares to know 
S experienced men can tell hi lal 
you, Hart Force-feed Oil ~) j. 

Pumps installed 20 to 30 years ., 


Ht 4 
ago are still doing as good work iit 4 
today as ever. 


RE 
5 os 


4 
P| yas 
That is why we can guarantee ePZF ” 
the Hart Pump for its life instead of for the 
usual one year, and why well known builders 
of steam and oil engines, steam pumps, etc., 


have selected and retained Hart Pumps as 
standard equipment. 


Hart Oil Pumps are made with one to four 
feeds, each separately and accurately con- 
trolled and provided with sight glass which 
is always at atmospheric pressure. Depend- 
able check valves prevent all steam and water 
from backing up, and the tight fit of the body 
parts keeps oil from seeping onto the outside. 
Make a trial installation at our risk. 


This Sherwood Catalog FREE 


if you return the coupon 


Send for your copy and keep it 
handy as a guide to proper selec- 
tion of Injectors, Ejectors, Cellar 
Drainers, Force-feed Oil Pumps, 
Sight-feed Lubricators, Oil and 
Cups, Oil Gages, Indi- 
cator Cocks, Gage Cocks, High 
Gas Flue 


Cleaners, Fusible Plugs, etc. 


| MANUFACTURING | 
| See COMPA Y Gre | 

|, BOT FALO. NY. US AS 3 
i 


Grease 


Pressure Valves, 





POWER PLANT and INDUSTRIAL SPECIALTIES 


Sherwood Mfg. Co. 
1713 Elmwood Ave., Buffalo, N. Y. 


Please send the Sherwood Catalog No. 18-5. 


Name . 


Address 


~ 
/ 





S A GOOD NAME TO REMEMBER WHEN BUYING 1 
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STEEL BELT LACING 


FLEXIBLE STEEL LACING ce. 


4633 Lexington St., Chicago, U. S, 
England at 135 Finsbury Pave., London, E. Cc. . 


Problem:— 


Lacing often purchased for just one 
type of drive is used upon any job 


that comes up. If it falls down, there’s 
a kick. 


Answer: 


Sell Alligator Steel Belt Lacing. “You 
can recommend it blind” for use any- 
where that a belt will give efficient 
service. 
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“HYATT” 





ADJUSTABLE PILLOW 


BLOCK ROLLER 





ADJUSTABLE POST 
HANGER 


BEARING APPLIANCES 


~~ > 


- 


ALL SIZES ALL KINDS 





Wh 
ADJUSTABLE BALL AND 
SOCKET HANGER 


‘Representatives will tind it distinctly to their 
advantage to procure finished Frame requirements 
from authorized manufacturers 


.. VALLEY IRON WORKS 


ENGINEERS MACHINISTS FOUNDERS 
WILLIAMSPORT, PA.. U. S. A. 





BALL AND SOCKET 
PILLOW BLOCK 


WITH WEDGE ADJUSTABLE SOLE PLATE 


BALL AND SOCKET. 


C] VALLEIRON [2 ~ PILLOW BLOCK 
































ROBERTS Products 
Are Trustworthy 





Painstaking effort is woven 
into every product of the 
ROBERTS Line. 


You can depend on 
ROBERTS goods to give 
you ‘naximum durable serv 


ice. 


The ROBERTS Line is cOm- 


plete and you are assured of 





prompt service for your most 


pressing needs. 


Standardize on ROBERTS 


Products. 





They will repay 
you well. 


THE ROBERTS BRASS MFG. CO. 


Wanufacturers of bruss goods for steam, water, 
gas, gasoline, air, oil and automotive use. 


DETROIT, MICHIGAN 
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Moore & White 
Friction Clutches 


40 Years on the Market 


Over 200,000 in Operation 


1925 


FRICTION. 
CLUTCHES 


FOR ecccact. ‘SPEEDS 


Our ‘'1925’’ 
Catalog sent 







free on re- 


ae quest. 
Sy 
tay 
me MeN nis Ask for 


Catalog “C” 





The Moore & White Co. 


2711 to 2741 N. 15th St. 
Philadelphia, U. S. A. 
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ADVICE ON BOILER WELDING 


Several Important Points to Be Remembered by Those Who Are 
Responsible for Results 


S. W. MILLER 


Past President of the American Welding Society 


In view of the ever-widening applications of fusion 
welding throughout industry and the probability that 
repairs to boilers made in this way will be proposed from 
time to time, it is well that those responsible for the 
results should bear several points in mind. For sim- 
plicity, these are listed briefly: 

1. Most boilers are insured; 2, many boiler insurance 
policies are so worded that if repairs are made without 
the authority of the company carrying the insurance, the 
policy becomes void; 3, there are federal, state and mu- 
nicipal regulations governing this work, as well as those 
issued by the insurance companies; 4, only competent 
welders, used to boiler work, should be allowed to do the 
welding. 

Therefore, the following precautions should be ob- 
served by the owner or his representative: 1. Examine 
the part of the boiler to be welded in company with the 
insurance company inspector, and get his approval be- 
fore doing any welding; 2, be present at the test after 
welding with the inspector; 3, if possible, get the in- 
spector to sign a statement that the work has been prop- 
erly done and that it has passed the test successfully; 
4, if the boiler is not insured, and comes under federal, 
state or municipal supervision, carry out the above 
program in company with the proper authority. 

If the boiler is neither insured nor under supervision 
of some constituted authority, ample precautions should 
be taken by the welder and the owner to protect them- 
selves against possible future trouble. They should make 
a sketch of the location and size of the repair, with a 
clear statement of what was found wrong and how the 
repair was made. They should always make a hydro- 
static hammer test of the finished job, using a pressure 
of 114 times the working boiler pressure, in the presence 
of witnesses, and get their signature to a statement of 
the facts. These papers should be carefully filed away. 
In such a case, no welding should be done which is not 
permitted by law or by good practice. 

In case of marine work, the welder should pass the 
regular examination of the federal steamboat inspection 
service. In all cases, the welder should make friends of 
the insurance and other inspectors by refusing to do 
work unless authorized by them, by being conservative 
in what work he recommends, and by doing nothing ex- 
cept a first-class job. 
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Latest Florida Report 

The latest real estate story emanating from that 
Croesus-building state of palms and sunshine, Florida, 
has it that a certain company well known in the mill 
supply distributing field has “struck it rich.” According 
to the report, the company in question some years ago 
purchased a site to be utilized at some future date as the 
location of a new warehouse. It is understood that the 
purchase price was in the vicinity of $15,000, and that 
recently the boom that has made Florida the talk of the 
nation added so much of the so-called “unearned incre- 
ment” to the property that the company was offered the 
very substantial sum of $400,000 for its land. It is 
further understood that the offer was declined and that 
the company is holding the property for an offer of 
$600,000. 





A complete 
line of low 
priced, 
sturdy die 
stocks. 





High grade 
receding die 
stocks. 















Low priced 
portable 
power drives 
for hand 











The Impetus 
of a 30-Year 
Buying Habit 


HE store that offers 
Oster pipe thread- 
ing equipment profits 
from a buying habit 
backed by a 30-year rep- 
utation for simplicity, 
accuracy and depend- 
ability. 
Oster jobbers receive four 
kinds of active coopera- 
tion 
Periodical help from our 
salesmen 
Inquiries resulting from 
our advertising 
Direct mail campaigns 
planned and executed by us 
Direct mail follow-up on 
all prospects reported 


Write today for catalog 
and discount sheet. 


Large belt 
and motor 
driven pipe 
machines. 
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The Oster Manufacturing Co. 


Manufacturers of the most 
complete line of pipe thread- 
ing equipment in the world. 


2087 East 61st Place 
Cleveland, Ohio 
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Too much care cannot be taken in the selection of 
hydraulic fittings. You do not want to take down a line 
of piping to replace defective fittings when this necessi- 
tates a full or partial shutdown of your plant. Watson- 
Stillman fittings are tested far beyond their rated strength 
and insure you against this loss and annoyance. We 
build everything necessary to the installation of hydraulic 
systems from pipe to press. Our experience of nearly 
70 years is at your disposal. 





Write for catalogs. 
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Dumore products are ‘‘want- 
ed”” products because they 
have established a reputation 
for their ability to work hard 
and wear well. Buyers have 
come to expect only the high- 
est type of efficient, satisfac- 
tory service from Dumore 
products—and that’s the only 
kind they get. 

That’s why any tool or appli- 
ance bearing the Dumore 
name is easy to sell. And be- 
cause it’s easy to sell, the Du- 
more line presents jobbers 
and dealers with a real oppor- 
tunity to increase profit. 

In addition to the consumer 
good will enjoyed by Dumore 
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An Effective Display Space 
The Smith-Booth-Usher Company, San _ Francisco, 
makes effective use of what would otherwise be waste 
space on the side of a balcony in its store, by displaying 
samples of small hand tools, such as wrenches, drills, 
saws, nuts and bolts, files, reamers, pipe cutters, bolt 








View of Balcony Railing Display 


cutters and pipe dies. In addition to these small tools, 
the company occasionally uses this space for displaying 
such products as wheelbarrows. The balcony railing dis- 
play has the added advantage in that it can be seen from 
all parts of the salesroom and warehouse, and is very 
effective in catching the eye of everyone entering the 
room. 


Statement of the ownership, management, circulation, ete., required by 
the Act of Congress of August 24, 1912, of MILL SUPPLIES, published 
monthly at Chicago, Illinois, for October Ist, 1925. State of Illinois, 
County of Cook—ss. 

Before me, a notary public in and for the State and county aforesaid, 
personally appeared Clay C. Cooper, who, having been duly sworn accord- 
ing to law, deposes and says that he is the General Manager of MILL 
SUPPLIES and that the following is, to the best of his knowledge and 
belief, a true statement of the ownership, management (and if a daily 
paper, the circulation), ete., of the aforesaid publication for the date shown 
in the above caption, required by the Act of August 24, 19 embodied 
in section 443, Postal Laws and Regulations, printed on the 1 se side of 
this form, to-wit: 

1. That the names and addresses of the publisher, editor, managing 
editor, and business manager are: Publisher, The Crawford Publishing 
Co., 537 South Dearborn St., Chicago; Editor, Clay C. Cooper, 7 South 
Dearborn St., Chicago; Managing Editor, Clay C. Cooper, 537 South Dear- 
born St., Chicago; General Manager, Clay C. Cooper, 537 South Dearborn 
St., Chicago. 

2. That the owner is: (If the publication is owned by an individual his 
name and address, or if owned by more than one individual the name and 
address of each, should be given below; if the publication is owned by a 
corporation the name of the corporation and the names and addresses of 
the stockholders owning or holding one per cent or more of the total 
amount of stock should be given.) B. H. Crawford McNash, Wheeling, 
W. Va.; John Harrison MecNash, Wheeling, W. Va.; Clay C. Cooper, 
Chicago, Ill.; Frederick P. Crawford, Philadelphia, Pa.; Fred Newton 
Scott, Ann Arbor, Mich.; John Trix, Detroit, Mich.; The Crawford Pub- 
lishing Co., Chicago, Ill. 

3. That the known bondholders, mortgagees, and other security holders 
owning or holding 1 per cent or more of total amount of bonds, mortgages, 
or other securities are: (If there are none, so state.) None. 

4. That the two paragraphs next above, giving the names of the owners, 
stockholders, and security holders, if any, contain not only the list of 
stockholders and security holders as they appear upon the books of the 
company but also, in cases where the stockholder or security holder ap- 
pears upon the books of the company as trustee or in any other fiduciary 
relation, the name of the person or corporation for whom such trustee is 
acting, is given; also that the said two paragraphs contain statements em- 
bracing affiant’s full knowledge and belief as to the circumstances and con- 
ditions under which stockholders and security holders who do not appear 
upon the books of the company as trustees, hold stock and securities in a 
capacity other than that of a bona fide owner; and this affiant has no 
reason to believe that any other person, association, or corporation has any 
interest direct or indirect in the said stock, bonds, or other securities than 
as so stated by him. 

5. That the average number of copies of each issue of this publication 
sold or distributed, through the mails or otherwise, to paid subscribers 
during the six months preceding the date shown above is........(This informa- 
tion is required from daily publications only.) 
CLAY C. COOPER, 
Sworn to and subscribed before me this 29th day of September, 1925. 
JAMES S. VALENTINE, 
(Seal.) (My commission expires Sept. 30, 1925.) 
General Manager. 
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Royersford 


A complete line 
backed by fast service 








It is a fact that you can call upon Royers- 
ford dealers for any size piece of trans- 
mission machinery, bearing, coupling, 
collar, hanger 





and know that you will 
receive immediate service—prompt de- 
livery. 


Royersford dealers expect and 
receive the same service from us. 


So the next time you need anything in 
the transmission line let a Royersford 
dealer show you his idea of service. 


For dealer nearest you see MacRae’s Blue 


Book. 


Royersford Foundry & Machine Co. 
43 N. 5th Street Philadelphia 


Royersford Products are regularly advertised in: 


Industrial Management Dodge Idea 

Mechanical Engineering Belting & Transmission 
American Machinist Cotton Oil Press 

Mill Supplies Machinery 

American Miller Textile World 


as well as in A. S. M. E. Catalog and MacRae’s 
Blue Book 


The ROYERSFORD LINE 


For Fast Service 
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Qualhote 
Co-operation 


This H 
ihis Happens 
Every Day 
Mr. Buyer: ‘‘We have been receiving some ad- 


vertising matter on this Ovalhole Hollow Cen- 
ter Packing. Is it any good?” 


Mr. Salesman: ‘You bet your life it’s good 
packing. We sell a lot of it and quite a few 
plants in my territory are using it with good 
satisfaction.” 


Buyer: “I notice, in their advertising, these 
Hollow Center people guarantee better satis- 


faction than the packing we have been using.” 
Salesman: ‘‘Yes, sir! They stand behind us 
and we stand back of the packing we sell you.” 
Buyer: “All right, we’ll give it a trial. You can 
send us enough packing for our boiler feed 
pump.” 








THE HOLLOW CENTER PackiING Co. 
6523 Euctuip Avenue 


CLEVELAND, Ouio. 
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Something NEW 
—to SELL 





announces a new packing of braided asbestos 
embodying the mechanical principles of oval 
hollow center construction, having the heat-resist- 
ing and lubricating qualities of the best braided 
asbestos packings that have been on the market 
for the past twenty-five years. The hollow center 
gives this old style of packing wearing qualities 
heretofore unknown. It allows more gland draw 
and the added resiliency tends to prevent leakage 


even when the rod or plunger is worn. 


BRAIDED ASBESTO 











HOLLOW CENT 


This new Ovalhole Packing is made in all sizes 
from 3%-in. up. It is boxed, as illustrated, in flat 
coil boxes containing one continuous length of 
packing which eliminates waste in cutting rings. 


Son ® 


It is soft, pliable and con- 
venient to handle and it 
SELLS AT A LOWER 
PRICE than other high 
grade asbestos packings 
in spite of the fact that 
it's a 


great improve- 


ment, wears longer and 





gives better satisfaction. 
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[ue Mitt Suppty SaLtesMAN Was Founded by Ernest H 





ERNEST H. SMITH, Associate Edstor 





Distribution of Mill Supplies 





. Smith in 1922, and Dedicated to the Practical Application of Correct Sales Principles in the 


“Sam”? Holt Gets the Credit 


Veteran Salesman for Chandler & Farquhar Company Was 
the Man Who Sold the McMillan Expedition Drill 


If any of you mill supply sales- 
men ever hear of an expedition, to 
the north pole or to the south pole, 
to the Far West or to the Near East, 
to locate a new land of freedom for 
salesless salesmen or to dig up an- 
other dead one like Old King Tut, in 
fact any kind of an adventurous un- 
dertaking in search of long-lost or 
never found facts, get right on the 
job. Sell the head expeditioner an 
electric drill. 

But— 


If, on the other hand, you ever 
hear of one of those “news hounds” 
being on the scent of one of the 
aforesaid expeditions, then pass the 
salt, because a fresh trail often 
peters out, and when there’s a drill 
connected with the search, then in- 
deed many a strange twist ofttimes 
occurs. 

All of which is by way of explain- 
ing that the story of the “Inquiring 
Reporter’s” hunt for the polar drill 
salesman, which was told in the Oc- 
tober issue of “The Mill Supply 
Salesman” Section, was based to a 
large extent on a misconception of 
certain facts. 

It appears that the Black & Decker 
drill, which was taken along on the 
McMillan polar expedition, was not 
sold by the Duncan & Goodell Com- 
pany, of Worcester, but the Chandler 
& Farquhar Company, of Boston. 
The information relative to this sale 
at first credited the Worcester house 
with putting it over, and inquiry elic- 
ited the fact that an electric drill 
had been sold to the Worcester 
Polytechnic Institute for an expedi- 
tion, and that while it wasn’t known 
at the time for what expedition it 
was to be used, it was presumed 
that this must have been the Mc- 
Millan adventure. What more nat- 
ural? 


Since publication of the story, it 
was learned that Samuel V. C. 
Holt, a salesman for the Chandler 
& Farquhar Company, is rightfully 
entitled to the honor of selling the 
MeMillan drill. In the sale itself is 
an element of human interest which 
merits the attention of other mill 
supply house salesmen. 

Early in June, Mr. Holt received 
a call from Ralph P. Robinson, one 





Samuel V. C. Holt 


of the officers of the McMillan expe- 
dition, who brought an introduction 
from Arthur Starrett, of the L. S. 
Starrett Co., Athol, Mass. Carefully 
Mr. Holt went over the various 
items which Mr. Robinson had on 
his memorandum of specifications 
for equipment for the arctic voyage, 
and then he started to make recom- 
mendations, as all good salesmen 
should. Among other items that 
Mr. Holt suggested was the electric 
drill, and his picturization of the 


indispensability of such a tool on 
any expedition resulted in the ad- 
dition of one to the general order. 

It seems that in line with the 
policy of the Chandler & Farquhar 
Company to give their salesmen op- 
portunity to keep abreast of the 
times and well posted on the tools 
they sell, the salesmen, both inside 
and outside, visit the 
various producers in 
first hand 


factories of 
order to get 
information. 

It was on one of these trips that 
Mr. Holt became acquainted with 
Mr. Starrett, and a pleasant friend- 
ship has been continued, as a result 
of which Mr. Starrett often extends 
courtesies such as the introduction 
of Mr. Robinson, and Mr. Holt often, 
from his broad experience on the 
selling end, is able to suggest to Mr. 
Starrett certain inquiries which he 
has for tools which he is unable to 
supply, and as a result of some of 
these suggestions, the manufacturer 
has produced and marketed new 
tools, as the opportunity arose. 

Samuel V. C. Holt, known to most 
manufacturers’ representatives and 
to the trade as “Sam” Holt, is the 
quiet student type of salesman. 
He has been with the Chandler & 
Farquhar Company for the past 13 
years, and since the death of Harry 
B. Fowler has been acting superin- 
tendent of the company. He started 
his career in the business with 
Thompson & Hoague Company, Con- 
cord, N. H., 20 years ago. 

The ‘Inquiring Reporter” felt 
that the incident of the sale of an 
electric drill for this unusual pur- 
pose contains several human inter- 
est, as well as sales interest, points, 
and demonstrates the value of an 
adaptability on the part of a mill 
supply salesman. Constructive think- 
ing certainly pays big dividends. 
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Salesman Who Is Diligent in His Search May Find 


Good Customers in Unusual or Isolated Places 


Not long ago I had oceasion to 
interview a hardware merchant in a 
little country village of about 1,400 
population. In showing me around 
the place, the merchant took me into 
a storehouse where the more bulky 
goods were kept and there I found 
stocks of some goods that certainly 
belong in the mill supply line. 

There was a stock of pumps and 
parts. This comprised everything 
a farmer might need in the pump 
line and a supply of parts that made 
it possible to take care of any break- 
down. There was not much duplica- 
tion in the stock because the sales 
were somewhat limited, but there 
was a good stock and it was kept up. 

There was a stock of wire rope in 
several sizes, a stock of pulleys, bar 
iron and iron pipe, chains, and sev- 
eral other items that belong quite 
properly in the mill supply category. 

“Can you make it pay to 
these things?” I asked. 

“If it didn’t pay, I wouldn’t han- 
dle them,” he replied. ‘“‘The demand 
on these is not like it is on aluminum 
saucepans, of course, but I have lit- 
tle competition on these. The aver- 
age hardware store does not carry 
all this stuff. For one thing, it isn’t 
as easy stuff to handle as shelf hard- 
ware. The boys don’t like to cut up 
bar iron and rustle iron pipe around, 
and a lot of us hardware men like 
to take the easy way; but in a good 
farming section there is a good busi- 
ness for one store that will go into 
these things, because the country is 
full of farmers who have to be their 
own mechanics, and who use a lot of 
machinery of one kind and another. 

“Further than that, there are a 
good many little mills around, and 
some shops and garages that will buy 
mill supplies from me if I have 
them. The creameries are good 
customers, too, and the men who go 
around with gasoline engines taking 
woodcutting or threshing jobs. The 
concrete mixers buy some of my 
stuff, By working into these 
lines and making my store a sort of 
headquarters for such supplies, I’ve 
developed a reputation that brings 
customers here from a radius of 
thirty miles. It means that they 
“an get such supplies right away 
instead of having to wait and send 


carry 


too. 


FRANK FARRINGTON 


for them. Some of those fellows, 
garage men for example, could buy 
cheaper at a distant source of sup- 
ply, but you know how it is when a 
breakdown in machinery 
You want parts right away. At all 
events, I get a nice trade on these 
items and I make money on them.” 
“How did you come to 
along this line?” I asked. 


develop 


SOLD BY MILL SUPPLY MAN 

“Oh, a mill supply man came 
through here in his flivver, looking 
for new business and he got me in- 
terested and started me. He was 
out looking to see if there could be 
any business developed in the small 
communities. He said they’d rather 
have one hardware man who would 
be a good customer than to be sell- 
ing to Tom, Dick and Harry a little 
of this and a little of that. 
the business and it’s 
all in one account.” 

I know of another hardware man, 
located ideally for just such a busi- 
ness as the one described above has 
developed, and it seems to me this 
second man is just ripe for the ar- 
rival of a mill supply jobber’s sales- 
man who will go over the territory 
around the town I have in mind and 
fit himself to walk into that hard- 
ware store and tell the dealer what 
the prospects are for him in the line 
in question. The salesman who can 
make a little survey there can make 
a new and desirable customer. 

The mill supply salesman thinks 
it would not pay him to visit the 
small country villages, and he may 
be right. There is, however, the op- 
portunity to investigate territory 
and plan to interest, in certain stra- 
tegical centers, hardware men, or 
perhaps a general merchant, or a 
farmers’ supply dealer, in develop- 
ing a business in such mill supply 
items as are in standard use by the 
farms and mechanical shops in the 
vicinity. 


He gets 
concentrated 


MAIL ORDER HOUSE COMPETITION 


A study of the mail order cata- 
logues will indicate in some degree 
the extent to which the farmers buy 
items that belong in the mill supply 
stock. Take up the 1925-26 fall and 
winter catalogues of Montgomery 
Ward & Co., Sears, Roebuck & Co., 


happens. 


and the Charles Williams Stores, 
and count the pages which are de- 
voted to such items as the mill sup- 
ply jobber sells. 

You will be surprised at the evi- 
dence of the volume of business that 
must be going to these houses that 
might be handled by a local dealer, 
with profit to him, and with a profit 
to the mill supply jobber, neither of 
whom gets a look in on the catalogue 
house sales. 

In most parts of the country there 
are industries peculiar to their lo- 
calities, industries that mean de- 
mand for mill supplies. Such indus- 
tries afford prospects for the mill 
supply salesman who is diligent in 
his search and who does not over- 
look the unusual or the isolated. 

For example: in a certain section 
of the East there are located what 
are locally known as “acid facto- 
ries.”” These factories take in hard- 
wood and turn out wood alcohol, py- 
roligneous acid, and charcoal; all 
products of the destructive distilla- 
tion of hardwood. Such factories 
are located by the nature of their 
business in isolated communities. 
Some of the largest are almost in 
the forests and have no surrounding 
population save the limited number 
of workers and their families. A 
mill supply salesman hitting only 
the larger towns would never run 
across one of these, perhaps, and 
yet they afford a large market for 
machinery and allied products. 

In a certain section of New York 
state the cauliflower growing indus- 
try has developed within five years 
to large proportions. This has meant 
the erection and equipment and op- 
eration of small plants where cauli- 
flower crates are made for the ship- 
ment of the cauliflowers to market. 
In this section the industry has ap- 
peared almost overnight, and it is 
distant from any city having a mill 
supply house. 

It is particularly likely to be true 
that unexpected users of mill sup- 
plies spring up in localities where 
there is available timber in some 
form for use in making some prod- 
uct in wood. Witness, for example, 
the maker of wood plates and butter 
dishes (for the grocery trade) who 
has developed a big business in the 
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Adirondacks, and the makers of 
clothes pins near the woods of West 
Virginia and in Michigan. 

The well established industry, 
even the well established factory 
that is unique, is on the mill supply 
salesman’s list, but there are new 
industries and new factories con- 
stantly springing up in unsuspected 
places, and little shops not worthy 
of attention grow into profitable 
customers for mill supplies. It is 
an easy matter to overlook someone 
who is just coming into profitable 
production. The little shop in the 
alley is not likely to return sufficient 
business to make it profitable to 
visit it, not when time is valuable, 
but unless you keep a check on the 
little shop with the aggressive, ener- 
getic boss, the first thing you know, 
it will be a big shop and some other 
house will be selling it the supplies 
it wants. 

SEEK NEW BUSINESS 

Some salesmen go about visiting 
certain prospects whose names they 
have in a book. They jump from 
one prospect or from one known 
customer to another, with scarcely a 
glance around them in search of new 
business. Those men are successful, 
perhaps, because of an established 
trade. Also they may be highly in- 
genious in discovering ways in 
which their regular customers can 
use more of their products. They 
may increase their business by in- 
creasing their sales to their present 
customers; and they may uncover 
almost no new prospects. 

Then, there are other salesmen 
who always go about with eyes open 
for the least hint of a new prospect. 
These latter men never miss a sign 
that indicates the presence of a new 
or an enlarging concern. They don’t 
hesitate to stop and investigate if 
they see a roadside sign that means 
a user of mill supplies. They are 
not in such a hurry to get some- 
where that they see nothing of what 
they pass on the way. 

There are contractors who carry 
on large operations without any 
home office and they are not to be 
found as easily as one may walk into 
a main entrance of a factory and 
ask for the president’s office. 

A highway contractor of my ac- 
quaintance bids on large state high- 
way contracts, involving hundreds of 
thousands of dollars, and yet he has 
no other office. than his hotel or 
house address where he and his wife 
are living during the period of the 
contract. A highway contractor is 
not buying mill supplies as a factory 
does, but he does buy and use many 
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items on the mill supply list, and 
some of them he uses in large quan- 
tity. The way to get a line on such 
prospects is by watching the con- 
tract lettings and then getting to 
the successful bidders ahead of the 
other fellow. Ordinarily a man who 
has been awarded a big highway 
contract is in a hurry to get action 
right away on the purchase of sup- 
plies and equipment. 

It might be worth while for the 
mill supply salesman who travels by 
auto, to stop when he comes to a 


The 
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“DETOUR” sign, and instead of 
immediately taking the detour, to 
hunt up the men on the construction 
job and see if he can get in touch 
with the contractor, or at least find 
out whether there is going to be any 
early need for anything in his line. 
This whole contract may be operated 
from an emergency office in a road- 
side shanty or in a tent. 

To the mill supply salesman 
searching for new business, any 
sign of mechanical work is a clue to 
possible prospects. 


Salesman’s Illusion 


To Many Men on the Road the Grass on the 
Distant Hill Looks Greenest 
ERNEST H. SMITI) 


Jack Dobbs sold mill supplies for 
the Good Mill Supply Company. He 
covered “down state” territory. His 
firm was an old reliable, well estab- 
lished supply house, and the lines 
handled were of known and recog- 
nized quality and well advertised. 

There was .only one thing that 
worried Jack and that was the activ- 
ity of the Better Mill Supply Com- 
pany, his firm’s principal competitor. 
Wherever he went, he found mill 
supply users praising the Better 
Mill Supply Company and the lines 
they handled, and seemingly enthu- 
siastic about their service. With 
his own line, prices always seemed 
a little bit too high, or his house did 
not give as good service, or some- 
thing else was the matter. 

Of course, Jack had his own cus- 
tomers and had built a fairly good 
supply business in the “down state” 
territory. He sold them regularly, 
but they never seemed to register 
much enthusiasm. They would al- 
ways speak in glowing terms of his 
competitor until he began to get the 
idea that the Better Mill Supply 
Company had many specific advan- 








“As a salesman,” said Jack, “I’m a Wow! 
I am known as the kittie’s me-ow.” 

But this same “live wire’ 

Turned out a “flat tire.’ 
He’s job hunting somewhere right now. 


tages that were not enjoyed by his 
own house. 

Although Jack kept right on plug- 
ging away and sending in the or- 
ders, he gradually developed a feel- 
ing that he was holding his trade 
entirely by grace of his own per- 
sonality and that, on the whole, his 
customers were largely dissatisfied 
with his house. These convictions 
grew upon him until at length he 
decided to resign his position and 
go to work for his competitor if he 
could make the connection. The 
grass on the other side of the valley 
was looking very green and inviting. 
THEN A STRANGE THING HAPPENED 


With surprisingly little difficulty, 
Jack was able to arrange things 
with the Better Mill Supply Com- 
pany, and they even gave him the 
same territory he had been working. 
Then a strange thing happened. At 
least, it was strange to Jack Dobbs. 

He had anticipated no difficulty 
whatever in getting all his old cus- 
tomers to transfer their allegiance 
from his previous connection to his 
present one. They had always 
seemed to like the house he was now 
representing so much better than 
the old one. But, when he came to 
call on them for the Better Mill 
Supply Company, it seemed they had 
experienced a change of heart. They 
did not seem any more enthusiastic 
over his present house and their lines 
and many of them told him what a 
good house he had left. 

Almost to a man, his old custom- 
ers said they would continue buying 
from the old house, the house they 
were already dealing with and which 
Jack had left. A few of his close 
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personal friends switched several 
orders over to him, but he had more 
grief with the orders than they were 
worth. Finally, he was forced to 
build an _ entirely new _ business 
strictly on the merits of the lines he 
was now handling and without any 
reference to competition. 
A REAL MORAL HERE 

There is a real moral in this story 
of Jack Dobbs. Any salesman is apt 
to feel that his prices are too high. 
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Every buyer tells him so. If the 
buyers did not do this, they would 
probably not be considered wise 
buyers. They are prone to tell the 
salesman of the many advantages of 
his competing firms and about the 
lower prices at which competing 
products are sold. 

After a time, the salesman comes 
to believe there is something in all 
this talk. All this enthusiasm re- 
garding his competitor’s lines and 


Need Sales Coordination 


W ide Variation Noticeable in Percentage of 


Salesmen’s Orders as Compared to 


Total Gross Business 


“Only ten per cent of the orders 
for my products are brought into a 
certain mill supply house by the 
salesman for that house. The other 
ninety per cent come in by mail or 
by telephone, presumably because 
the customer has seen the listing in 
a catalogue or has been sold on it 
through other advertising.” 

The above is a statement which a 
manufacturer of a well known mill 
supply item made following a recent 
conversation with the manager of a 
company 

“Don’t vour salesmen ever analyze 


their prospects for the 


which stocks his product. 


succeeding 
day’s calls?” That is the question 
which the manufacturer put up to 
the supply house manager in the 
ourse of his visit. It developed 
that this was not the usual practice 
among the salesmen of the house. 


ufacturer expressed the 





salesmen would pre- 


pare each afternoon a list 


ot the 
prospects whom they expected to 
call the succeeding day, and would 
then study each name on the pros- 
pect list and analyze on the basis 
of what that particular prospect 
might need, the results would be 
astonishing. 

The incident leads to the ques- 
tion: “What is the relation of the 
salesmen’s orders to the total sales 
of the average supply house?” A few 
years ago figures were secured from 
several prominent distributors, and 
they showed that there existed a 
wide variation as to results obtained 
in various organizations. 

One house whose total business 
amounted to a million dollars in a 
year reported that 80 per cent of its 
orders were secured by its salesmen, 
10 per cent were received by tele- 
phone and 10 per cent came by mail. 


Another house. whose gross busi- 
ness was less than half a million 
dollars a year, secured only 10 per 
cent by salesmen, while 60 per cent 
was in telephone business, 20 per 
cent by mail and the remaining 10 
per cent was sold ‘‘over the counter.” 

A third house, doing approximate- 
lv the same amount of business as 
the second one, secured 50 per cent 
of its orders through salesmen, 20 
per cent by telephone, 20 per cent 
by mail and 10 per cent from house 
customers, over the counter trade. 


Is the Salesman to Blame? 


the seeming lack of enthusiasm 
towards his own, begin to get on his 
nerves. He fails to stop and con- 
sider the real facts. If he did, he 
would realize that most of this talk 
about competing lines is camouflage 
on the part of the buyers. 

To succeed in selling mill supplies, 
the salesman must keep himself sold 
on his own lines and forget all about 
competition. The distant hills may 
look the greenest, but seldom are. 


Still another house, doing over 
half a million dollars’ worth of 
business a year, gave their salesmen 
credit for securing 98 per cent of the 
business. 

There were other’ variations 
shown, so widely different that it 
would be impractical to draw any 
average as between the value of 
salesmen’s efforts for the distribut- 
ing field as a whole. 

It does appear, however, that there 
is a wide field for mill supply house 
executives and salesmen to get down 
to a serious study of the relative 
results which are accruing from 
salesmen’s efforts, as compared to 
the telephone and mail order results, 
and then to properly bolster up any 
element of weakness so as to coordi- 
nate the entire sales efforts for the 
common good. 


Old Timer Hits at the Mill Supply House 


With the Antequated Catalogue and 


Discount Sheets 


The salesman gets blamed for a 
lot of things that ought to be 
charged up to the home office. That’s 
what Old Timer believes. In one of 
his recent visits to the “editorial 
sanctum,” he gave vent to his feel- 
ings on this subject with a long dis- 
sertation of some of the hardships of 
a mill supply salesman. 

“T had a job once,” he began, 
“with a mill supply house, which had 
a catalogue that was so old that it 
was vellow with age. It didn’t any 
more represent what could or could 
not be found in our stocks than 
would a last year’s radio jobber’s 
catalogue describe this year’s lines. 
To supplement the information, I 
had a pocket full of discount sheets 
in pink and blue and yellow and all 
colors. 

“Was it fun selling for that house? 


Oh, boy, I'll tell you it was. A pur- 
chasing agent would say: ‘Harry, 
what’s the best you can do on ma- 
chine bolts today?’ Out would come 
a pink discount sheet, whereat the 
old P. A. would query: ‘Now where 
in the world did you get that pink 
sheet? I’ve never seen one like that. 
The latest I’ve seen is a blue one, 
and say, there doesn’t seem to be 
any prices anything like that in the 
catalogue I have.’ 

“Then I’d run up against an in- 
quiry for a price on some ordinary 
everyday item, which could be found 
in almost any up-to-date mill supply 
house catalogue, but unfortunately I 
couldn’t find this particular product 
listed in our antiquated edition. 

“One day, I recall, a purchasing 
agent had just asked me for a price 
on a Porter bolt clipper. Now that 
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item can be found in nearly all mod- 
ern supply house catalogues. I was 
turning the pages of our book and 
carefully perusing the discount 
sheets, literally trembling in fear of 
what that buyer would think of a 
house and a salesman who was so 
poorly equipped for his job, when a 
real stroke of luck came my way. 
The purchasing agent was called out 
into the factory. 

“He had no sooner gone than I 
realized that here was my salvation. 
I had to hand him an intelligent 


Inequalities 
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answer. Across the street from the 
factory was my faithful old ‘Lizzie’ 
and reposing beneath the seat was a 
copy of a competitor’s catalogue. As 
fast as my legs would carry me, I 
made ‘Old Henry,’ secured the cur- 
rent information that I should have 
been able to find in my own cata- 
logue, and back I dashed to the fac- 
tory office. In a few minutes the 
buyer returned and apologized for 
the delay. He needed no apology, if 
he only knew it, because he had lit- 
erally saved my life. I gave him the 


of Territory 


Difficult Compensation Problem Often Arises From the 


Contrast in Purchasing Power of the 


Allotted Prospects 


There are certain inequalities of 
territorial assignments of mill sup- 
ply salesmen which present one of 
the ever existing problems of the 
supply house sales management. 

A veteran salesman was discussing 
this the other day in connection with 
the subject of the new tendency of 
the supply field to take into consid- 
eration the percentage of profit 
rather than volume of sales as the 
basis for remuneration of salesmen. 

“What are you going to do about 
the difference in possible results be- 
tween territories?’ asked this sales- 
man, and he explained his question 
by the following narrative: 

“Some years ago I was working 
in a mill supply house in a large city. 
One of my fellow salesmen had a 
city territory in which was located 
the purchasing office of a large coal 
company. It was a large purchaser 
of supplies, the largest in fact of 
any of the coal companies in our 
entire territory. Jim was in very 
solid with the purchasing agent, and 
it was a common occurrence for him 
to pull down a large order. For ex- 
ample, the company would purchase 
5,000 coal bags at a time. Nothing 
at all for Jim to bag a $5,000 order 
on this basis. 

“On the other hand, I had several 
smaller coal companies in my terri- 
tory, but there wasn’t a single one 
of them who ever purchased over 20 
or 30 bags at a time, and the com- 
bined maximum purchasing possibil- 
ities on this one item wouldn’t even 
approach five per cent of the large 
customer’s located in Jim’s territory. 

“T merely mention coal bags be- 
cause one of the outstanding ex- 


amples of the contrast of territories 
happened to be the instance cited. I 
have’seen cases in which similar sit- 
uations existed as between large 
factories and small ones. 

“Now what bothers me is this: I 
was working just as hard as Jim and 
my percentage of possible gross 
business from my territory was just 
as high proportionately as was 
Jim’s, but the fact that he had some 
customers who were preponderantly 
larger than any customers in any 
other salesman’s territory made Jim 


price and incidentally got his order. 

“This may surprise a lot of mill 
supply men, but it’s gospel truth. 
Some of these supply house man- 
agers imagine that all a salesman 
has to do is to quote some informa- 
tion out of the blue sky, and take 
away an order, in spite of the fact 
that their competitors are better 
equipped with up-to-the-minute in- 
formation in the form of an intelli- 
gently prepared catalogue, plus time- 
ly discount sheets to complete the 
picture.” 


top the list of 
house.” 


salesmen for the 


This is one of the problems of 
almost any sales organization, and 
one which furnishes ground for an 
endless argument pro and con on 
the value of the individual salesman 
to his company. It would be inter- 
esting to learn how various mill sup- 
ply organizations solve this problem. 
One of the solutions would appear 
to be the fixing of compensation on 
the basis of a straight salary for 
salesmen, depending on a fixed terri- 
torial average gross profit, addition- 
al bonus or commission arrangement 
starting only after the territorial 
maximum figure has been reached. 
“The Mill Supply Salesman” Section 
will be pleased to hear from any mill 
supply houses which have a definite 
and comprehensive plan for taking 
care of this territorial differential. 


Secret of Salesmanship 


Experience and a Post Graduate Course 


in Common Sense and Good English 


L. M. EDWARDS 


There has been so much written 
on the subject of how to sell goods, 
so many different ideas conveyed 
that it seems that all attempts to 
analyze how to sell goods have really 
failed. At least, that is the opinion 
of the writer. 

Most salesmen knew little about 
life, and nothing about the selling 
game, when they first started out. 
Their education was paid for by the 
boss, although perhaps the salesmen 
did not know that they were being 
educated. The salesman’s education 
improves by experience, and most 
salesmen never stop learning, al- 
though many of them stop studying. 

Most writers, who infer their own 
great sales ability, tell the unin- 
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formed how to sell goods, how to ap- 
proach and what to say. They insert 
many words to make volume, but 
when they are through, they have 
really said nothing. Why? Because 
they do not know what has taken 
place in a salesman’s mental makeup. 
They have never overcome the han- 
dicaps and experienced the thou- 
sands of hardships that a _ real 
salesman takes for granted as a part 
of the game, to say nothing about 
such little annoyances as long un- 
productive walks, cards repeatedly 
returned, long night rides, expense 
checks delayed, mail gone astray 
and many other such heartbreakers. 

What has taken place in the make- 
up of the salesman who has had 














such experiences? His bump of 
aggressiveness has been developed. 
His nerve has become solidified and 
his gall has been “educated.” A 
salesman without an “educated” gall 
is a novice, an order taker or a hand 
bill distributor, but a salesman with 
an “educated” gall, one that has had 
proper training and the right kind 
of bringing up, is polite, yet aggress- 
ive, and is insistent upon his rights 
from buyers, hotel clerks and sales 
managers. In his spare time, he 
reads worth while books on the 
topics of the day, and in time be- 
comes a walking encyclopedia on the 
subjects that may interest buyers. 


“The Mill Supply Salesman’”’ Section 


He now feels fit to battle the world 
because his education has been built 
on experience and his school is that 
of hard knocks and common sense. 
Many persons confuse a salesman 
of the “‘educ:.ted” gall type with a 
graduate of the garrulous school. 
The latter is generally working as 
a second rate auctioneer or a shy- 
ster lawyer, or else he is using his 
imagination to correct social and po- 
litical evils by soap-box oratory. 
The secret of salesmanship is a 
course in experience, with lectures 
on good manners, observation, mem- 
ory and a post graduate course in 
common sense and correct English. 


Training of Salesmen 


Outline of Principles as 


Adopted by Committee of the 


Vational Machine Tool Builders W orthy of 
Attention of Mill Supply Field 


This broad problem of training of 
salesmen is which been 
drawing the attention of many sales 
executives, and recently the National 
Machine Tool Builders’ Association 
deemed it so advisable to take a for- 


one has 


ward step in this direction that it 
has appointed a committee on train- 
ing salesmen for the machine tool 
industry. At the recent annual 
convention of the association, held 
in Washington on September 30th 
and October Ist, the committee sub- 


mitted an outline of a 
training with the 


that each 


course in 


recommendation 


machine tool salesman 


should be “put through”’ it. 

This outline is one which mill 
supply house executives and sales- 
men, regardless of whether they are 
particularly interested in selling 
machine tools or not, should study 
with a view to instituting an out 


line along similar lines for their 
own use. It is really an outline ot 


principles, as follows: 
L. Development ot 
a) Analysis of 


sales ability: 
prospect; (b) Sell- 
ing power of proper presentation: 
(ec) Importance of complying with 


selling system; (d) Salesmen’s re- 


ports; (e) Punctuality in appoint 
ments; f) Persistency in calls: 
g) honesty in representing prod- 
uct: (h) Importance of approach; 
(i) Ability to think and relate 
thoughts; (j) Analysis of territory: 
(k) Conservation of time; (1 


Value of knowing when to stop talk- 
ing; (m) Unqualified belief in 
product. 


2. Development of knowledge of 
product ; Experience by ac- 
tually having made or used product; 
b) Technical points of advantages 
in product; (c) Salient features 
which can be based on engineering 
principles or technical features; (d) 
To convincingly and simply present 
the product: (e) History of prod- 
ict: (f) Knowledge of raw materials 
Knowledge of physical 
capacity of plant: (h) Knowledge of 
influence delivery; 

Knowledge of usefulness of 
product; (j)° Knowledge of produc- 


tability of product. 


(a) 


used: £ 


factors that 


3. Familiarity with company’s 
policies: (a) Standard of ethics; 
b Policy in rendering service; 
To what extent concern is re- 
sponsible; d Knowledge of atti- 


tude toward competition; (e) 
Knowledge of advertising 

f) Knowledge 
ments; (g) Knowledge of 
regulations and policies; (h) 


policies; 
1f policy on adjust- 
traffic 
Knowl- 


edge of relations with dealers and 
agents: i) Knowledge of sales 
manual. 

1, Familiarity with finance: (a) 
Knowledge of terms of sale; (b) 


Familiarity with market conditions: 
study and analysis of 
company’s statistics; (d) How to 
read signs in market; (e) Peculiari- 
ties of others in financing sales; (f) 
Familiarity with instruments of 
credit, such as drafts, notes, chattel 
mortgages, acceptances, shipping 
documents, etc. 

5. Development of 


c) Close 


personality : 


November, 1925 


In Selling as in Golfing 


I was reading in the papers just the 
other day 
Of a world famous golfer who makes 
his golfing pay 
To the tune of 
a vear, 


And I couldn't help but thinking as I 
read it: 


fifty thousand bones 


Winning pays its way. 
said it. 


Oh, boy, you've 


In fact, if you're possessed 
Of the stuff that makes you best 
So that the 


Of your living then you never need 


you surpass rest, 


have fear. 

This applies to selling mill supplies as 
well 

As to golf or any game, if you excel, 

For a star must be looked up to, we 

all know. 

Take golf, as we said. 

Its have 

If you have a powerful drive 


have 
fundamentals we read. 
ind on approach you thrive, 
And in putting you're alive, 
You'll tind 


vOour low. 


soon out youre keeping 


score 
like golf, there 


In sale smanship, are 


Sons traps, 
Which make the playe rs swear at times, 
pe rhaps. 


In fact, hazards on all sides in this 
old game. 
But if YOu USE the proper club 
And prove you re not a dub, 
A nd if you hee ¢ p your patie nee, too, 


You'll find there will he 
Of these traps that will keep you 


From coming out a winner just the 


fe uw 


same, 


You have to follow through, so they 
Sai, 
With wour eve on the hall throughout 


the pla /. 
What 
telling. 


fi HOUuUr Gane 


figure s is the doing, not the 
HOU would enhance, 

Just practice on your stance, 

For it’s plainly to be seen 

You must get upon the green 

In fwo or three, 


It's results that count—in golfing or 


not seventeen. 


im Seé lling. 


(a) Personal magnetism; (b) Pow- 
er of speech; (c) Quick thinking; 
(d) Analyzing prospect; (e) Habits 
of action; (f) Truthfulness, punc- 


tuality, neatness; (g) Attention to 
business; (h) Reliability; (i) Atti- 
tude toward competitors; (j) Self- 


confidence. 

The above outline of principles of 
training will have the close attention 
of executives in the machine tool 
industry. Many of these same 
principles may very well be applic- 
able to the work of training sales- 
men for the general mill supply 
field. 
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ALFRED C.GREENING, Pres CABLE AODRESS “ARKACARTER” ; 


Wm. B.PAULSCRAFT, Vice Pres WESTERN UNION, { 
BF. HARRISON. Treas ESTABLISHED 1870 coves: LIEBER’S, STANDARD ; 
a auane e A.8.C.5™ & 6TY EDITIONS 


t.K.Garter & Co, 


BUYERS FOR JOBBERS OF 
HARDWARE -IRON-STEEL-MACHINERY 
MILL -MINING-RAILWAY-STEAM FILTERS 
PAUMBERS:-ELEGTRICAL & AUTOMOBILE, SUPPLIES. 
66 & 68 READE STREET, 


PITTSBURGH, PA 


COMMONWEALTH BUILDING 


NEW YORK® september 17, 1925. | 


PLEASE DO NOT ADDRESS YOUR REPLY TO AN INOIVIOUAL 





MARK IT DEPARTMENT H: TLK 





Crawford Fublishing:- Co., 
537 South Dearborn St., 
Chicago, Ill. 


Gentlemen: -— Attention — Mr. C.W. Miller, Secretary 





We are indeed indebted to you for your 
letter of the llth, giving us the information regarding 
"Enamelite". Your organization seems to be varticvlarly 
efficient in answering difficult questions. 

As buyers, we are supposed to be very vell 


informed, and we are very well posted es to the 


= 


ranufacturers of various commodities We velieve our 
files and our records are most complete, but occasionally 
we do come in contact with « varticularly "hard one", 

and it seems that every time we appeal to"Mill Supplies" 


re cet the desired information, 


The case in question was particularly hard 
because while the product was formerly called Enamelite #1 
and Enamelite #2, the name has been changed, and it is 
now called "Localcase" and"Localhard} but you got the 


information for us just the same. 


Very truly yours, 
R.K. Cart & Cf 
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E/ The Blotorch For Zero Weather 
ESS, Costs No More 
aaa = 
Service that meets every emergency! Than Ordinary 
i : 
\ marn-prive belt crippled by accident. The whole i i 
plant tied up. A hurry call to Ladew for emergency Blotorch } | 
service. And 24 hours afterwards the new Ladew | 5 
selt, 176 feet long, tandem drive, had been built, i 
installed and was carrying its 1000 H. P. load! Standard of the ; 
Such a record service is gladly rendered in cases i i 
of emergency. But most orders can be shipped im- World 
mediately from the ample stocks at branch stores. 
In cases of unusual requirements, Iadew facilities at ' 
the main factory are such that any belt can be TURNER SLOTOR(H r 
shipped within 24 hours. Safe as 3 Candie No afi Quart 
Whether for rush shipment or not, vou are always - , ; 
sure of Ladew Quality Belts. Made for long-term, Specially designed to burn present-day kero- 
economical —_— — all the = gta aah sene or gasoline with a patented Superheating 
vears of fine belt making. Send in the coupon Tor ¥ 
ites: ial Tack” adel tease ine Seee wk aime wsten. Burner Baffle and Heater Plug. Separate Shut Off 
aes , and Cleaning Needle obviates orifice trouble. The 
EDW. R. # A D EK W CO., Inc. Automatic Safety Valve prevents explosions. The 
sa . snes cathe ; sez s is oO en- 
BELTING AND OTHER LEATHER PRODUCTS — — ~_ a has Xs * “ey a 
Since 1835 29 Murray Street, New York City =e cde 4 t at above fuei-nne—no leaks. . 
Branches: Atlanta, Ga.: Boston, Mass.; Chicago, TIL: Pistol Grip fits any hand comfortably. FEAR- i 
Glen Cove, N. Y.; Newark, N. J.; Philadelphia, Pa.; SLY GUARA ; | 
Pittsburgh, Pa.; ‘oe Risunieien, Cal. 4 LESSLY GUARANTEED. s 
wee ee ee MAIL TODAY<<<<=<«=2.eec< Order from your Jobber. i 
EDW. R. LADEW CO., Isc. 102-E Write us for new catalog i 
29 Murray St., New York, U.S. A. : 
Pietse send me a copy of “The Proof Book” QR yan if #<"'itwusere 14 .. KD ' 
ind full information about Ladew Leather Pelting. ¢ HE TURNER BRASS » Vo ‘ 
Name Newton St., Sycamore, Il. ) 
Company The World’s Largest Exclusive Manufacturers 
Address of Blotorches, Fire Pots and Brazers ' 














It's Easy to be Monarch Ball Metal |. | 
on the Safe Side The Steel Process Babbitt 













i 
Aa: > A single wiping cloth in a SEE 
GARI EOE bale of clean looking wip- 
¥ a yale Of clean 1oOKIng wip THE ' 
st ‘ ers may carry germs that : IDEA ? ' 
would start an epidemic. me. BA / : 
Plain laundering is not : F ' 

sufficient safeguard. 
We more than meet all } 


sanitary and board of 
health requirements. Not 
only are Blue Grass 


Wipers washed, boiled TRape mark 
























and disinfected, but they ee a: “acai 
" are sterilized by baking in LOW HOLES and hard — ONARCH BALL METAL 
324 degrees of heat. They come to you spots in babbitt bearings are overcomes this difficulty by 
3 a ee F sf x . caused by too rapid oxidation carrying its own flux in the hole 
clean, soft and absorbent. That 1S why All bar babbitts handled by the in each ball. This flux mixes 
more and more jobbers are stockine and consumer today oxidize when with the melted metal, clarifies 
-atal . Bl C Wi 7 = being poured—the antimony sep- it and makes it flow freely. It 
cata ville & ue rass Vipers. W rite the arating and forming hard spots also prevents oxidation by cov- 

Louisvi ; + =e and making it almost impossible ering the surface of the molten | 

: Ss : le Sanitary Wipers Co., Inc., Louis to secure a perfect bearing. metal and shutting off the air. t 

ville, Ky. j 

Saginaw Hardware Company, Saginaw, Michigan, wrote: j 

About twenty years ago we took on the sale of Mon i 

h Ball Metal, and it pleases us to be able to truth ' 

illy say that through all these years this product has | 

een and is now one of the most satisfactory items that ' 

ve t ell in our Mill Supply department.’’ ; 

i 

/ Write for further particulars and distributors’ proposition. j 

WIPERS MONARCH METAL CO | 

e° 

. . ° e ' 

Can be one of your Best Sellers 119 South Lincoln St. Chicago, Ill. : 
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R. E. 


Buchholzer is now department manager in charge of 
sales 


and buying of factory supplies for the Fort 
Pipe & Supply Co., formerly the 
Co., Fort Wayne, Ind. Mr. 
varied experience 


Wayne 


Fort Wayne Oil & Supply 
Buchholzer 
in the mill supply 


has had 
field. He 


a long and 
was in the 





R. FE. Buchholzer 


service of 
years, 

boy in 
outside 


The Luetkemeyer Company, Cleveland, for 19 
having started with that organization as an office 
1905. A few years afterwards he was promoted to 
salesman and then to assistant manager of the fac- 
tory supply department. In 1921 he was made department 
manager. In 1924, the Luetkemeyer Company sold to 
the W. Bingham Co., of Cleveland, and Mr. Buchholzer was 
made assistant sales manager of the latter’s factory supply 
department. In his new position with the Fort Wayne Pipe 
& Supply 


Was 


Company, he succeeds Delbert H. Coan, who re- 
cently started in business for himself. 

Charles Bond, president, Charles Bond Company, Philadel- 
phia, returned a few weeks ago from his recent trip to 
England. 

Paul Armstrong, president of Armstrong Bros. Tool Co., 


Chicago, returned home a few weeks ago from a trip to Port- 


land, Oregon. 
G. L. Carleton, manager of the Appleton Car Mover Co., 
Appleton, Wis., was a Chicago visitor during the early part 


of October while en route to St. Louis on a business trip. 
F. T. Hildred, president of F. T. Hildred & Company, St. 
Paul, Minn., dealer in power plant equipment, transmission, 
steam and mill supplies, within the past fortnight went on 
a duck hunting trip to North Dakota. 
J. W. Osborn, of The Joyce-Cridland Co., Dayton, Ohio, 
manufacturer of jacks, has been appointed chairman of the 
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educational committee of 
chasing Agents for 

Charles W. 
Co., North 


the National 
the current year. 


Association of Pur- 


Sager, formerly president of the Sager 
Chicago, IIl., 
of the Yale & Towne 
recently purchased the 


Albert F. Bachers, formerly with the Standard Sanitary 
Manufacturing Company, Detroit, has been appointed repre- 
sentative of the Stockham Pipe & Fittings Company, Birm- 
ingham, Ala., in Michigan, Indiana and Ohio. 

W. C. Davis and Howard F. 
Company, Wadsworth, 
week of September 


Lock 

has been elected a vice-president 
Mfg. Co., Stamford, Conn., which 
Sager company. 


Meyers, of the Ohio Injector 
O., were Chicago visitors during the 
28th. Mr. Davis is from the home office 
and Mr. Meyers covers the Indianapolis territory. 

H. W. Ennis, of Oneida, N. Y., formerly employed by 
the Dodge Manufacturing Corporation, has entered the sales 
department of Victor Balata & Textile Belting Co., New 
York, and will cover New York state territory for that 
company. Mr. Ennis has had many years of experience in 
the transmission field. 

D. G. Caywood, for several years manager 
branch of the Black & Decker Manufacturing Company, Tow- 
son, Md., has been promoted to a new position as special rep- 
resentative of the company on various types of special work. 
He has been succeeded by A. D. Geiger, formerly salesman in 
the Kansas City branch of the company. 


Alvin M. Smith and Mrs. Smith, of Richmond, Va., cele- 
brated their twenty-ninth wedding anniversary on Tuesday, 
October 6th. Friends entertained them at a very enjoyable 


of the Boston 


party. The mill supply field will be glad to learn that 
Mrs. Smith is once more completely restored to good health, 


which 
spring. 


was seriously impaired following an accident last 


Howard Coonley, president of the Walworth Company, is 
one of the members of the board of directors of the Colonial 
Air Lines, Ine., which is said to be the largest commercial 
air line at present operating in New England. Among the 
other directors of the company is Governor Trumbull of 
Connecticut. The Colonial Air Lines, Inc., does aerial taxi 
work, aerial photography, aerial advertising and operates a 
school of flying. 

R. H. DeMott, — sales manager, 
Inc., New York, and W. W. French, advertising manager, 
Dodge Manufacturing Corporation, Mishawaka, Ind., were 
among the speakers at the National Industrial Advertisers 
Association convention at Atlantic City October 19 to 21. 
Mr. DeMott’s subject was “Securing facts and figures from 
the field, and how to use them,” while Mr. French was a 
speaker at a session devoted to “Notable Advertising Suc- 
cesses of 1925.” The president’s address was delivered by 
Julius Holl, advertising manager, Link-Belt Company, 
Chicago. 


S. K. F. Industries, 


George R. Doughty, for the past 15 years assistant sales 
manager of the Republic Iron & Steel Company, Cleveland, 
Ohio, has been appointed manager of sales of The Mill and 
Mine Supply Co., Akron, Ohio, jobber of hardware, machin- 
ery and supplies for mills, mines, factories, plumbers, well 
drillers and contractors. Mr. Doughty’s appointment became 
effective October 1st, according to an announcement to MILL 
SUPPLIES by W. W. Sharp, president and general manager of 
the company. 
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7 interested in in- 
creasing their vise business 
invited to ask us about 
1926 Cooperation Plan 


are 
our 


Address M. F. O. 
The Charles Parker Co., Master Vise Makers 


Meriden, Conn. ste 
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“BROWNIE” 


Made Right — Priced Right 


CLAMPS 


Tough malleable iron with steel 
screws. Furnished either plain or 


nickel plated. 


TURNBUCKLES 


Strong and durable. Furnished 


either plain or galvanized. 


jobber 
write us for a catalog. 


Ask your or 


BROWNIE MFG. 
Co., INC. 


Fort Wayne, Ind. Ors 0 
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“LENOX” «: 


GLASS CUTTERS 


“The Toots in the Plaid Bor” 


AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS. 


QUALITY 
UNIFORMITY 
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Industry’s Chief Asset-—36 Sizes 
Material Handling Minimized 


2 


New 12 page Bulletin illustrates many radical ad- 
vantages in use and design. 
Sold almost exclusively through Mill Supply 


Houses. Most attractive propositions for Distribu- 
tors, Dealers and Agents. Write today. 


The Plimpton Lift Truck Corp. 


Elmcourt, Stamford, Conn. 
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Dealers, 







Attention! 
Midget Mill Flex No. 3. 


is the only tool known that will install 
satisfactorily the new 

Ford 30-Minute Brake Bands 
The demand is increasing so rapidly that 
we need your assistance in supplying it. 


List price, Frames or Holders $4.80 a doz. 
Blades $9 a gross, less dealer’s discount. 


The Henry G. Thompson & Son Co. 
Established 1876 
New Haven, Conn. 





Midget Mill Flex No. 3 
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Bluford Sharp 
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When writing to Advertisers please ¢ *ntion Mitzi SuppLigs. 
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Factory Additions 
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Chevrolet Motor Co., Flint, Mich., is building an addition 
to its plant at an estimated cost of $65,000. 

The Kaye-Repsher Ice Co., Meridian, Miss., plans to build 
a plant addition at an estimated cost of $50,000. 

The Kiel Woodenware Co., Kiel, Wis., plans to build a 
factory addition at an estimated cost of $40,000. 

The Beach Enameling Co., Coshocton, O., will build a one- 
story factory addition at an estimated cost of $50,000. 

The Elgin Clock Co., Elgin, Ill., plans to start soon on an 
addition to its factory at an estimated cost of $150,000. 

The Mount Clemens Sugar Co., Mount Clemens, Mich., 
plans to build mill extensions at an estimated cost of $100,000. 

The L. A. Young Industries, Inc., 9200 Russell street, De- 
troit, is building a one-story addition at an estimated cost of 
$75,000. 

The duPont Rayon Co., River road, Buffalo, is considering 
plans for additions to its plant at an estimated cost of 
$5,000,000. 

The Standard Steel Car Co., Hammond, Ind., has started 
construction of a factory addition at an estimated cost of 
$200,000. 

The Chattanooga Stamping & Enameling Co., Chattanooga, 
Tenn., plans to build factory additions at an estimated cost 
of $50,000 

The Cutler-Magner Lime Co., Eighth avenue, Duluth, 
Minn., is building an addition to its works at an estimated 
cost of $40,000. 

The Milford Electric Light & Power Co., Milford, Mass., 
plans to build an addition to its power house at an estimated 
cost of $50,000. 

The Missouri Utilities Co., Cape Girardeau, Mo., is build- 
ing extensions in its power plant and system at an estimated 
cost of $200,000. 

The Spicer Mfg. Co., Pottstown, Pa., manufacturer of 
automobile parts, plans to build a factory addition at an esti- 
mated cost of $50,000. 

The Seamless Steel Products Co., Twenty-seventh and 
Greves streets, Milwaukee, is building a shop addition at an 
estimated cost of $45,000. 

The Jackson Door & Window Co., 95 Canal street, Boston, 
is building a factory addition at its plant in Everett at an 
estimated cost of $45,000. 

The Gulf Red Cedar Co., Lebanon, Tenn., will rebuild the 
portion of its mill which was destroyed by fire recently with 
damage estimated at $50,000. 

The Larutan Fuel Co., Wichita, Kan., plans to use portion 
of a $2,000,000 bond issue to make extensions and improve- 
ments in its gas properties and pipe lines. 

The National Production Co., 2999 Bellevue avenue, De- 
troit, manufacturer of automobile equipment, is building a 
factory addition at an estimated cost of $50,000. 

The Baldwin Chain & Mfg. Co., Worcester, Mass., is 
reported to have purchased a large tract of land in Auburn, 
Mass., as a site for a proposed new factory. 

The Globe Woven Belting Co., 1396 Clinton street, Buffalo, 
manufacturer of woven cotton belting, is building a one-story 
factory addition at an estimated cost of $35,000. 

The Tennessee Electric Power Co., Chattanooga, is planning 
extensions and improvements in its system, including an addi- 
tion to its plant, at an estimated cost of $1,200,000. 

The Jacob Bloom Co., 1049 Frankford avenue, Philadelphia, 
manufacturer of cedar chests, will build a four-story wood- 
working shop addition at an estimated cost of $100,000. 

The Walworth Alabama Co., Attalla, Ala., recently let a 
contract to the Converse Bridge & Steel Co., Chattanooga, 
Tenn., for an addition to its warehouse, 120 by 240 feet. 

The Hayes Wheel Co., Jackson, Mich., manufacturer of 
steel automobile wheels, is reported to be considering the erec- 
tion of a factory addition at an estimated cost of $400,000. 
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The Wisconsin Parts Co., Oshkosh, Wis., manufacturer of 
automobile parts, will build a machine shop addition at an 
estimated cost of $75,000. 

Wurlitzer Mfg. Co., North Tonawanda, N. Y., manufact- 
urer of musical instruments, will build a factory addition at 
an estimated cost of $175,000. 

The F. E. Myers & Bro. Co., Ashland, O., is building a 
factory addition for the manufacture of pumps and gears. It 
will be five stories high, 70 by 180 feet. 

The Pittsburgh Plate Glass Co., Frick building, Pittsburgh, 
is planning to construct an addition to a subsidiary plant at 
Fultonham, Ohio, at an estimated cost of $1,500,000. 

The Minnesota Mining & Mfg. Co., Seventh and Fauquier 
streets, St. Paul, Minn., manufacturer of abrasives, is build- 
ing a factory addition at an estimated cost of $30,000. 

Brown & Bigelow, Inc., University avenue and Syndicate 
street, St. Paul, Minn., paper box manufacturer, will build 
a three-story factory addition at an estimated cost of 
$250,000. 

The Phelps-Dodge Corporation, Douglas, Ariz., will build 
extensions to its refinery at an estimated cost of $1,000,000. 

The Kier Fire Brick Co., Salina, Pa., is building an addition 
to its works at an estimated cost of $100,000. 





New Factories 
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Campbell Baking Co., Kansas City, Mo., will build a new 
bakery at an estimated cost of $425,000. 

The Westminster Paper Mills Co., Bellingham, Wash., will 
build a new paper mill at an estimated cost of $75,000. 

The Banana Casing Co., Ellenton, S. C., plans to build a 
veneer and lumber mill at an estimated cost of $80,000. 

The Golding-Keene Co., Trenton, N. J., will build a feldspar 
grinding and finishing mill at an estimated cost of $50,000. 

The Norfolk Woodworking Co., Quincy, Mass., is building a 
new mill and machine shop at an estimated cost of $35,000. 

The West Texas Compress & Warehouse Co., Lubbock, 
Tex., is building a compress at an estimated cost of $150,000. 

John Weber will build a three-story factory at 5118 West 
Ravenswood avenue, Chicago, at an estimated cost of $80,000. 

Kimball-Tyler Co., Inc., 261 South Eighth street, Baltimore, 
will build a one-story cooperage shop at an estimated cost of 
$75,000. 

The board of trustees of Endicott, N. Y., plan to have a 
new power house and hospital erected at an estimated cost 
of $350,000 

The Drake Bakeries, Inc., 71 Clinton avenue, Brooklyn, will 
build a new baking plant at Irvington, N. J., at an estimated 
cost of $150,000. 

The Table Rock Furniture Co., Morganton, N. C., is con- 
sidering plans for building a new factory at an estimated 
cost of $200,000. 

The Chadwick-LeClair Co., 5143 Trumbull avenue, Detroit, 
plans to build a one-story machine shop at an estimated 
cost of $25,000. 

The Continental Oil Co., Sapulpa, Okla., is considering 
plans for new storage plants at several points at an estimated 
cost of $750,000. 

The Ozarks Hydro-Electric Power Co., Little Rock, Ark., 
plans to build hydroelectric generating plants at an estimated 
cost of $700,000. 

Mason Fibre Co., Laurel, Miss., will build a plant to manu- 
facture insulated wall board and other products at an esti- 
mated cost of $200,000. 

The Valley Mold & Iron Corporation, Sharpesville, Pa., 
plans to build a branch plant at South Chicago at an esti- 
mated cost of $1,000,000. 

The Higgins Lumber & Export Co., Maison Blanche An- 
nex, New Orleans, is planning to build a new saw mill at an 
estimated cost of $75,000. 
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ELECTRICAL TOOLS 


November, 1925 





& EQUIPMENT 


SOLD BY MILL SUPPLY JOBBERS 


Built for the Work! 






1," Size 

$28.00 She Circe, Liclituas, 

1, = Size 

$58.00 line of portable electric 
drills, grinders and buffers 
is complete, including all 
types, sizes and prices for 
every purpose. 


Write for complete catalog 
and Jobbers’ proposition. 


—e 


The Ciucinnati Electrical Tool Company 
1525 Freeman Avenue Ohio 


MARATHON | 
Grinder and Buffer | 


Cincinnati, 














Is | 

This rin a Is, ' 
preparing ar g. af i 
for countless ott ine I 
garages, repair I station | 
blacksmith shops and \ eve n work | 
; luction of i 
h de n S our prices | 

25 to 50 per cent t re. Your ; 
best investment be the ' 
purchase of a and ; 
Buf Write for i 


We fully co-operate with mill supply houses. 


MARATHON ELECTRIC MFG. CO. 
50 Island St., Wausau, Wis. 


tapers oe 


Factory Maintenance with 


Stow Flexible Shafts 





Drilling —Grinding—Buffing and Wire Brush 
All Sizes—Motor and Belt Drive 


STOW MANUFACTURING CO., 
Binghamton, N. Y. 


PIONEER ‘ii DRILLS 


NC. 





The PIONEER Line includes 
heavy duty and Garage Special 
drills, cent rface and floor 
grinders. S catalog and 
jobbers’ price 
i 
oat Ball Bearing Lyuipped, but cost 
ouisville Elect I os ry P 
Louisvi : E a Mfg. Co. no more than the plain bearing 
louisville, Kentucky tools now on the market. 
7 —_ ree 2a IN 
W1 g to Adver 


please menti 


“ALWAYS A SOUND ‘INVESTMENT 


Production is faster—the work is dune better—and your men are 
more contented if their tools are always keen and sharp. High quality 
work is impossible with dull tools. The 


BODINE TOOL GRINDER 
Portable Electric 
svon pays for itself by increasing 
the amount of work each man can 
do, thereby lowering labor costs 

and saving time. 

The Bodine is made in % H.P. 
and %, H.P. Equipped with ball 
' bearings, heavy wheel guards, ad- 
justable tool rests, extra thick rubber covered cord. The Bodine is 
never an expense—always a saving. The price is reasonable. 





We will be glad to send you full particulars on request. 


THE BODINE ELECTRIC CO. 
2256 West Ohio St. Chicago, Ill. 
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Sfran 


Flexible Shaft 
Grinding, 
Polishing and 
Buffing Machine 
is a Mighty 
Handy Tool 
When once installed it 
becomes the most pop- 
ular machine in the shop. 
Several sizes 
Catalog Upon Request 
Manufactured by 
N. A. Strand & Co. 
5001-09 No. Lincoln St. 
Chicago, Il. 











Portable Blower 


615 
Air } 
Cooled + 
BALL ' 






BEARING \ *s 

Motor ; 

$40.00 

Net 

Retail 

Soft Rubber Nozzle 

This “MARVEL’ Portable Blower is designed for blowing 
dust nd dirt out of MOTORS, GENERATORS, SWITCH 
BO ARDS. LOOMS, KNITTING and other TEXTILE 
MACHINERY, as well for GAS BLOW PIPES, GAS FUR 


NACES, et 
Perfect ly 


20 feet high grade cable and armored plug 


Has TOGGLE SWITCH in handle, oper- 


Gives 16” water column pressure. 


as 










1 Conduit carryir 
at 100( 
eat time 


1g wires from motor to handle. 
0 R.P.M. on BALL BEARINGS This 
and labor saver, and its mechanic al and 
assurance of a very long life, with a min- 


Made 
cA.C. & 


with 


U NIVERSAL 
D.C.) for 
se 7m IPPING 
WEIG HT 18 lbs Shipped 
ays’ trial, ANYWHERE 
Sell them to your customers. 
for Dealers’ Discount, 
this advertisement. 
MANUFACTURED BY 
ELECTRIC BLOWER 
COMPANY 
352 Atlantic Avenue 


Boston 9, Mass., U. S. A. 


motors 
both 110 volt 


on 10 


Write 
mentioning 
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The Union Ice Co., 354 Pine street, San Francisco, will 
build a new ice manufacturing plant at Reno, Nev., at an 
estimated cost of $200,000. 


The Intertype Corporation, 50 Court street, Brooklyn, 
N. Y., plans to build a new plant at Harrison, N. Y., at an 
estimated cost of $550,000. 


The Southern Rock Asphalt Co., Louisville, Ky., is said to 
be considering plans for building a plant at Flint, Ala., at an 
estimated cost of $200,000. 


The Palm Lake Co., Inc., Lake Worth, Fla., is considering 
plans for a new cold storage and ice manufacturing plant at 
an estimated cost of $95,000. 


Johns-Manville, Inc., Madison avenue and Forty-first street, 
New York is building a branch plant at Pittsburgh, Calif., at 
an estimated cost of $850,000. 

The Camden Cold Storage Co., Camden, N. J., is reported 
to be planning to build a new ice and refrigeration plant at 
an estimated cost of $1,500,000. 

The Missouri Hydro-Electric Power Co., Kansas City, Mo., 
is considering plans for a new plant near Thomasville, Mo., 
at an estimated cost of $500,000. 

The Penstock Construction Co., Sharon, Pa., may build a 
plant at Oakland, Calif., to manufacture riveted steel pipe 
at an estimated cost of $250,000. 

The General Radiator Co., Continental Bank building, Chi- 
cago, will build a two-story factory addition at Quincy, IIl., 
at an estimated cost of $225,000. 


The Southern Fountain & Fixture Co., Dallas, Tex., is 
building a new three-story plant at 1900 Cedar Springs road 
at an estimated cost of $70,000. 

The Bates Valve Bag Co., 8200 South Chicago avenue, 
Chicago, is building a one-story branch factory at Nazareth, 
Pa., at an estimated cost of $50,000. 

The National Metal Etching Co., 42 Broadway, N. Y., has 
let a contract for a new factory to be built in Long Island 
City at an estimated cost of $170,000. 


The Gas & Electric Co., 245 Market street, San 
Francisco, plans to build a new hydro-electric generating sta- 
tion at an estimated cost of $2,300,000. 


Pacific 


The National Carbon Co., 30 East Forty-second street, New 
York, plans to build a new branch factory unit at Clarksburg, 
W. Va., at an estimated cost of $150,000. 

The instruction, Miami, Fla., will have 
manual training equipment installed in a new high school to 
be built at an estimated cost of $250,000. 


The City of Albany, N. 
of manual 


county board of 


Y., is considering the installation 
training equipment in a new junior high 


school 
which, it is estimated, will cost $250,000. 


The Climax Specialty Co., 1515 Pine street, St. Louis, manu- 
facturer of rubber products, is building a new factory at 
Troy, Mo., at an estimated cost of $45,000. 

The Realty Development Syndicate, 17 East 45th street, 
New York, will build a hydroelectric power plant near Hills- 
boro, N. H., at an estimated cost of $750,000. 

The Central Cold Storage Co., 350 North Dearborn street, 
Chicago, will build a new cold storage plant at 1444 South 
Sangamon street at an estimated cost of $60,000. 

The Oakland Brick Co., 1636 Franklin street, Oakland, 
Calif., will build a plant on a site approximately five miles 
out of the city, the estimated cost being $100,000. 

The Noel Ice & Cold Storage Co., 607 Tenth avenue, Nash- 
ville, Tenn., will build a new eight-story cold storage and 
refrigeration plant at an estimated cost of $450,000 


The board of education of Petersburg, Va., will have 
manual training equipment installed in a new junior high 
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The Consolidated Gas Co., 130 East Fifteenth street, New 
York, will build a power plant and gas works at Hunts Point 
Road and Edgewater avenue at an estimated cost of $20,- 
000,000. 

The board of education of Dansville, N. Y., is considering 
plans for installing manual training equipment in a proposed 
new high school which is to be built at an estimated cost of 
$150,000. 

The Texas & Pacific Railroad Co., Dallas, Tex., is having a 
one-story machine shop and engine house erected in connec- 
tion with a yard development which, it is estimated, will cost 
$1,000,000. 

The John A. Roebling’s Sons Co., Trenton, N. J., manu- 
facturer of wire rope and cable, will soon start work on its 
proposed new San Francisco branch plant which, it is estimat- 
ed, will cost $250,000. 

The Tomlinson Co., Inc., 142 North Seventh street, Phila- 
delphia, jobber of plumbing and heating supplies, is building 
a new $100,000 warehouse on Tenth street near Erie avenue, 
North Philadelphia. 

The Strowd-Holecomb Cotton Mills Co., Birmingham, Ala., 
a new company, has acquired the plant of the Preston Motor 


Co., that city, and will make alterations and additions at an 
estimated cost of $500,000. 


The Edward G. Budd Mfg. Co., Twenty-fifth street and 
Hunting Park avenue, Philadelphia, manufacturer of steel 
automobile bodies, will build a Detroit branch plant at an 
estimated cost of $1,200,000. 

The Hudson Mfg. Co., Minneapolis, Minn., manufacturer 
of farm equipment, is considering plans for rebuilding its 














DePere, Wis., plant which was destroyed by fire recently 
with damage estimated at $100,000. 
Increased Capital 
Southern Textile Machinery Co., Paducah, Ky., has in- 
creased its capital stock from $75,000 to $100,000, the pro- 


ceeds to be used for making plant extensions. 





New Corporations 
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E. J. Allen Mfg. Co., Long Island City, N 
manufacture machinery; 
others. 


« Ys» $262,500; to 
incorporators: E. J. Allen and 

The West Florida Ice & Ice Cream Co., Bradentown, Fla., 
$100,000, to manufacture ice; incorporators: George V. Denny 
and others. 

Duke Mfg. Co., 32 South Leonard street, St. Louis, $50,000, 
to manufacture stoves and ranges; incorporators: Marsh P. 
lduke and others. 

Adamant Portland Cement Co., Mason City, Iowa, $4,000,- 
000, to manufacture cement; incorporators: T. T. Blaise, 
C. J. Lambert and H. S. Boyes. ; 


The New Aluminum Wheel Corporation, 113 Union street, 
Elizabeth, N. J., $25,000, to manufacture wheels; incorpo- 
rators: F. Lambert Patten and others. 

Corporation, 121 North Eighth street, 
Philadelphia, $50,000, to manufacture radio appliances; in- 
corporators: I. A. Margolies and others. 


Eagle Charger 


The Foskett Brown Mfg. Co., Nashville, Tenn., $100,000, 
to manufacture valves and temperature control appliances; 
incorporators: Foskett Brown and others. 


i school which is being planned at an estimated cost of $300,000. Electro Chemical Thermostat Corp., 2434 Greenmount 
| The Abernathy Furniture Co., 1513 West Ninth street, avenue, Baltimore, $100,000, to manufacture thermostats; in- 
| Kansas City, Mo., is building a new four-story and basement corporators: John L. Brown, Wiliiam D. Pinkerton and 
plant at Leavenworth, Kan., at an estimated cost of $100,000. others. 

' 
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SPECIALTIES FOR MILL SUPPLY JOBBERS 
Who are Seeking Opportunities for Sales and Profit 








Keyless 
Ball 
Bearing 


Drill Chucks 


Why vou should stock and sell them. 


1—-Your customers want them. 
2—You make a fair margin of 
profit on every sale. 

3—A sale will bring a repeat order 
without additional effort. 





Eastern Tube & Tool Co., Inc. 


594 Johnson Ave. Brooklyn, N. Y. 







Hand 
Operated 


A Profitable Line for Supply Houses 


Every supply house that sells 
valves can have a profitable 
business in METALLO 
Valve Discs. They are heavy 
copper shells filled with com- 
pressed asbestos—an elastic, 
resilient cushion that closes 
tightly on the valve seat. 
Used on high pressure steam, 
hot and cold water, gas, air, 
oil, etc. Best for all disc 
renewals. 


No Key 


Made with | 
Square or 
Round Hole. 
Free Sample 
to Jobbers. Don't overlook this! 
Send for Sampie! 


METALLO GASKET CO. 


242 Lafayette St. New York 
Factory at New Brunswick, \. J. 





and “push” the 
Skinner line of 
pipe repairs. 
They’re always creating new business—prof- 
itable business. Send for our proposition. 



















M. B. SKINNER CO., MFRS. 
558 Washington Blvd., Chicago 





|) WIZARE=G 
Bale: 2) NSzes 


Senses to contain no + sate 


WIZARD (Stick) Belt Dressing 


IS STRICTLY A JOBBERS’ PROPOSITION 


Jobbers specializing in transmission mate- 
rials will find our advertising system unusu- 
ally helpful in selling belt dressing. 


Sales zuaranteed—Write for our proposition. 


RICHMOND BELT DRESSING MFG. CO., Inc 
Richmond, Va. 


When writing 





1133 
Canal 1530 


The Chicago Sanitary Rag Co., Inc. 


Manufacturers of 


SANITARY WIPING RAGS 
NEW AND WASHED CHEESE CLOTH 
NEW AND WASHED BEEF CLOTH 
MILL ENDS 

2137-43 S. Loomis St. 


The “Blakeslee” Non-Auto- 
matic Water Jet Pump 





A simple and cheap apparatus for removing 
water from cellars, flywheel pits and founda- 
tion or for emptying gas water tanks. The 
motive power is hi-pressure water from mains. 


No Freezing—No Valves or other Moving 
Parts—Noiseless, Economical, Fool Proof. 


Blakeslee Makes and Guarantees It. Wise 
Dealers Sell It. Shrewd Men Buy It. 


Write for Bulletin No. 28 with full information. 


Blakeslee Mfg. Co., 10 Q St., Du Quoin, Ill. 


Every mill supply house 
should stock and catalog— 
DAVIS VALYE 


STEAM SAVERS SINCE 1875 


SPECIALTIES 


Pressure Regulators Float Valves 

Back Pressure Valves Steam Traps 

Stop and Check Valves —Other Valves, all listed 
Exhaust Relief Valves in the big catalog. 


Write for your copy and for the liberal dealer plan to— 


G. M. Davis Regulator Co. 


408 Milwaukee Ave., Chicago 


Schultz Friction Clutches . 


Unit control of machines increase their 
productive efficiency. But the clutch 
must be one the workman can depend 
upon. Twenty-eight years of successful 
operation of SCHULTZ Friction Clutches 
have convinced our customers that for 
simplicity and durability Schultz Clutches 
are unexcelled. 


Schultz Clutches should be in every 
dealer’s stock and catalog. 


A. L. SCHULTZ & SON 
1675 Elston Ave., Chicago, Ill. 
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Field Notes 








The P. B. Yates Machine Co., Beloit, Wis., has purchased 
the business and assets of the American Woodworking Ma- 
chinery Co., Rochester, N. Y. 

The Reading Chain & Block Corporation, Reading, Pa., re- 
cently opened a sales office at 90 West street, New York City, 
with R. E. Nelless as manager. 

I). H. Luehrs Co., Cleveland, manufacturer of automatic 
production machinery, has appointed the Carle Machinery 
Co., Detroit, as its representative in Detroit territory. 

The National Foreign Trade Council has decided to hold 
its thirteenth annual convention April 28-30 at Charleston, 
S. C., this being the first time that the council has met at a 
South Atlantic port. 

According to Secretary of Commerce Herbert Hoover in- 
dustrial productivity of the United States has increased 30 
per cent within the past decade, while population has in- 


creased only 15 per cent. 
The Union Twist Drill Co., Athol, Mass., recently made 
arrangements with Motch & Merryweather, Cleveland, 


whereby the latter will act as agents in Cleveland territory 
for the sale of the company’s line. 

The Hamilton Rubber Manufacturing Company, Trenton, 
N. J., has purchased the trade names, molds and other equip- 
ment of The Victor Rubber Company, Springfield, Ohio, and 
will operate the company as a division. 

Templeton Brothers, Inc., manufacturer of return, pump- 
ing, vacuum and boiler feed traps, has moved to a new shop 
located at 189 Belgrade avenue, Roslindale, Mass. The com- 
pany was formerly at 127 Heath street, Boston. 

Clark, Fleming & Baehr is the name of the new firm of 
manufacturers’ agents at 1400 West 26th street, Cleveland, 
Ohio. The members of the firm are R. B. Clark, W. H. Flem- 
ing and A. M. Baehr, all graduate engineers. 

The Columbus McKinnon Chain Co., Columbus, Ohio, at 
its recent annual meeting reported an increase of more 
than 23 per cent in its volume of business during the fiscal 
year just ended as compared with the previous year. 

W. Scott Thomas, formerly for many years manager of 
the New England branch sales office of the J. W. Paxson Co., 
Philadelphia, manufacturer of foundry supplies, has resigned 
to enter business for himself as a manufacturer’s agent at 
Providence, R. I. 

Walden-Worcester, Inc., Worcester, Mass., manufacturer of 
wrenches, has appointed L. Clark Hancock and D. James 
Murray as members of its sales organization, the former to 
travel New England territory, and the latter to cover north- 
western territory. 

The total consumption of babbitt metal in the United 
States for the first eight months of this year amounted to 
42,361,155 pounds, according to figures compiled by the 
United States Department of Commerce. The total is based 
on reports from 27 manufacturers. 

It is reported that the plants of the Machinery Co. of 
America, Big Rapids, Mich., manufacturer of machinery and 
tools, have been working full time since the first of this year, 
and that there are on hand sufficient orders to insure capacity 
operation for the remainder of this year. 


Manning, Maxwell & Moore, Inc., New York, has been ap- 
pointed sales representative of the Safety Emery Wheel Co., 
Bridgeport, Conn., for the latter’s line of grinding and polish- 
ing machines. The arrangement does not include the com- 
pany’s sectional grinding wheel chucks and grinding wheels. 

The Addkison Hardware Co. has been formed to succeed 
Addkison and Bauer, Inc., 101 West Capitol street, Jack- 
son, Miss., distributor of hardware and mill supplies. The 
officers of the new company are: President, R. E. Addkison; 
vice-president, H. M. Addkison; secretary-treasurer, J. 
Hamilton Buck. 

In connection with the power show in New York November 
30 to December 5, it is planned to have a series of lectures 
covering important developments in power and mechanical 
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equipment during the past year, the topics including “Power 
Transmission,” “Machine Tools,” “Heating and Ventilating 
Equipment” and others. 

The American Seamless Tube Corporation of California, 
910 Petroleum Securities building, Los Angeles, a new or- 
ganization, has been appointed exclusive distributor of 
European made seamless casing in Mexico and the United 
States west of the Rocky Mountains. A. W. Campbell is 
president of the corporation. 

Woodward, Wight & Co., New Orleans, has been made 
exciusive sales agent in its territory for the Cincinnati 
Planer Co., Cincinnati Bickford Tool Co., the Cincinnati 
Milling Machine Co., Lodge & Shipley Machine Co., and the 
Acme Machine Tool Co. Huey & Philp Hardware Co., 
Dallas, has been made agent for the same group in Dallas 
territory. 

Robert W. Hobart, formerly sales manager of The Triumph 
Electric Company, Cincinnati, Ohio, will enter business for 
himself as a manufacturer’s agent on the Pacific Coast, and 
is planning to take on the representation for several manu- 
facturers. He will make his headquarters at 2841 Divisadero 
street, San Francisco. Mr. Hobart’s father is president of 
The Triumph Electric Company. 

The federal district court at Trenton, N. J., recently ap- 
pointed Justin C. Burns, of Philadelphia, and former Judge 
Charles F. Lynch, of New Jersey, as ancillary receivers in 
equity for the Hoopes & Townsend Corporation, Philadelphia, 
manufacturer of bolts and nuts. The application for receiv- 
ership was made by Harley E. Burns, of Columbus, Ohio, 
secretary-treasurer of the company. 

A considerable increase in the exports of leather belting 
from the United States was noted in the first eight months of 
1925 as compared with the corresponding period of last year. 
The increase was 29 per cent in quantity and 24 per cent in 
value, a total of 859,643 pounds having been exported with a 
value of $1,230,542. South America was the most important 
market, with British India second and Canada third. 

3rownie Mfg. Co., formerly of Chicago, recently moved to 
Fort Wayne, Ind., where it now occupies its own factory at 
2921-2923 Pennsylvania street. The company has been reor- 
ganized, the Illinois corporation having been dissolved and 
a new company incorporated under the laws of Indiana. The 
company manufacturers hardware specialties, including mal- 
leable iron clamps, turnbuckles, tool makers’ combined vise 
and V-block, and drop forged steel wrenches of the open 
end type. 

The Leather Belting Club of Chicago held its regular 
monthly meeting at the Machinery Club on Tuesday, October 
6, with a good representation of members present. The round 
table discussion was on the very important subject of “Credits 
and their Abuses.” The club has recently established a credit 
bureau, and the chairman, J. A. Donovan, of Graton & Knight 
Mfg. Co., urged the members to take advantage of this new 
service. The prizes were distributed to the winners in the 
recent golf tournament. 


The Robert June Engineering Management organization, 
of Detroit, has acquired control of the Electric Flow Meter 
Co., Kansas City, Mo., formerly the Hyperbo-Electric Flow 
Meter Co., of Chicago, and will henceforth operate the busi- 
ness under its own management with executive offices at 8835 
Linwood Ave., Detroit, Michigan. Robert June becomes presi- 
dent of the company, J. M. Naiman, formerly general man- 
ager, becomes vice president, consulting and chief engineer, 
with Major W. W. Burden of the Robert June organization 
as treasurer. 

The Black & Decker Manufacturing Company, Towson, 
Md., recently removed its Boston branch office to new and 
much larger quarters at 62 Brookline street, Boston. The 
building at this address is of steel and concrete construction, 
has attractive show windows and is located within a stone’s 
throw of a number of jobbers. This new office will be in 
charge of A. D. Geiger who was recently appointed branch 
manager in charge of Boston territory to succeed D. G. Cay- 
wood who has been placed on special work by the company. 


N. A. Strand & Company, of Chicago, manufacturers of 
flexible shafts and equipment, have appointed the E. L. 
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SPECIALTIES FOR MILL SUPPLY JOBBERS 
Who are Seeking Opportunities for Sales and Profit 














M Inu 





° 
Pipe 

Genuine wrought iron modern soft 
steel for line pipe, tubing, casing, boiler 
tubes (seamless or lap welded) and all 
other classifications are now at your 
service. Quotations on any quantities 
will be furnished upon request. 


Light Rails 


All ge Rails and Track Accessories (Frogs, 
Switches, Splices, ag Spikes, Tie Plates 
Rail Braces) are fully guaranteed and 
subject to your cenemnel at destination. 

J Light Rails and Equipment for 


Use Foster's 
your mine trackage and save from 30 to 50%. 





and 
shipped 





What Makes the No. 22 a 
Good Fire Pot? 


Ask us for circular No. 140F—IT‘’S 
FREE This circular tells how to 

ild a good Fire Pot One hat 
will be SAFE, EFFICIENT, DUR- 
ABLE, and ECONOMIC: AL and tells 
why the No. 22 is the best coil Fire 
Pot ever made ALL Cc. & L. TOOLS 
ARE Ww ARR. AN’ er Lied PLE. ASE. 


Jo Fa 


CLAYTON & LAMBER’ 
Beaubien St. 


DETROIT. MICH. 


MASON 


Reducing Valves 
Are Standard 


MFG. CO. 


9-7 
O26 


Do You Carry Them in Stock? 
Our new Catalog No. 62 shows a num- 
ber of new pressure regulators and 


valves. 24 
sizes 


pages of tables on proper 


nt on request. 


MASON REGULATOR CO. 
BOSTON, MASS. 


A wu 
valve A copy s 


The new “Economy” Thumb Screw is similar to 
a round head machine screw, threaded up to the 
head. The steel key is forced into the slot of the 
screw under pressure and can’t loosen. The re- 


sult is an all-steel screw, with wide binding sur- 
face, standard threads and bright tumble finish. 
Pleases every mechanic who has had to work 


with old style cast and malleable thumb screws. 

No delay in 
sizes. 
seller. 


shipment. Complete stocks of all 
Also made in brass and bronze. A good 
Send for Deaier’s Sample Outfit. 


ECONOMY SCREW CORPORATION 


facturers undard Round, Flat, Fillister and Oval Head Iron 
Machine Screws, Brass Washers and Soldering Terminals. 


5215 Ravenswood Ave., Chicago, Ill, 


Brass 





A mete 











Sockets and 1 Mol 
One solid piece—Standard except the flat 

AN ORDINARY DRILL SOCKET will 
drive a twist drill only as long as the drill 
has a tang. When the tang twists off or the 
shank breaks, the drill is useless in the ordi- 
mary socket. 
BUT—grind a flat 


ee seE-Em MARK ‘Up p 3 


(time 3 minutes) on the 
broken drill, slip it into a ‘‘Use-Em-Up” 
Socket, and it’s as good as a new drill. 
Furnished in Sleeve orSocket Type. Specials 
made to order. 


Write for Jobber’s proposition. 


Lovejoy Tool Works 
328 W. Ohio St., Chicago 
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The No. 401 Champion 
Steel Rivet Forge 
can be seen working on 99 out of 


every 100 structural steel buildings 
being built in the United States to- 







day. The same may be said of all 
railroads, bridge builders, boiler 
makers, etc The No. 401 Forge has 
not only been adopted by this class of 
trade in the United States, but also 
throughout the entire world. 

( d in stock by all the leading 
mil ipply jobbers. 

Write for catalog and price sheet 


Cue Blower & Forge Co. 


Lancaster, Pa. 





The 
| SANDUSKY TOOL co. 


142 Meigs St. 
oe) Sandusky, Ohio 
Established 






1868 


Manufacturers of 


SELF-ALIGNING, STEEL- 
Ed SPINDLE HAND SCREWS; 
WOOD HAND SCREWS: 
TRON & WOOD BENCH 
SCREWS; SEMI-STEEL & 
WOOD PLANES; PLANE 
IRONS & MACHINE 
KNIVES; WOOD MAL- 
LETS; COOPERS’ WOOD 
TOOLS; AND EYE, SHANK, 
& GOOSE-NECK HOES. t 


meet 
4 7 


Sint 


A AIT 





Write for Catalog 








Real 
Belt 
Value 








Proven by re-orders from 
regular customers. Oak- 
tanned and waterproof. Our 


prices give dealers a gener- 
ous profit. Write us. 


AMERICAN LEATHER 
BELTING Co. 
Manufacturers of Leather 





elting 

1455 West Congress St. 
CHICAGO 

E. H. Cornell, President 














When writing to Advertisers please mention Mitt SuppLigs. 
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Essley Machinery Co., of Milwaukee, exclusive distributor 
for the state of Wisconsin for their flexible shafts and 
equipment, the arrangement having become effective 
October 1, 1925. The Essley company will carry a complete 
stock of all sizes of machines, flexible shafts and parts. 

The Columbus Iron Works, 901 Front street, Columbus, 
Ga., manufacturer of ice machinery and jobber of steam and 
mill supplies, has passed into the control of W. C. Bradley, of 
Columbus. Henry I. Struppa, secretary-treasurer of the com- 
pany and buyer of the mill supply department, has resigned 
and has been succeeded by Elliott S. Waddell. The Columbus 
Iron Works was organized in 1853 and incorporated in 1856. 

The Wolff Range Boiler Manufacturing Company, 2045 
Fulton street, Chicago, has acquired the property of the 
Wolff Manufacturing Corporation at the northeast corner of 
Western avenue and 45th street, Chicago. The plant, which 
is now undergoing extensive alterations for the new owner, 
comprises three and a half acres of ground. The Wolff com- 
pany expects to be in its new quarters and in full operation 
by January 1, 1926. 

American Schaeffer & Budenberg Corporation, Brooklyn, 
N. Y., has decided to again establish New England sales 
offices in Boston, and. has leased space in the new Chamber 


of Commerce building, 80 Federal street. U. H. Nickerson 
has been appointed manager of this new office. Coincident 


with this change, the company is transferring its Boston 
plant to Worcester, where all stock will be maintained. The 
Worcester plant will afford improved facilities. 

Walworth Manufacturing Company, Boston, has issued 
$8,500,000 worth of six per cent first mortgage sinking 
fund gold bonds, and $2,500,000 worth of ten year 62 per 
cent sinking fund gold debentures to provide additional 
working capital and financing in connection with the recent 
purchase of the Kelly & Jones Company. The authorized 
capitalization of the company now includes $15,000,000 of 
first mortgage sinking fund gold bonds, $5,000,000 sinking 
fund debentures, $1,000,000 6 per cent currulative preferred 
stock and 500,000 shares of common stork of no par value. 


Of this amount there has been issu-d $8,500,000 of the 
mortgage bonds, $2,500,000 of the debentures, 1,000,000 
shares of preferred, and 300,000 shares of common. The 


consolidated earnings statements of Walworth Company and 
subsidiaries, including the Kelly & Jones Company, for the 
period of 812 years up to June 30, 1925, show average 
annual net profits amounting to $2,113,077, after deducting 
adequate depreciation, but before interest paid and federal 
taxes. The stockholders have approved of this increased 
capitalization and also of a change of name to Walworth 
Company. 





CLASSIFIED ADVERTISEMENTS 


1 Line Adve ider heads Wanted, For Sale, etc 





u tblished 1 5 r tent at a rate of 25 cents a line, each 
SALESMEN WANTED 
Salesman Wanted—Must be thor- 


oughly well posted on Factory Supplies, 
including steam specialties and experi- 


enced in Sales Work. Steady position; 


good salary. Apply Fort Wayne Pipe 


& Supply Co. Fort Wayne, Ind. 


WANTED—We are manufacturers of a well known 
belting and transmission specialty and want a man to 
represent us in Chicago and the adjacent territory. A 
thorough knowledge of belting and its use would be 
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necessary. An acquaintance among mill supply houses 
and belting manufacturerers would be helpful. Briefly, 
he must be capable of assuming the responsibilities of 
a district manager. Salary, expenses and a bonus for 
the man who can “put it over.” For an interview write 
fully of past experience. All replies will be held ab- 
solutely confidential. Address No. 838, care of MILL 
SUPPLIES, 537 S. Dearborn Street, Chicago. 
WANTED—Five good machinery salesmen, experienced, 
to sell high-grade but low-priced line of grain elevator sup- 


plies. Side line. Liberal commission. Address Walredh 
Supply Company, Des Moines, Iowa. 
WANTED—Salesman to sell Transmission Leather Belt- 


ing in well established Eastern Pennsylvania Territory; 
salary and commission; no one without experience in line 
need apply; give references. Excellent opportunity. te- 
plies confidential. Geo. Rahmann & Co., 31 Spruce Street, 
New York. 








SITUATIONS WANTED 


WANTED—Young married man would 
salesman or sales manager. 


like position as 
Has had seven years’ experience 


buying and selling mill supplies. References on request. Ad- 
dress No. 834, care MILL SUPPLIES, 537 S. Dearborn St., 
Chicago. 


WANTED—AMill, Mine and Factory Supply man with nine 
years’ experience, chiefly buying, thoroughly familiar with 
practically every phase of the business, wants to make a 
change. In reply please advise requirements and salary to 
right man. Address No. 831, care MILL SUPPLIES, 537 S. 
Dearborn St., Chicago, II. 


WANTED—Catalogue Compiler and Copy Writer—Desires 
situation with firm that realizes the value of a high class 
catalogue compiled within their own organization, to fit their 
particular business, and reflect their individuality. Work 
can be handled so that cost of first edition will become a 
permanent investment to reduce the cost of all future editions. 
Address No. 835, care MILL SUPPLIES, 537 S. Dearborn St., 
Chicago. 

WANTED—Mechanical engineer, 33, good personality, 18 
years’ experience in technical and practical fields—elevating, 


conveying, power transmission machinery, complete plant 
equipment, especially interested in anti-friction bearings, 


speed reducers and the more progressive types of machinery. 
Now employed on construction work; desires to return to 
sales field. Metropolitan, New Jersey or Eastern territory 
desired. Address No. 737, care MILL SUPPLIES, South 
IDyearborn street, Chicago. 


~ orp 
Dod 


SALES REPRESENTATIVES WANTED 


WANTED—A manufacturer of small machine tools wants 
sales representatives handling similar lines. Excellent com- 
missions. Address No. 836, care MILL SUPPLIES, 537 South 
Dearborn St., Chicago. 

FOR SALE 

FOR SALE—Old established hardware and mill supply 
business in one of Florida’s largest cities. On account of 
other interests owner offers at actual stock inventory. An- 
nual business from $100,000 to $125,000. Will require $35,000 
cash to handle. Quick action necessary. Address No. 833, 
care MILL SUPPLIES, 537 S. Dearborn St., Chicago. 
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AAA Swedish BAND SAWS 





For Wood and Metal. Best on Earth. 


1552 Dickerson Ave. 


Write for Jobbers’ Discounts, 


Detroit, Mich. 
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Diener Products are 
Jobbers. 
Write for complete 
catalog of Waste 
Cans, Safety Cans, 


sold by 


Fire Extinguishers 
and other Safety Fire 
Devices. 








PERFECTION EXCELSIOR CANS 


Three sizes. One, Two and Four Bales 


Every factory, store, warehouse or garage using waste, excelsior 
or wiping cloths has a vicious fire hazard if the material is loose 
and unprot ected. Perfection Excelsior Cans are correctly designed 
for the purpose, strongly built and reasonably priced. 


Manufactured By 


GEO. W. DIENER MFG. CO. 


400 N. Monticello Ave., Chicago 

















“Torrid” Blow Torches 
are made with the great- 
est care and precision 
by experienced and 
highly skilled mechanics. 
Fine torches of highest 
grade, tested and_ in- 
spected under rigid rules. 
they cost no more than 
other torches. 

















Self Lubricating - Anti-Frictional 


Mabb’s Chicago Rawhide 
Hydraulic Packing 


The Chicago Rawhide Mfg. Co. 


1301 Elston Ave. Chicago, Ill. 
Sole Manufacturers 
BRANCHES 


228 W. Fourth St., Los Angeles 
2428 Riverside Drive, Minneapolis 


109 Broad St., New York 
209 Broad St., Boston 
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REVERSO) 


The Valve with the Reversible Disc & Seat 


Seat and disc of Nicu- 
lanium — a hard, tough, 
close-grained nickel alloy 
—resists effectively the cut- 
ting, wearing action of high 
temperatures and pressures, 
that is one factor in the 
economy of Reverso Valves. 


To this is added the re- 
versible feature. When one 
side wears both disc and 
seat reverse and you have 
the life of another valve 
with no extra expense. 









But this is not all of Re- 
verso’s vitality as disc and seat 
are easily regrindable. 


Reverso is a valve unexcelled 
on steam, water, oil, air or gas. 
For other features, types, sizes 
and prices, ask for new bulletin 
No. 17 


REVERSO: — Bronze _ body 
for 200 Ibs. pressure. Total 
temperature 550 deg. F 


IROVERSO:—Iron body for 
150 lbs. pressure. Total tem- 
perature 450 deg. F. 


THE D. T. WILLIAMS VALVE CO. 


CINCINNATI, OHIO 

















he FE MYERS & BRO.CO.Ashland Ohio. 


“ASHLAND PUMP AND HAY TOOL WORKS — |, 




















Csy EMS 
or SHALLoMecDEeD WELLS 





Some dealers, plumbers, 
contractors and builders 
don’t know about Myers 
Self-Oiling Direct Water 
Systems, Electric House 
Pumps and _ Self-Oiling 
Power Pumps for homes, 
farms, country estates, 
public and private insti- 
tutions. If you are among 
this number, we solicit 
your inquiry. Catalog and 
information on request. 





MYERS 
DIRECT WATER SYSTEM 
FOR SHALLOW WELLS 


Pump 
Fresh Water 
Direct From 
WellorCistern 
to the Faucets 
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A Classified Index to the Products of Advertisers in This Issue 


Index to Advertisements on Last _ 


BUY ADVERTISED PRODU ICTS 


Na WaxtYatYatia\tiaxtyé 





ACCESSORIES, AUTOMOBILE 
McRae & Roberts Co. 
The Wm. Powell Co. 
The Roberts Brass Mfg. Co. 
AIR TANKS 

Wm. B. Scaife & Sons Co. 

ANVILS 
Yost Mfg. Co. 


APRONS, LEATHER 
Chicago Rawhide Mfg. Co. 
Edward R, Ladew Co., Inc. 
ARBORS 
Twist Drill & Machine Co, 
BABBITT METALS 
Dodge Manufacturing Corp. 
The Medart Company 
Monarch Metal Co. 


BARRELS, STEEL 
Mullins Body Corp, 


BARRELS, TUMBLING 

Royersford Foundry & Machine Co, 
BEARINGS, BRONZE 

The Bunting Brass & Bronze Co, 

Arthur Harris & Co. 

Oberdorfer Brass Co. 

Stewart Manufacturing Corp, 

BEARINGS, BRONZE, BABBITTED 
The Bunting Brass & Bronze Co, 


BEARINGS, SHAFT, BABBITTED 
Bond Foundry & Machine Co, 
H,. W. Caldwell & Son Co. 
Dodge Manufacturing C orporation 
Falls Clutch & Machinery Co 
The Hill Clutch, Machine & Foundry Co, 
Link-Belt Company 
The Medart Company 
Royersford Foundry & Machine Co, 
Valley Iron Works 
T. B. Wood’s Sons Co. 

BEARINGS, SHAFT, BALL 
Chicago Pulley & Shafting Co. 
Skayef Ball Bearing Co. 
BEARINGS, SHAFT, OILLESS 

Arguto Oilless Bearing Co, 


BEARINGS, SHAFT, ROLLER 
Bond Foundry & Machine Co, 
Dodge Manufacturing Corp, 
“The Reeves’’—Reeves Pulley Co. 
Royersford Foundry & Machine Co. 

BELT DRESSING 
Alexander Brothers 
Atlantic git | Co 
“Cantol Belt Wax”—E. C. Atkins & Co., Inc, 
Chicago Rawhide Mfg. Co 
Joseph Dixon Crucible Co. 
Edward R. Ladew Co., Inc. 
The Mechanical Rubber Co, 
Richmond Belt Dressing Mfg. Co., Inc. 
Chas. A, Schieren Co. 
Stanley Belting Corporation 
Victor Balata & Textile Belting Co, 
BELT FASTENERS 

The Bristol Company 
Clipper Belt Lacer Company 
Crescent Belt Fastener Co, 
Detroit Belt Lacer Co. 
Flexible Steel Lacing Co. 

BELT LACINGS, LEATHER 
Alexander Brothers 
Chicago Rawhide Mfg. C 
“Cocheco”—I. B. Williams & Sons 
Edward R. Ladew Co., Inc. 
Chas, A, Schieren Co. 


BELT LACINGS, METALLIC 
Clipper Belt Lacer Company 
Detroit Belt Lacer Co, 
Flexible Steel Lacing Co, 
The Bristol Company 
BELT SHIFTERS 
T. B. Wood’s Sons Co. 


BELT TIGHTENERS 
Dodge Manufacturing Corporation 
The Hill Clutch, Machine & Foundry Co, 
Link-Belt Company 
The Medart Company 
T. B. Wood’s Sons Co, 
BELTING, BALATA 
Victor Balata & Textile Belting Co. 
BELTING, CANVAS STITCHED 
The Mechanical Rubber Co, 
Victor Balata & Textile Belting Co. 
BELTING, CONVEYOR 
Boston Woven Hose & Rubber Co. 
The Wiamond Rubber Co., Inc, 
The Mechanical Rubber Co, 


Morse 





New York Belting & Packing Co. 
The Republic Rubber Co, 

Stanley Belting Corporation 

Victor Balata & Textile Belting Co. 


BELTING, COTTON, SOLID WOVEN 
Stanley Belting Corporation 
Victor Balata & Textile Belting Co. 


BELTING, IMPREGNATED 

Stanley Belting Corporation 

BELTING, LEATHER 
Alexander Brothers 
American Leather Belting Co, 
Chicago Rawhide Mfg. Co. 
Edward R. Ladew Co., Inc, 
Moloney Belting Company 
W. S. Nott Company 
Geo. Rahmann & Co, 
Chas, A. Schieren Co, 
“Sterling’—Chas, Bond & Co., Philadelphia 
I, B. Williams & Sons 

BELTING, LINK 
Chas, A. Schieren Co, 
BELTING, ROUND 

American Leather Belting Co. 
Chicago Rawhide Mfg. Co. 
Chas, A. Schieren Co. 
Edward R, Ladew Co., Inc. 
I, B. Williams & Sons 

BELTING, RUBBER 
Boston Woven Hose & Rubber Co 
D.amiond Kubber Co,, Inc, 
Hewitt Rubber Co. 
The a Rubber Co, 
New York Belting & — Co. 
The Republic Rubber C 

BELTING, vHmeracem 
Boston Woven Hose & Rubber Co 
Edward R. Ladew Co., Inc. 
The Mechanical Rubber Co, 
New York Belting & Packing Co. 
The Republic Rubber Co, 
I. B. Williams & Sons 
Victor Balata & Textile Belting Co, 


BELTING, TRACTOR 
Victor Balata & Textile Belting Co. 
BELTING, TWISTED 

Edward R. Ladew Co., Inc. 
Victor Balata & Textile Belting Co. 

BELTING, WATERPROOF 
Alexander Brothers 
American Leather Belting Co. 
Chicago Rawhide Mtg. Co. 
Edward L, Ladew Co., Inc, 
Moloney Belting Company 
W. 8S. Nott Company 
Geo. Rahmann & Co. 
Chas, A. Schieren Co. 
I. B. Williams & Sons 
Victor Balata & Textile Belting Co. 

BELTS, WELT DRILLING 
Stanley Belting Corporation 
Victor Balata & Textile Belting Co, 

BENCHES (WORK), JEWELERS 
Leiman Bros. 
BENCH LEGS 

The Hill Clutch, Machine & Foundry Co. 
Standard Pressed Steel Co. 

BENDS AND COILS, PIPE 
Chicago Nipple Mfg. Co. 

BINDERS, LOOSE LEAF CATALOG 

The Heinn Company 
Kalamazoo Loose Leaf Binder Co 
Proudfit Loose Leaf Co, 


BLOCKS, CHAIN 
Wright Mfg. Co. 
The Yale & Towne Mfg. Co. 
BLOCKS, PILLOW 
Bond Foundry & Machine Co, 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Hill Clutch, Machine & Foundry Co, 
Link-Belt Company 
The Medart Company 
Royersford Foundry & Machine Co, 
Skayef Ball Bearing Co. 
Standard Pressed Steel Co, 
Valley Iron Works 
T. B. Wood’s Sons Co. 
BLOWERS 
Buffalo Forge Company 
Champion Blower & Forge Co. 
Electric Blower Co. (forge, exhaust, ventilating) 
Leiman Rros 
BLOWERS, PORTABLE, ELECTRIC 
Electric Blower Co. 
BLOWERS, SANDBLAST 
Leiman Bros, 
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BOILER TUBES 

National Tube Co, 
BOILERS, TUBULAR AND WATER TUBE 
Henry Vogt Machine Co, 
BOLTS, NUTS AND SCREWS 

Standard Pressed Steel Co. 

BOXES, TOTE 
Mullins Body Corp. 

BRACKETS, WALL 
Bond Foundry & Machine Co. 
Dodge Mfg. Corp. 
The Hill Clutch, Machine & Foundry Co. 
Link-Belt Company 
The Medart Company 
T. B. Wood’s Sons Co, 
BRASS GOODS, STEAM 

American Injector Co, 
Detroit Lubricator Co, 
McRae & Roberts Co, 
Penberthy Injector Co, 
Sherwood Manufacturing Co. 
The Roberts Brass Mfg. Co. 
The Wm. Powell Co. 
Sherwood Mfg. Co. 
The D. T. Williams Valve Co. 


BRONZE BARS, CORED AND SOLID 
The Bunting Brass & Bronze Co. 
Arthur Harris & Co, 
M. L. Oberdorfer Brass Co. 
Stewart Manufacturing Corp. 
BROOMS, FACTORY, WAREHOUSE AND 
RAILROAD 
Indianapolis Brush & Broom Mfg. Co. 
The Joseph Lay Co, 
BRUSHES, BENCH, FLOOR, ETC. 
Indianapolis Brush & Broom Mfg. Co. 
The Joseph Lay Co, 
BUCKETS, ELEVATOR 
H. W. Caldwell & Son Co. 
Link- Belt Company 
Salem’’—Mullins Body Corporation 
BURNERS, GASOLINE AND KEROSENE 
Clayton & Lambert Mfg. Co. 


BUSHINGS, BRONZE 
Bunting Brass & Bronze Co. 
Oberdorfer Brass Co, 
Stewart Manufacturing Corp. 
CANS, OIL, SUPPLY 
P. Wall Mfg. Supply Co, 
CANS, OILY WASTE 
Diener Mfg. Co. 
CANS, SAFETY, GASOLINE 
Diener Mfg. Co. 
CAR-MOVERS 
Advance Car Mover Co. 
Appleton Car Mover Co. 
CASING, WELL 
National Tube Co. 
CASTERS, TRUCK 


Bond Foundry & Machine Co. 
Faultless Caster Co. 


CASTINGS, GRAY AND MALLEABLE 
The Hill Clutch, Machine & Foundry Co. 
Illinois Malleable Iron Co, 

Link-Belt Company 
Poole Engineering & Machine Co, 

CASTINGS, SEMI-STEEL 
Bond Foundry & Machine Co, 
Poole Engineering & Machine Co, 

CATALOGS, LOOSE LEAF 
The Heinn Company 
Kalamazoo Loose Leaf Co, 
Proudfit Loose Leaf Co 

CATALOGS, SUPPLY HOUSE 
The Cuneo Press, Inc. 
R. R. Donnelley & Sons Co, 
The Bluford Sharp Company 
CEMENT, LEATHER BELT 

Alexander Brothers 
Chicago Rawhide Mfg. Co. 
Cocheco—I, B. Williams & Sons 
Kdward R, Ladew Co., Inc. 
Chas, A. Schieren Co. 

CEMENT, PIPE JOINT 
Joseph Dixon Crucible Co. 

CHAIN BELTS 

H. W. Caldwell & Son Co, 
Link-Belt Company 

CHAIN DRIVES, SILENT 
Link-Belt Company 


Geo. W. 


Geo. W. 
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CHARGING SETS, BATTERY 
M I tri M Co 
CHEESE CLOTIL 
The J. Miltor gy Waste Works 
CHU CKs, At ig og 
Ea 1 
( Ht CRs, IL. 
Eas it 1 Oo.’ 
M . & M ( 
CLAMPs, BEL 
cs ie S 
CLAMPS, “C” 
AT 7 Co, 
r 
H, Williar & Co 
CLAMPs, PIPE REPAIR 
\I — 
CLEANERS, FLUE 
Sherw Mfg. 
CLOSETS, FROST PROOL 
s, A 
CLOTHS, WIPING 
( g S ry Rag Co Inc, 
Louis e Sanitary W s Co., Inc, 


CLUTCHES, FRICTION 


e & Foundry Co. 











CcCOCKs, AIR 
owe Co. 
s Brass Mfg. Co. 
\ ms V Co. 
COCKS, BALI 
McRa & 
Cot mS, BATH 
cor KS, CORPORATION 
The Wr Powe Co. 
COCKS, ¢ daca 
r Roberts Brass M 
COC KS. GAGE 
Ar I 
Je r B 
Mcl & 
\ ; 7 
Re s Mfg 
wo M 
D. v : 
cocks, 8s AM AND SERVICE 
McRae & I 
+ at 
Tr } € 
rae DD F. 7 V ) 
COGS, FOR MORTISE GEARS 
I Ey nee & I q 
COILS AND BENDS, PIPE 
COLLARS, SHAFT 
Bond . & MM 
The Hill ¢ M ir & Foune Co 
Lir B 
rhe M 
Royer Fo y & M o 
V y I n We 
fe 1 S S ° 
COLLARS, SHAFT, MALLEABLE IRON 
COLLECTORs, DUST 
WATER 


COLUMNS, 
on M facturing Co 
COMMERICAL DROP FORGINGS 





coMP ol ND, PIPE JOINT 
osepl u e Co 
CONVEYORS rOR ALL PURPOSES 
H. W. iw & Son Co 
Li I 
coP nha —agees SOLDERING 
Chicago Sx Co 
COl NTE RBORES 
Tt é I I ( 
M T 2 & M ~hine Co. 
COUNTERSHAFTS 
Chicago Pulley & Shs 


afting Co. 
Edgemont Machine Co., The 

( t & M I 
The Hill Clutch, hine & 
The Medart Comy 


Mac 
any 


Foundry Co. 


Royersford Foundry & Machine Co, 


T. B. Wood's Sons Co 
COUNTERSHAFTS, SMALL 
Birkle Machine Works, 
N. A. Strand & Co. 
COUPLINGS, SHAFT 





Shafting Co. 
ring Corporation 





lufac 
itch, Machine & Foundry 
any 
& Machine Co. 





y 
‘oundry & Machine Co. 
rd Pr Steel Co. 
Wood's Sons Co. 
COUPLINGS, SHAFT, 
rkle Machine 








& Machine Co. 
h, Machine & Foundry 


Sons Co. 


SHAFT, 





COUPLINGS, 


ont Machine Co 
Clutch, Ma 
‘ White 


«. ee 
hine & Foundry 





COUPLINGS, SHAFT, 
Bond Foundry & Machine Co, 
COVERING, PULLFY 
Pulley & Shafting Co. 
CRAYONS, LUMBER 
Dixon Crucible Co, 
CUPs, LEATHER 
Chicago Rawhide Mfg. Co. 
Edw R. L w Co Ink 
The Watson-Stillman Co, 
CUPS, OIL AND GREASE 
ae big Co. 


Amer 


ican 


Inje ctor Co, 
1 Co, 





lve Co 

GRE neg MALLEABLE 
cl x _ RS , BELT 

per Belt I ‘ pany 


CUPS, 


CUTTERS 











Edw 
CUTTERS, GLASS 
\ t n Saw & M 
CUTTERS, MILLING 
. Ts 7 
Morse Twist Dr & Machine Co, 
CUTTERs, PIPE 
Ar os. T Co 
Toledo Pipe Threading Machine Co. 
CYLINDERS, WATER, AIR OR 
Natior Tube o 
DIES, THREADING 
Arr t ng a. 
M fs t & Machine Co. 
Toledo Pi | ng Machine Co 
DIPPERS, COPPER 
Arthur & 
DISC Ss, VALVE 
M G t Co. 
DOGS, LATHE 
Armstrong Bros ag Co 
rH Ww » 
DR IT. LING POSTS 
Armstrong Bros. Tool Co. 
Tr c 
DRILLS, ELECTRIC 
I & ) r ife Co 
S [r 
& o 
Wis I t . 
DRILLS, POST 
I ower & Forge Co 
The Crescent Machine Co 
DRILLS, RATCHET 
The Armstrong Bros. Tool Co 
0 To Works 
DRILLS, TWIST 
nda Tx t Tor 1 ce 
sreenfield Tan & Die Corp. 
Morse Twist Drill & Machine Co, 
\ B 1 M 
DRIVES, POWER 
The Toledo Pipe Threading Machine 


“DROP-FO” VISES 


“DROP FORGED VISES 


DROP 


‘ulton Drop FTorge 


FORGINGS 
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FLEXIBLE 


Co. 


FRICTION CUT-OFF 


Co. 


MARINE 
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DRUMS, CAST IRON 
The Hill Clutch, Foundry & Machine Co, 
The Medert Company 


T. B. Wovd’s Sons Co. 
EJECTORS 
American Injector Co. 
Nason Manufacturing Co, 
Penberthy Injector Co. 
Sherwood Mfg. Co. 


ELIMINATORS, 


(acid) 


OIL 


The D. T. Williams Valve Co. 
ENGINE AND BOILER FITTINGS 
American Injector Co. 


McRae & Roberts Co. 
The Wm. Powell Co. 
The Roberts rass Mfg. Co. 
Sherwood M 





D. T. Williams Valve Co. 
EXPANDERsS, TUBE 
The Watson-Sti! in Co, 
Lovejoy Too] Works 
EXP natagesl TANKS 
Wi B.S 





EXPELL < 
The V. D. Ant 


OU. "AND MOISTURE 


EX TRNGIONS, TAP 
Mfg. Co. 
EXTING 





Allen 
UISHER LIQUID 











Geo. W. Diener M Co. 
EXTINGUISHERS, FIRE 

Geo. W. Diener Mfg. Co. 

RYE SHIE — _— a ACE PROTECTORS 

I Eve § d ¢ 

r as I XHAU sT 
Ri i 
F ANS, bn — ATING, ELECTRIC 
Buft Ie 
Electric Blower Co, 
Marathon Elect: Mfg. Co 
FASTENERS, BELT 

The Bristol Company 





( Belt Fastener Co, 
F lexible Steel Lacing Co. 
FEED W = . ER SOFTENER AND PURIFIER 
Dodge Ma retur ing Corporation 
The Swartwout Company 
FEEDER VALVES, — HEATING 
BOILER 
Nason Manufacturing Co, 
FILES 





s File & Tool Co. (Precision, 





toolmakers’, jewelers’, machin- 
The Grobet File Corporation of America, 
Scandinavian Western Importing Co., L 


I ra. LERS, OILLER 


\\ 1 Mfg. Supply Co. 
! iL. rE ae. WATER 
B. S t & Sot 
FIRE VIGHTING DEVIC ES—UNDER- 


WRITERS’ APPROVED 
Geo, W. Diener Mfg. Co. 
FIRE PREVENTING EQUIPMENT—UNDER- 
WRITERS’ APPROVED 
Geo. W. Diener Mfg. Co. 
FITTINGS, HIGH PRESSURE 


Henry Vogt Machine Co, 
The Wats St in Co. 
FITTINGS, BRASS 


HOSE, 


& nu 
Ss, HYDRAULIC 


PIrTiInG 
Henry V« t M I Co, 
The Watson-Stillman Co, 
FITTINGS, PIPE, MALLEABLE 
Tilinois Mallieable Iron Co. 
FITTINGS, PIPE, STEEL 
The Watson-Stillman Co, 
Henry Vogt Machine Co, 
FLENIBLE SH AFT EQUIPMENTS 
Stow M tur gE Co, i 
N. A. Strand & Co, 
FLOATS, COPPER 
Vv. dD. \r ie?! on Co, 
thur Harris & Co, 





FLOOR STANDS 
Bond Foundry & Machine Co. 

Dodge Manufacturing Corporation 

The Hill Clutch, Foundry & Machine Co. 
The Medart Company 

Royersfor rounary & Machine Co, 





T. B. Wood’s Sons Co. 
FLUX, SOLDERING 
Chicago Solder Cc. 
FLY WHEELS, CAST IRON 
Dodge Manufacturing Corporation 
The Hill Clutch, Machine & Foundry Co. 


Link-Belt Company 
The Medart Company 


T. B. Wood’s Sons Co. 

FORGE BLOWERS, ELECTRIC 
Buffalo Forge Company 
Electric Blower Co, 


FORGES, 
Buffalo Company 
Champion Blower & Forge Co. 


BLACKSMITH 


Forge 


Miri Supp ies. 











ce atch 





November, 1925 











The Edgemont 
Cut-Off Coupling 





Plate Type 





This Cut-Off 


after exhaustive experiments and 


designec 
tests to 
c ouplin 


Coupling was 


meet the demand for a friction 

} Pg 
that would stand hard use where it is con 
tinually thrown in and out. or to run at high 
speeds without picking up the load ar dragging. 
Wearing parts are en- 
to be used continuously in dusty 
places. Friction plates are faced with burn-proof lining 
Contact surface is easily replaced 


It is simple and easily adjusted. 
closed, permitting ther 





A request will bring our complete catalog. 


The Edgemont Machine Co., Inc., Dayton, Ohio 


agemont 


=J Friction Clutches 





1 


01 




















Both set new 
Standards 


A Et Hoven weighing one 
third less than ordinary 
grey iron safety collars, Link-Belt 
Malleable Iron Safety Collars are 
much stronger and more durable, giv- 
ing longer and more reliable service. 
The design is simple, convenient and 
practical, and add to both appearance 
and value of equipment with which 
used. 


> HEX -TOP< Grease Cup 
The many outstanding advantages of the 
Link-Belt > Hex-Top< Grease Cup have 
been responsible for its use as standard in 


many leading manufacturing plants. 













turn of a screw driver, wrench, or 
~ Hex-Top < forces the lubricant 
y machine bearings. I " 

ds permit easy turning and prevent waste of 





die-cut 








for free samples, clip this announcement and pin 
your letterhead. Give sizes wanted. 


LINK-BELT COMPANY. 200 S. Belmont Ave., Indianapolis 


Send me a sample of LJ Grease Cup /! Collar Mill Supplies 
Name Firm 
Street 


City State 


LINK-B 











What One May 
Expect From 





Fine Belting 





HEN 


plant is 

equipped with Moloney Leath- 
er Belting one big problem has been 
solved—that of efficient power trans- 


a mill or 


ee 











mission. 


The user is assured of seemingly un- 
limited belt strength; real pulley 
pliability; long life; and an amazing 
resistance to the destructive effects 
of heat, oil, moisture and hard usage. 
For Moloney exemplifies what one 
may expect from really fine belting. 


Dealers carry Moloney Belting 
to insure customer-satisfaction 


Moloney Belting Co. 


124-138 N. Franklin St. « CHICAGO 
PORTLAND, ORE. GREENVILLE, S. C. ATLANTA, GA, 


“A Belt is No Stronger Than Its Weakest Lap” 


WATER GAUGES 


and 
other quality 


Products 


Air Cocks 
Steam Cocks 
Gauge Cocks 

Ball Cocks 

Air Valves 

Etc. 








Write for Catalog 


The McRae & Roberts Co. 
100-146 South Campbell Avenue 
DETROIT, MICHIGAN 











ormer reece 





facets ee see 




















When writing to Advertisers please mention Mitt SuPPLIEs. 











102 


FORGES, RIVET 
Champion Blower & Forge Co. 


Lovejoy Tool Works 
FRAMES, HACK SAW 
B. C. Atkins & Co., Inc. 
FRAMES, WALL 


Bond Foundry & Machine Co. 
Dodge Manufacturing Corporation 
The Hill Clutch, Machine & Foundry Co. 
The Medart Company 
Royersford Foundry & Macnine Co, 
T. B. Wood's Sons Co. 

FURNACES, SOLDERING 
Clayton & Lambert Mfg. Co. 
Geo. W. Diener Mfg. Co 
Scandinavian Western Importing Co. 
The Turner Brass Works 
P, Wa Mfg. Sup} Co. 
Yost Mfg. Co. 

G AGE G BE. ASSES 


Jenkins Bro Mc eff.” 
Libbey Glass Mfg. Co. 
GAGES, HYDRAULIC 
The Watson-Stillman Co. 
GAGES, LIQUID AMMONIA 
Nason Manufacturing Co, 
GAGES, WATER 


Americen Injector Co 


Detroit Lubricator Co 
McRae & Roberts Co 
Nason Manufacturing Co. 


Penberthy Injector Co 

The Penn Engineering Co. 

The Wm. Powell Co 

The Roberts Brass Mfg. Co, 

The D. T. Williams Valve Co. 
GASKETS 

Jenkins Bros 

Hewitt Rubber Co, 

Metallo Gasket Co. 


New York Belting & Packing Co. 
GEARS 

Bond Foundry & Machine Co, 

H. W. Caldwell & Son Co 

Dodge Manuf Corporation 

The Hill Clut h, “Mac hine & Foundry Co. 

Link-Belt Compa 

The Medart Con :pany 

Poole Engineering & Machine Co. (all kinds 
GEARS, RAWHIDE 

Cnicago Rawhide Mfg. Co 


GEARS, SPEED REDUCING 


Tne Hill Clutch, Machine & Foundry Co. 
Poole Engineering & Machine Co, 
GLASSES. GAGE 
Jenkin Bros, Moncrieff.” 
The Libbey Glass Mfg. Co 
GOGGLES, EVE SHADES, ETC 
GRAPHITE FOR ALL PURPOSES 
Joseph Dixon Crucib Co. 
GREASE, L UBRIC ATING 
Bond Foundry & Machine Co., “Bondeline” 
Joseph Dixon Crucible Co. 
Royersford Foundry & Machine Co. 
Wa 1 W Co. 
GRINDERS, BI : r, ROPE AND MOTOR 
tIVEN 


G SRINDERS, 
Bond I M 


BENC H ame FLOOR 











Chicago P u ley & Sh afting Cc 0. 
T t t t 
Lou e |} t M 
Marathon E t Mfg. Co 
Royersford u ry & Machine Co, 
Wiscon tr Co 
GRINDERS, DIs¢ 
I M 
GRINDERS, ELECTRIC 
The I & D r Mfg re 
Bod n El r ( I 
i i | 
Ma I M 
Stow 1 
N. A. St nd Ce 
Wisconsin Electr Co 
GRINDERS, TOOL. ROLLER BEARING 
Chicago Pulley & Shafting Co. 
GRINDERS, VALVE 
Wisconsin Eiectric CO. 
GUARDS, ELECTRIC LAMP 
Flexible Steel Lacing Co 
GUNS, OIL AND GREASE 


Bend Fou 
Royersford 


ndry & Machine Co. 
Foundry & Machi ne Co 


HAMMERS 


HANGERS, BALL BEARING 


go Pu y & SI ting Co, 





HANGERS, 
F. BB. Myers & Bro. Co. 


DOOR 


) eeene eee nmeneee 


HANGERS, PIPE 
“Ball Joint’—The Penn Engineering Co. 
Illinois Malleable Iron Co, 
Walworth Company 
HANGERS, 
American Pulley Company 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
nee Manufacturing Corporation 
alls Clutch & Machinery Co 
The Hill Clutch, Machine & Foundry Co, 
Link-Belt Company 
The Medart Company 
Royersford Foundry & Machine Co. 


SHAFT 


Skayef Ball Bearing Co, 
Standard Pressed Steel Co. 
Valley Iron Works 


T. B. Wood's Sons Co. 
HEADERS, 
ple Mfg. Co. 
HEADS, EXHAUST 
Swartwout Company 
HEATERS, FEED WATER 
The Swartwout Company 
HEATERS, GLUE, STEAM AND GAS 
Nason Manufacturing Co, 
~ LMETS AND RE SPIRATORS 


ive SI i Com} 


PIPE 
Shicago Ni, 


The 





HOISTs, 
Wright Mfg. Co. 
The Yale & Towne Mfg. Co. 
HOLDERS, TOOL 


CHAIN 


ag Bros. Tool Co. 
J. H. Williams & Co. 
HOOKS, BELT 


The Bristol Company 
Flexible Steel Lacing Co. 


HOSE, COTTON 
Boston Woven Hose & Rubber Co 
Diam 1ond 


Rubber Co., Inc. 

al Rubber Co, 

ting & Packing Co. 
HOSE, RUBBER 

I We n Hose & Rubber ¢ 
Diamond Rubber Co., Inc. 
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McCullough Mfg. Co., 
McRae & Roberts Co. 
The Wm. Powell Co. 
Sherwood Mfg. Co. 
The D. T. Williams Vaive Co, 
MACHINE TOOLS 
The Crescent Machine Co, 
Greenfield Tap & Die Corp, 
Royersford Foundry & Machine Co. 
MACHINERY CLUTCHES 
Chicago Pulley & Shafting Co, 
Dodge Manufacturing Corporation 
Edgemont Machine Co., Inc. 
The Hill Clutch, Machine & Foundry Co, 
Link-Belt Company 
The Medart Company 
The Moore & White Co. 
A. L. Schultz & Son 
T. B. Wood’s Sons Co. 
MACHINES, BAND SAW, FOUNDRY 
The H. G. Thompson & Son Co, “MilClark’”’ 
MACHINERY, COAL HANDLING 
H, W. Caidwell & Son Co, 
Dodge Manufacturing Corporation 
Link-Belt Company 
MACHINERY, CONVEYING AND ELEVATING 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co, 
Link-Belt Company 
MACHINES, CUTTING OFF 

The H. G. Thompson & Son Co, “Milband” 

MACHINES, GRINDING AND POLISHING 
Bodine Electric Company 
Bond Foundry & Machine Co, 
Cincinnati Electrical Tool Co 
Royersford Foundry & Machine Co, 
N. A. Strand & Co. 
Wisconsin Electric Co. 

MACHINERY, ICE AND REFRIGERATION 
Henry Vogt Machine Co, 

MACHINES, MET 
Atkins & Co., Inc, 
MACHINES, PIPE CUTTING AND 

THREADING 

Greenfield Tap & Die Corp, 
The Oster Mfg. Co. 


Minneapolis, Minn. 





AL CUTTING 
GC. 








aremeinne sans 





Hewitt Rubber Co, is, tient ‘ 
The seckaniesl Hubber Co. Tole ae Pipe ‘Threading Machine Co. 
New York Belting & Packing Co. MACHINES, PUNCHING AND SHEARING 
The Republic Rubber Co. Royersford Fovrndry & Machine Co. 
) HYDRAU LIC LEATHER MACHINERY, WOODWORKING 
Chicago Rawhide Mfg. Co. E. C. Atkins & Co, 
Chas. A. Schieren Co. The Crescent Machine Co. 
The Watson-Stillman Co. Greenfield Tap & Die Corporation (lathes). 
INJECTORS MALLETS AND HAMMEKRs, RAWHIDB 
Ameri “an Injector Co Chicago Rawhide Mfg. Co. 
Pent thy Injector Co. MANDRELS 
The W Powell Co. Morse Twist Drill & Machine Co, 
Sherwor Mfg Co. ’ MATS AND MATTING, RUBBER 
JACKS, LIFTING Diamond Rubber Co., Ince. 
Lovejoy Too) Works The Mechanical R ubber Co. 
JOINTERS, WOODWORKING New York Belting & Packing Co. 
M ( MERC HANDISE CONVEYORS 
JOINTS, EXPANSION, COPPER Link-Belt Company 
Harris & ( F. E. Myers & Bro. Co. 
KETTLES, STEAM JACKETED METAL, BEARING 
& Dodge Manufacturing Corporation 
: aed : : Bunting Brass & Bronze Co, 
KNIVES, MACHINE The Medart Company 
E. C. Atkins & Co, M irch Metal Co 
LACE, LEATHER Reeves Pulley Co. 
hicago } ide Mfg. Co. Stewart Manufacturing Corp. 
Edw k. Ladew Co., In MILL LEATHERS, ALL KINDS 
has A. Schieren Co. Chas. Bond Co., Philadelphia 
I. B. Williams & Sons The Chicago Rawhide Mfg. Co. 
LACERS, BELT ward R, Ladew Co., In 
Clipper Belt Lacer Co. Chas. A. Schieren Co 
Detroit Belt Lacer Co. I. B. Williams & So ns 
LACING, BELT, METALLIC ; ; MORTISERS 
PI selt Lacer Company The Crescent Machine Co 
: Belt Fastener Co. MOTORS, ELECTRIC 
Detroit Belt Lacer Co Bodine Electric Company 
Flexible Steel Lacing Co. Marathon Electric Mfg. Co 
The Bristol Company Wisconsin Electric Company 
TLADLES AND KETTLES, MELTING MOVERS, CAR 
Mullins Body Corporation Advance Car Mover Co, 
LAMP GUARDS Appleton Car-Mover Co. 
Flexible Steel Lacing Co MULE STANDS 
LATHES, WOODWORKING Bond Foundry & Machine Co, 
: . ate Dodge Manufacturing Corporation 
; “ ‘ al ad ance The Hill Clutch, Machine & Foundry Co, 
LEATHER SPECIALTIES The Medart Company 
Brothers 5 T. B. Wood's Sons Co, 
ric Rawhide Mfg. Co MEPS EMS, PIPE 
I r T ew Co., Inc Chicago Nippl E i 
W. S. Nott Company SPRAY 
LEATHERS, HAND Bu o Forg nf 
‘hicago Rawhide Mfg. Co. NUTS MAC HINE SCREW 
LEGs, BENCH eee) Crew Nemoracen 
Standard Presses Steel Co NU TS, WING 
. - ves The Eberhard Mf Co 
2G ( LL ORY 
LI iS, LIF T TR K PLATFORM OIL “PUMPS, HAND 
Sherwood Mfg. Co. 
LONGSCREWS OIL WELL ACCESSORIES 
} go Nip; Mfg. Co. The Wm, Powell Co. 
LUBRICANTS, BALL & ROLLER BEARING aa ’ OILERS, HAND 
Bond Foundry & Machine Co P, Wall Mfg. Supply Co. 
Royersford Poenary & Machine Co. OILERS, MULTIPLE FEED 
Ww erly O W s Detroit Lubricator Co. 
=e BRIC ATORS Sherwood Mfg. Co. 
American Injector Co OILING DEVICES 
Detroit. Lubricator Co. American Injector Co, 
When writing to Advertisers please mention Mrrt Supptigs. 
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—Friction Losses Conquered 


“CLEVELAND TYPE” 
COLLAR OILING BEARING 


(Patented) 


5 The perfect bearing for 
: power transmission thru = 
line shafting. Anti-fric- 
tion in the true sense of 
the word. 


The constant and steady 
oil circulation in four 
even streams maintains 
an UNBROKEN OIL 2 
Se as oe ant a FILM on which the shaft 
Showing the positive oiling system ; 

that never fails—that produces the rides—free from all = 
almost frictionless oil film. metallic contact. No = 
Furnished in all styles of Rigid and 
Ball and Socket Mountings. 


IINUNIUUULLLUAUAE 





(INULNNUUALLOUUUVUOLUIAELL UU 
HUAUULLLNIUL 


lll 
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(Sectional View) 


wearing surfaces to 
waste power. 
Unbelievable economies effected thru saving in power, oil 
consumption and maintenance. An investment that pays 
dividends thru long years of uninterrupted service. 

Easy to install. The SPLIT FEATURE is a tremendous 
advantage over other anti-friction bearings of the solid 
type which necessitate stripping of shafts. 


MTT 
uit Nil 


nh) 


= Such concerns use them as Standard Oil Company, American Steel 

= & Wire Company, Spencer Kellogg & Sons, Inc., White Motor 
Company, Packard Motor Company, Atlas Portland Cement Com- 
pany, Anaconda Copper Mining Company, Great Western Sugar. 
Successful concerns want the best, naturally. 


Write for Catalog and full information 


THE HILL CLUTCH MACHINE & FOUNDRY CO. 


Power Transmission Engineers 
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highest standard. 


High Pressure Bucket, Low Pressure Float and Return, 
Lifting and Vacuum Steam Traps. Cast Iron Exhaust 
Head, Steam, Oil and Air Separators, Air Traps, Water 
Level Control Valves, and the well known Swartwout 
All Service and Junior Feed Water Heaters. 


Swartwout 
Steam Specialties 





ROWING DEMAND is constantly making the 
sale of Swartwout Steam Specialties more profitable 
to our agents. Back of this increasing demand stands 
consistent advertising, whole-hearted cooperation of our 
salesmen, prompt deliveries, and products of the very 


Swartwout Hydromatic Steam Traps 


This Swartwouttrap does its work per- 
fectly, without trouble, without ex- 
pense. Illustration shows enlarged view 
of monel metalvalve and valve seat, both 
ofwhich are reversible and interchange- 
able, insuring perfect fit and long wear. 
Should be carried by every jobber. 




























General Offices and Works, New York Office, r > y = = sates 
Breakwater Ave. & W. 65th St., Liggett Bldg., THE SWARTWO UT COMPANY 
Cleveland, Ohio. 41 W. 42nd St. CLEVELAND, OHIO 
General Offices: 18523 Euclid Ave.--Factories: Cleveland,O.-Orrville,O. 
"Wh estes 
i 


Air Tanks 


Catalogues on Request 


Pittsburgh, Pa.—1st Natl. Bank Bldg. 
New York, N. Y.—26 Cortlandt St. 
Chicago, Ill.—38 So. Dearborn St. 





Gasoline Tanks 
Oil Tanks Copper Brazed 
Range Boilers Plain or Galw’d 
Expansion Tanks All Sizes 


WATER FILTERS and PURIFIERS 


For every industrial and domestic use 


Wm B. Scaife & Sons Co. 


Riveted 
Welded 

















and Screw 


Mills and General Offices: Established 1891 
HARVEY, ILLINOIS 


Chicago Phone: Pullman 6496 








ares eR REE RN 


Stock 


Shipments from stock made the same day. Jobbers—Send for our stock list. 


BLISS & LAUGHLIN, Inc. 


Chicago Warehouse: 
1023-1025- 


Phone: 


Turned and Polished Shafting 


Milled Key.Seats at Reasonable Prices 
Cold Drawn Rounds, Flats, Squares, Hexagons 


1027 West Jackson Blvd. 


Monroe 5356 and 5357 

















When writing to Advertisers please me 


ntion Mitt Supp ies. 
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I Lubr ( 
I m. Pow ) 
S w i Mfg. Co. 
OILS, LUBRICATING 
Vv \\ ,. 
PACKING, AMMONIA 
& 
»l . i ) 
N Ww ¥ g ) 
T ‘ 
PACKING, HYDRAULIC 
H wit nu “oO. 
’ 
N w £ . 
W. S. Nott mp 
has. A. § t 
I W &S 
PACKING, PISTON 
Hewitt Rubber Co, 
H y nter I g 
r Me 
New Yo x g ) 
Th 


PACKING, RUBBER 





PACKING, SHEET 


Ir 


1 ns Bros, 


kit s Co, 





PACKING, VALVE STEM 
Diamond Rubber Co., Inc, 
Hewitt Rubber Co. 





H w Cent I king 

The Me er 

New Yor! ng & I ing Co 
The Republic Rubber Co, 
Sherwood Mfg. Co. 


Py AEE, a) Seaeee 
Joseph Dixon 2 
PANS, TOTE 
Mullins Body 

PASTE, SOLDERING 
Chicago Sold 
PEGS oR PINS, BELT LACING 

Chicago Rawhide Mfg. Co. 
Clipper Belt Lace 
Detroit Belt L acer Co, 
Flexibie Steel I ng ,. 

PIPE THRE ADENG TOOLS 
Armstrong Bros. To Ds 











Greenfi¢ r & I ( ° 

Toledo Pipe Threading Ma hine Co. 
Pie E, HIGH PRESSURE 

The Watson-St an Co. 


PIPE, STEEL 
L. B. Fost 
National Tut ‘ ) 
PI ANERS, WOODWORKING 
The Crescent Machine Co 
PLATES, BASE 
Bond Foundry Co, 
Dodge Mant rporation 
PLATES, FLOOR AND CEILING 
The Penn Engineering Co, 
PLATF —— = L IFT TRUCK 
The Plimpton Lif < Corporation, 
Standard Pressed Ste Co, 
PLIERS 
Bonney Forge & Tool Works 
PLUGS, BRASS AND FUSIBLE 
American Injector Co, 
Sherwood Mfg. Co. 
The D. T. Williams Valve Co, 
The Wm. Powell Co. 
POLES, TUBULAR STEEL 
National Tube Company 


POWER TRANSMISSION APPLIANCES 
American Pulley Company 
Arguto Oilless Bearing Co. 
Bond Foundry & Machine Co, 
H, W. Caldwell & Son Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
i mont Machine Co., The 
s Clutch & Ma ery Co 
The Hill Clutch, Ma hine & Foundry Co. 
Link-Belt Company 
The Medart Company 
The Moore & White Co. 
Royersford Foundry & Machine Co, 














Son 
iring Co. 
’ressed Steel Co, 


Works 






i's Sons Co 


PRESSES, DRILL, JEWELERS’ SENSITIVE 


Leiman Bros, 
PRESSES, DRILL AND FOOT 
ford oundr & Machine Co, 
Pr PRIMING cUrs 

Detroit Lubricator Co, 
McRae & Roberts Co, 
I B M 

Pr nore C TORS, EL EC TRIC LAMP 





Pr t I LE Y COVERING 


PULLEYs, BAI I. BEARING 














Pu y&S fting Co. 
PULLEYS, CAST IRON 
Machi! wor 
& M Ce 
H. W. ¢ & Son C« 
M turir ‘ ‘ tion 
Tr H “Clute h, Machine & Foundry Co, 
M dp pan 
I & Machine Co, 
\ Iron W 
I Wood Sx 
Pt rks vs, CONT RIER 
The Hil ch, Ma bine & Foundry Co. 
I M rt , 
T. B. Wood's Sons Co. 
PULLEYS, FLANGE 
T M >. 





’ ’ turing Corpe tion 
The Hil! Clutch, Machine & Foundry Co. 





The M 
S v Mfg Co, 
r. 3. W Sons Co. 
r vi L. A = YS, FRICTION CLUTCH 
Be I & Machine Co. 
py & St Co, 
turing ¢ rporation 
Edg Machine Co 





itch & M hinery Co 
The Hill Clutch, Machine & Foundry Co. 








i B ( par 
1 M o 
T M Vt Co 
\ Ss tz & Son 
3 B Co 
i W d's Sons Co, 
PULLEYS, IRON CENTER 
Manufacturing Corporation 
I Med t Comnpnar 
s Pu ( 
Sag w Mfg. De 
T. B. Wood's Sor Co. 
PU LLE Ys, LOOSE 
( fting Co 
I Corpora 
Hi “Maghine & Foundry Co. 
Med 
s Pu ( 
Sag w Mfg. ¢ 
I I ig Co 
T. B. Wood's Sons Co, 


PULLEYS, MOTOR 
Birkle Machine Works 
Dodge Manufacturing Corporation 


The — Clutch, Machine & Foundry Co, 
in It Company 
1e M. dart Company 


Pulley Co. 
( Mfg. Co. 
Ca, 
Sons Co. 
PULLEYS, PAPER 

The Rockwood Mfg. Co. 

PULLEYS, ROLLER BEARING 
Bearing Co, 
PULLEYS, STEEL 
American Pulley Company 
Dodge Manufacturing Corporation 

PULLEYS, STEEL RIM 

The Medart Company 





Skayef Ball 


PULLEYS, STEP AND TAPER CONE 


Dodge Manufacturing Corporation 

The Hill Clutch, Machine & Foundry Co, 
The Medart Company 

4 es Pulley Co, 

naw Mfg. Co. 

Wood's Sons Co, 

PULLEYS, WOOD SPLIT 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Medart Company 
Reeves Pulley Co, 

Saginaw Mfg. Co. 

PUMP JACKS 
The Goulds Mfg. Co. 
F, E, Myers & Bro. Co. 








I 
T. 
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PUMPs, AIR 
Leiman Bros, 
PUMPS, BOILER FEED 


The M. L. Oberdorfer Brass Co, 
PUMPS, ELECTRIC 
Goulds Mfg. Co, 
E. Myers & Bro, Co 


The M. L. Oberdorfer Brass Co. 
PUMPs, GAS AND VACUUM 
B 





Le os 
HAND AND POWER 
The Co, 
F. E. Co 
Th rfer Brass Ca, 
PUM®Ps, JET 
American Iniector Co, 
B eslee Mfg. Co. 


PUMPS, MINE 








Goulds M 
I My. s & Bro. Co. 
PUMPS, OIL 
Lubricator Co, 
I Ay L. Ot iorfer Brass Co, 
S w Mfg. C« 


PUMPS, TANK 
The Goulds Mfg. Co 


PUNC HE S AND DIES 
Roy ord Foundr & Machine Co, 
PUNCHES, SCREW 
oy Tool Works 


RADIATORS, HIGH PRESSURE VERTIC 
TUBE 


Nason Manufacturing Co, 
RAILS, ELECTRIC MOTOR 
B <] Machine Wo 
RAILS, STEEL 
I B. Foster Co 
= ANGE BOILERS 





Wr B. S f & Sor Co. 
RASPS 
Scandinavian Western Importing Co., Ltd. 
RATCHETS 
Armstrong Bros, Tool Co. 
REAMERS 
Cleveland Twist Drill Co, 


dad Tan & Die Corn, 
Twist Drill & Machine Co, 


REDUCERS, SPEED 
The Hill Clutch, Machine & Foundry Co. 





Poole Engineering & Machine Co, 
RESEATING TOOLS, VALVE 

The Bi: «& ’ er Mfg. Co 

NI I Ss 1 


ROPE DRIVES 
H,. we Cal idwell & Son Co. 
I a r Corporation 

Clute h, Mz uC chine & Foundry Co. 
Lin} ett ( Sompi any 

The i i Companys 

Ta: Te Wood’ s Sons Co, 

mare, WIRE 


RUBBER GOODS, MECHANICAL 

Diamond Rubber Co., Inc, 
Hewitt Rubber Co, 
nkins Bros, 

Mechanical Rubber Co, 

j lting & Packing Co, 
Republic Rubber Co, 

SAFETY DEVICES 

go Eye Shield Company 
The Crescent Machine Co, 
Dodge Manufacturing Corporation 


SAND BLAST OUTFIrs 
Leiman Bros, 








SAWS, BAND 
American Saw & Mfg. Co, 
E. C, Atkins & Co. 
The Crescent Machine Co. 
esseph Saw & Tool Works 


The H. G. Thompson & Son Co. (metal cutting) 


Al 


esa BAND, NARROW, WOOD CUTTING 


- Atkins & Co, 

The H. G. Thompson & Son Co, 

SAWS, HACK (Blades) 
American Saw & Mfg. C 
E. C. Atkins & Co, 
The H. G. Thompson & Son Co, 
Victor Saw Works, Ine. 

SAWS, HACK (Machines) 
E. C. Atkins & Co, 

SAWS, HAND 

E. C. Atkins & Co 

SAWS, SWING, CUT-OFF 
E. C. Atkins & Co, 
The Crescent Machine Co. 

SAWs, CIRCULAR 
E. C. Atkins & Co. 
SCREENS, WIRE 
Wickwire Spencer Steel Co 
SCREWDRIVERS, ELECTRIC 

The Black & Decker Mfg. Co, 
Cincinnati Electrical Tool Co, 
N. A. Strand & Co, 

SCREWDRIVERS, HAND 
American Saw & Mfg. Co. 











When writing to Advertleers please mention Mitt Supp ties. 
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' 
TO ABOLISH BELT SLIP “JUNIOR” | 
and to deliver more power to your driven shafting HE Oberdorfer “Junior : moter driven 4 
and machinery, apply Dixon’s Solid Belt Dressing gall Ue _ dependable, economical and is 
to every leather, fabric and rubber belt in your handy in moving cutting compounds or other | 
plant. liquids. i 
It will keep the belts soft and pliable with a more Oberdorfer gear type pumps are of high i 
positive grip on the pulley surfaces over the maxi- grade non-corrosive bronze with shaft of ' 
mum arc of contact. Tobin Bronze. Other sizes and types includ- | 


A true belt preservative that will greatly increase 
the life of every belt. 

Dixon’s Solid Belt Dressing does not harden, cut 
or clog the belt. Its high efficiency and economy 
are proved by many years’ use in thousands of fac- 
tories, machine shops and power plants. 

Safe to apply with the belt running at full speed. A little ap- 
plied at regular intervals is the best way to keep your belt in 
prime condition continuously. 
Handy in size, 2 in. x 8 in. 


not deteriorate in storage. 


Write for Belt Dressing Circular No. 71-O. 


JOSEPH DIXON CRUCIBLE CO. 


The weight is about 1 lb. Does 














“ 


ie ~ 4 C0r A009. jan 





ing hand, belt and gasoline engine drives to 
meet various conditions. 


Desirable territory open for dealers, distributors 


and sales representatives, Write for our proposition, 


M. L. OBERDORFER BRASS CO. 
Syracuse, N. Y. 


ee eee 


ee NAT STC 


ome as! 








Jersey City, New Jersey 





























OYUN Established 1827 OREN 
ee | 

ae —-— 2 oe oo The Oil Di t 

- e Oil Dip Tes 
— — 

AEBZBEZBEBEsEZ _ For Gauge Glasses 
AS SS CaS CBS. —_— aU 

AD BS 262 2 

= aSPHE= Za Ba = ~ SS The severest test for gauge glasses is the oil dip 


test. This test used on Libbey High Pressure 
Gauge Glasses resulted as follows: 


Eight Libbey Gauge Glasses were dipped three 
times in oil at 250 Fahr., then plunged at once into 
water at 40 Fahr. All tubes stood. 


A Type for 


Every Service 


The oil was raised to 400 Fahr. and the same tubes 
allowed to come to that temperature. They were 
again transferred to the cold water and none of 
them broke. 


The same tubes were then placed in an electrically 
heated oven at 426 Fahr. and dipped in water at 
35.6 Fahr. All tubes stood! 


More and more supply houses are sell- 
ing them because of this element of 
safety. If you're not selling them, write 
for booklet. 


Bulletins on request 
LIBBEY GLASS MANUFACTURING CO. 


TOLEDO, OHIO 


HIGH PRESSURE 
GAUGE GLASSES 


THE GOULDS MANUFACTURING CO. 
SENECA FALLS, N. Y. 
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SCREW MACHINE PRODUCTS 
Ferry Cap & Set Screw Co, 
Link-Belt Company 
Standard Pressed Steel Co. 
SCREW PLATES 
Greenfield Tap & Die Corp. : 
Morse Twist Drill & Machine Co. 


SCREWS, CAP AND SET 
The Al len Mfg. Co. 
Ferry Cap & Set Screw Co. 
Standard preened Steel Co. 
s¢ RE sg ™M ae HINE, BRASS AND IRON 
E ew yration 
sc REWS, ‘SAF ETY SET 


Allen Mfg. Co, 
The Bristol Company 
Standard Pressed Steel Co. 
s« RE Ws, THE MB 
Econ s 
SEPARATORS, “OIL 
The Swartwout Company 
The D,. T. Williams Valve Co. 
SHAFTING 
Bond Foundry & Machine Co. 
Bliss & Laughlin, Inc. 
H, W. Caldwell & Son Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
Link-Belt Company 
The Medart Company 
Royersford Foundry & Machine Co. 
A. L. Schultz & Son 
T. B. Wood’s Sons Co. 
SHAPERS, WOODWORKING 
The Crescent Machine ¢ 
SHEAVES, MANITA AND WIRE ROPE 
The Hill Clutch Machine & Foundry Co, 
Link-Belt Company 
The Medart Company 
By Wood's Sons Co 
SHIELDs, FAC E 


Chicago Eye Shi 


AN D STEAM 


_ E YE PROTECTION 
"SHOV EL Ss 
Wood Shovel & Tool Co. 
SLEEVES AND SOCKETS, 
Lovejoy Tool Works 
Morse Twist Dr & Machine Co 
SOLDER, BAR AND WIRE 
Chicago Solder Company 


DRILL 


SOLDERING COPPERS, FLUX, PASTE AND 
SALTS 
Chicago Solder Company 
SPEED TRANSFORMERS 


The Hill Clutch Machine & Foundry Co. 
RK 

SPROCKETS 
Link-Belt Con I 

The Medart Con 
A. L. 


pany 
Schultz & Son 
STANDS, EMERY WHEEL 
Bond Foundry & Machine Co. 
STEAM SPECIALTIES 
American Injector Co. 
The V. D. An 





Detroit 
Metallo G oO. 
Nason Manufacturing Co 
The McRae & Roberts Co. 
The Wm. Powell Co. 


VN 








The Swartwout Company 
The D. T. Williams Valve Co. 
STEEL 
Bliss & Laughlin, Inc. 
STOCKS AND DIES 
Arn st! ng B Te ( 
Green i Tap & Die Corp 





The Oster Mfg. Co. 
Toledo Pipe Threading Machine Co 
STRAINERS 
ican Injector Co. 
The Swartwout Company 
STRAPS, LEATHER 
Chicago R awhide Mfg. Co. 
Chas, A. S Se cee 
LE mh WwW ims yn 
SWAGES, UPSET 
E. Cc. Atkins & Co., In 
rABLEs, SAW 
ore t M 
T ABL ES, STEAM 
Nason Manufa ng Co. 
1 ANKs, PRESSURE 


“TAPER PINS 


Morse Tw t D & M ne Co 
TAPP ING ATTACHMENTS 
East T & 1 Co,, Ine, Ettco.” 
TAPS 
Greer i Tap & Die Corp. 
Morse 1 t D & Machine Co. 


rHUMB SCREWS 
T E rd M . . 
TILING, RUBBER, INTERLOCKING 
New York Belting & Packing Co. 
TOOLS, BORING 
Armstrong Bros. Tool Co. 


When writing to 


TOOLS, MACHINISTS’ 
American Swiss File & Tool Co. 
Armstrong Bros. Tool Co. 
Bonney Forge & Tool Works 
The Grobet File Corp. of America, 
Greentield Tap & Die Corp 
Scandinavian Western Importing Co., Ltd. 
I, H, Williams & Co. 
TOOLS, PLUMBERS’ AND STEAMFITTERY’ 
AFIMStrOnS Bros. Tool Co. 
Bonney Forge & Tool Works 
Free snfield Tap & Die Corp. 
Toledo Pipe Threading Machine Co. 
Walworth (‘om pany 

TOOLS, SAW 
Atkins & Co., Inc, 
TOOLS, SCREW CUTTING 
Greenfield Tap & Die Corp. 
POOLS, VALVE RESEATING 

The B k & Decker Mfg. Co 
M B. Skinner ¢ 


EB. C, 


TORCHES, BLOW 
Clayton & Lambert Mfg. Co. 
Geo. W. Diener Mfg. Co. 
Scandinavian Western Importing Co. 
The Turner Brass Works 
P, Wall Mfg. Supply Co. 
TORCHES, ENGINEERS 
P, Wall Mfg. Supply Co. 
TRANSMISSION, VARIABLE SPEED 
The Moore & White Co. 
Reeves Pulley Co. 
TRAPS, AIR AND SEDIMENT 
The V. D. Anderson Co, 
The Swartwout Company 
TRAPS, STEAM 
The V. D. Anderson Co, 
G. M. Davis Regulator Co. 
Nason Manufacturing Co. 
D. T. Williams Valve Co. 
The Swartwout Company 
TROLLEYS 
Works 
TRUCKS, LIFT 
The Plimpton Lift Truck Corporation, 
TUBES, BOILER 
Tube Company 
TUBING, RUBBER 
New York Belting & Packing Co. 
TUBING, STEEL 
National Tube Co. 
rURNBUCKLES 


Lovejoy Too) 


National 


The Eberhard Mfg, Co. 

UNIONS, BRASS AND IRON 
Mlinois Mall Sable: Iron Co. 
W ‘ h on 


V AL VE LEATHERS 
go Raw ifs. Cc 
Edward R, Ladew Co., Inc. 
VALVE-UNIONS 
Nason Manufacturing Co, 


VALVES, AIR 
The Penn Engineering Co. 
The Roberts Brass Mfg. Co, 
VALVES, BALANCED, FLOAT 


Mason Regulator Co. 
VALVES, BLOW OFF 
Jenkins Bros . 
he Wm. Powell Co, 
The D. T. Williams Valve Co. 








VALVES, 


CHECK 
Jenkins Bros. 
The Ohio Brass Co. 
The Wm. Powell Co. 
Tee DD. TF. Williams Valve Co. 


VALVES, COLD WATER, 
Victor Balata & Textile Belting Co. 
heey ee GATE, GLOBE AND ANGLE 
Illinois Malle e Iron Co, 
Jenkins ‘Bros 
The Ohio Brass Co. 
The Wm. Powell Co. 


BALATA 


The D.. ®. Williams Valve Co. 


VALVES, HIGH PRESSURE 
Jenkins Bros. 
The Ohio Brass Co. 
The Wm. Powell Co. 
Henry Vogt Machine Co, 
The D. T. Williams Valve Co 





The Watson-Stillman Co 


VALVES, HYDRAULIC 
Jenkins Bros. 
The Wm. Powell Co. 
Henry Vogt Machine Co. 
\\ vorth Company 
The Watson-Stillman Co, 


The D, T. Williams Valve Co. 
VALVES, POP SAFETY AND RELIEF 
Detroit Lubricator Co. 


The Wm. wewers Co. 


VALVES “PRESSURE REGULATING 
G. M. Davis "Regulator Co. 
Mason Regulator Co, 


Walworth Company 
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VALVES, PUMP, RUBBER 
Diamond Rubber Co., Inc. 
Jenkins Bros. 
The Mechanical Rubber Co, 
New York Belting & Packing Co. 
VALVES, QUICK OPENING 
Nason Manufacturing Co, 
VALVES, RADIATOR 
Detroit Lubricator Co. 
Jenkins Bros. 
The Ohio Brass Co. 
The Wm. Powell Co. 
Walworth Company 
The D. T. Williams Valve Co. 
VALVES, THROTTLE 
Detroit Lubricator Co. 
Jenkins Bros. 
Walworth Company 
The D. T. Williams Valve Co. 
VISES, BENCH, WITH CLAMP 
Bonney Forge & Tool Works 
VISES, DRILL PRESS 
Yost Mfg. Co. 
VISES, DROP FORGE 
Forge Co 
VISES, MACHINISTS’ 
Bonney Forge & Tool Works 
The Fulton Drop Forge Co., 
The Chas. Parker Co. 
Prentiss Vise Co. 
Walworth Company 
Yost Mfg. Co. 
VISES, 
Yost Mfg. Co. 


Fulton Drop 


“Dropfo,” 


PATTERN MAKERS’ 


VISES, PIPE 
Armstrong Bros. Tool Co, 
Greenfield Tap & Die Corp, 
The Chas. Parker Co. 
Prentiss Vise Company. 
Toledo Pipe Threading Machine Co. 
Walworth Company 
Yost Mfg. Co. 
VISES, WOODWORKERS’, RAPID ACTING 
Prentiss Vise Company, 
Yost Mfg. Co. 
WASHERS, BRASS 
Economy Screw Corporation 
WASHERS, LEATHER 
Chicago Rawhide Mfg. Co. 
Edward R, Ladew Co., Ince. 
WASHERS, RUBBER 
Diamond Rubber Co., Inc. 
New York Belting & Packing Co. 
WASTE, COTTON AND WOOL 
‘hicago Sanitary Rag Co, 
The J. Milton Hagy Waste Works 
WATER CLOSETS, FROST PROOF 
Jos, A. Vogel Co. 
w — R FILTERS AND SOFTENERS 
I iife & Sons Co, 
WATER GAGES 
son Manufacturing Co, 
Roberts Brass Mfg. Co. 
WATER LEVEL CONTROL 
Nason Manufacturing Co, 
WHEELS, GRINDING 
E. C. Atkins & Co., Inc, 
New Yurk Belting & Packing Co. 
WINCHES 











A. L. Schultz & Son 
WIPING CLOTHS, MACHINEKY 
thicago Sanitary Rag Co, 


The J. Milton Hagy Waste Works 
Louisville Sanitary Wipers Co., Inc. 


D>. Robinson & Sons 
WIRE AND WIRE CLOTH 
Wickwire Spencer Steel Co., Inc, 
WIRE ROPE 


Wickwire Spencer Steel Co., Inc, 


WIRE SOLDER 
Solder Co. 
Lediataggywheespsrnogpia VARIETY 


Chicago 


Bu ok yn 
Crescent Mach ne Co. 
WRENCH SETS 

= ened — — Co. 

oni For ol Works 
5. H. Williams & Co. 

WRENCHES, ADJUSTABLE 

Bonney Forge & Tool Works 
Walworth Mfg. Co. 

J. H. Williams & Co, 
WRENCHES, 
Bros. 


OPEN END 


Armstrong Tool Co 
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Our Specialties are sold to Jobbers Only = When You Stock 


Hanna “Ball Joint’ N. genuine 
Pipe Hanger ason 


is Steam 
imples 
S tronges T Traps 


HANGER EVER MADE 
You may rest assured that 


your only duty will be to — 


keep the stock replen- a we 0 Ee. 
@ Hanger can swing in any ished. 
direction. 


Class B. 
1 to 20 Ibs. 


@ Note the ball and socket 


joint. 


We have been creating, 
demand and making 
friends for almost a cen- 


@ Not necessary to remove 
hanger to raise or lower 


pipe. 














tury. 
Write f 
‘“‘Our Sian Satan?” Ask us about it. io ee 
The Penn Engineering Co. Nason Manufacturing Co. 


Steam Specialty Specialists 


Philadelphia, Pa. 71 Fulton St., New York 














Keeping those Big Accounts 
on Your Books 


Those big customers, who want only the best—who 
are exacting in their demands—are invariably users of 
Wright High Speed Hoists. 


If you have such customers or prospects who need a 
chain hoist, offer them a Wright. 

In the Wright Improved Hoist you offer your trade 
a hoist full of exclusive features at a very ordinary 
price—note just a few of these features below. 


Ball Bearing Spindle 
New Process Chain 
Steel Safety Straps 


Improved Ball Bearing 
Detachable Coupling 
5 Tube Oiling System 


rR Wn = 


Let us send you our latest catalog. 


MANUFACTURING 
COMRANY 


Pana Bo SPEED HOIST . 





SO OO 
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MOTOR PULLEYS | AMERICAN, SWISS 


quality first requisite. Used by manufacturers of quality 
PAPER AND IRON 


products, tool and die makers, instrument manufacturers, 
machinists, jewelers, and other skilled workers. 

Prompt shipments are made 

from our large stock of Paper 


and Iron Motor Pulleys, Flex- } i‘ ; 

ible Motor Couplings and Ad- i} We Sere 
justable Motor Rails. Let us , 
fill your motor requirements. 


| Booklet with list of distributors and other interesting data sent 
anes ‘Binkte Pacnine Work | upon request. Sold by the foremost dealers. 
7053 Sco = oT NC re | American Swiss File & Tool Co. 


456 N. Union Ave., Chicago | 410-416 Trumbull St., Elizabeth, N. J. 























Sell the New Badger Car Mover Under Our 6oanc"2, 


Dealers are protected in the sale of the “NEW BADGER” Car Mover by 
our strong guarantee. We warrant all malleable parts for six months—re- 
placements made free—f. o. b. factory. 


The “NEW BADGER?” moves the biggest cars easily and rapidly. It is light, 

well balanced and has a quick-acting compound leverage. It has the power and the 

speed. Made of certified malleable iron, with special tool steel never-slip spurs and large 

maple handle. The best car mover on the market at the price of an inferior tool. Let 
us send you our dealers’ proposition. 


ADVANCE CAR MOVER CO.,  Wrecentin 














An Ideal Combination 


Ail PENBERTHY 
é AUTOMATIC 
INJECTORS 


Simple, reliable, durable, 





economical, inexpensive 





More than 1,500,000 sold 


MALY Everybody likes them— 
SUPERIOR 


PRODUCTS because of their safe brazed Write for Carried 
SINE 1864 all- steel construction, high Illustrated by All 
: Se Literature Jobbers 

heating qualities, low fuel 





consumption and because 


they are guaranteed. PENBERTHY ‘“SAFEGUARD” 
After most rigid competitive AUTOMATIC WATER GAGE 


tests under actual working con- 
ditions, these torches and fur- 
naces have been adopted by many : : ; 
large companies for telephone, fect operation, It is the utmost in 
on construction _ = automatic gage construction. Con- 
now used exclu- ; ; 
aaa pe Fond 9 forms with the A. S. M. E. boiler 


code requirements. 











Gives positive protection and per- 





P. WALL MFG. SUPPLY CO. 
3126-66 Preble Ave., N. S., 
Pittsburgh, Pa., U. S. A. 
panna tyre PENBERTHY INJECTOR COMPANY 

Established 1886 
Canadian Plant, roe s 1262 Holden Avenue, 
Windsor, Ontario Detroit, Mich. 
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Victor Balata 


Belt 


Ampere 


CANVAS STITCHED 
BELTING 


Sold Extensively by 
Vill Supply Houses 


isk for Prices 
. , Victor Balata & Textile Belting Co. 
Grobet File Corp. of America Main Sales Office, 38 Murray St., New York 

64 Reade Street, New York Chicago Warehouse: 345 W. Austin Ave. Factories: Easton, Pa. 






Clientes Cut Files 


a_i 






Speers tt errs a 
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Grobet Circular Cut Files are made by F. L. Grobet, the 
maker of the celebrated Swiss Files. 
















































Grobet Cireular Cut Files are 
made of a hard crucible 
steel and have deep milled teeth. 

















Leiman Bros. Sand Blast CLEANING 
makes plating more durable C AST | N GS: S 


The wearing qualities of your plate will The work is held in the hand in- 
be greatly improved by sand blasting the side the cabinet. 
surface before plating. 

A sand blasted surface is one that the The sand feeds over and over again 
plate will hold on to with vigor. continuously and it is all inside the 

It will find a foot hold and will cling cabinet. No dust to annoy the 
much more quickly than on any other operator. 


surface. 
You only 


Send us a small metal article free from 


The sand flows like water from a 


to try it once. P x cs 
faucet and the work receives the im- 





pact of this stream of sand. 
ther it be a casting or a stamping The sand can be coarse or fine or 
is immaterial. in fact any grade in between. 





We will sand blast it and then you can A , : ee - 
| f and w ast r many 
plate it and s:e for yourself. ; pail of sand wi for man 
: hI days and it can be bought of us or in 
Sand blasting makes a better surface for 7 

most cases locally and very cheaply 


paint, enamel or japan, too. 



















It make finish to take the place The air pump runs ri off your 

of scratch ashing. main shaft or we can furnish it with 

Below we the entire outfit neces- motor drive if you want it. 

We make several sizes. The air pump can also be used for 
agitating plating solutions, 
for operating gas or oil 
burning appliances or for 
blowing stampings or chips 
from presses and machine 
tools. 

The most inexperienced 
boy or girl will do the finest 
work — uniform and even 
effects, without streaks or 
spotting—and on the first 


try without any previous 





Send in your sample and we will return it to you 
all sand blasted with our complete illustrated 
catalog and price of the correct outfit for your 
work.—Just send your name and address with 
your sample—Send it off right now and we'll have 
the answer back before you know it. 


Leiman Bros. 
60 H S 4 Lispenard St. 
New York 
Vakers of Good Machinery for 


35 years 
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THE HUMAN APPEAL 


[here probably is not one man 


me, in ten thousand il 


Jdn’t feel natural and 


1 whose hands 


1 pt tol wou 
T -] ° g comfortable. 
rigges i. 
} Z ‘The reason is that in designing 
pistols and revol 


. ” 
Switch — : 
y ., : the work of experts to make them 


he hand and to 


ers it has been 


ht naturally in t 
supply a¢ ontrol affording greatest 
ease of operation. 
The “Grip” and “Control” of 
the modern 
ye sO natural as 


gutomatic pistol” 
to make 


MECHANICAL 


| Trigger Borie ne Orher is said to t 
f lamp whic! aiming and firing practically in- 


stinctive- 


The GENUINE «Pistol GriP and 


Trigger Switch” is an exclusive 


patented feature of BLACK & 
DECKER PORTABLE ELEC- 
TRIC TOOLS. 





The BLACK & DECKER MEG. CO. 
TOWSON, MARYL AND, U.-S- A. 
—Lyman Tube Bldg. Montreal, P.Q.- 


Canadian Fuctory 
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eTCHIN 


of a series of thirteen 


aS See eee ) 
advertisements CNG 


run by Black 


Decker in The Satur 
day Evening Post t 
reach the great gen- 
eral market for Black 
& Decker Portable 
ii lectri I ools 
Because these adver 
Tisements are t tre- 
mendous value to all 
our Dealers, the en- 
tire series is being an- 
nounced month by 
month Will Sup 
plies 
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One of the big advantages in handling the Black & Decker 
line of Portable Electric Tools is the distinctive appearance 
plus the human appeal of “The Pistol Grip and Trigger 
Switch.” Once your salesman has talked to a prospect and 
has let him get his hand on “The Pistol Grip and Trigger 
Switch,” the prospect finds it much easier to remember this 


drill than the ordinary run of drills, all of which are very 
much alike in appearance. 








In asking mechanics what they consider the best Portable 
Electric Drill, we are quite frequently answered by the me- 
chanic holding out his hand and wiggling the index finger 
and saying “I have forgotten the name but it works like a 
pistol.” 


It is well to remember that “The Pistol Grip and Trigger 
Switch,” therefore, gives the Black & Decker Drill three dis- 
tinct advantages from a sales standpoint. 





1. Mechanical Excellence— 


A patented switch of greater durability, more comfort in handling, 
better control, and minimum arcing. 


2. The Human Appeal— 


The appeal to the American’s inherent love of fire-arms, a subtle 
but intensely strong desire to handle “The Pistol Grip and Trigger 
Switch.” 





3. A Distinctive Appearance— 


This makes it easy for him to remember and identify the Black & 
Decker Portable Electric Tools. 

The design and construction of “The Pistol Grip and 
Trigger Switch” is patented in practically every civilized 
country in the world. The phrase, “The Pistol Grip and 
Trigger Switch,” is fully copyrighted in this and foreign 
countries and, although there have been attempts at imita- 
tions, the protection of this feature has made it impossible 
to duplicate the appearance and action of “The Pistol Grip 
and Trigger Switch” with any degree of success. 




















Watch MILL SUPPLIES for 
December for our next 
advertisement in the 

Saturday Evening Post 


\ 
\ 


9 1 4 5 6 
| Black & Decker’s ({223;4i28& 
> a 15 16 17 18 19 20 21 \ 
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~ 29 30 a i 
November 14th. Advertisement 
in the Saturday Evéning Post ait 
. ° i . 
is Shown Opposite om eee 
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HELP YOUR SALESMEN TO SPEED UP.” 
USE “PROUDFIT”’ CATALOG BINDERS 


TELESCOPING Proudfit Loose Leaf Catalog Binders save time! 
— 100% EXPANDING SPRING Posts 


} /LOCKING POSTS 


( 8 They are easily accessible. Pages may be re- 
/ iy = moved or inserted in a fraction of the time re- 
Ss la quired with other binders. 


























The telescopic spring posts hold leaves in align- 
ment while changes are made. No need to jog 
sheets back into place. 


In appearance these binders are in keeping with 
the high standards of your firm, and the men 
who represent you. 


When your salesman goes to 
interview the prospect, the 
Proudfit Catalog Binder is in 
order. When opened, the 
pages lie flat. It looks like 
business and it is truly a busi- 
ness getting aid. 


Proudfit Loose Leaf Equip- 
ment for sales departments is 
pounds lighter and _ inches 
smaller than ordinary books 
and binders. It is brought into 
action in a few seconds, when 
every minute counts. It is 
made to order at a price which 
makes it most profitable for 
any business to adopt. 


Submit your particular prob- 
lem. It will receive immediate 
consideration without obliga- 
tion and without cost to you. 


We manufacture a com- 

plete line of Loose Leaf De- THE 

vices. Write for informa- OOSE JEAF @ 
a) tion. 


P 25 Logan Street Grand Rapids, Mich. 
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The Steel nut is tap- 
ped thru and the brass 
shell holding the 
steel nut allows the 
advantages of nickel- 
plating over brass. 


— 





Corrosive 


The above illustration 
shows actual size and di- 


mensions of the new size ) I ‘HIS newly added size 


Ferrv Patented Acorn Nut. non-corrosive Acorn 


Nut, patented by Ferry, isa 
steel nut with non-corro- 





sive brass shell over it. The 
| illustration above shows 
15" clearly how it is assembled. 
16 

The shell is shaped like any 
| acorn nut, but instead of 





t being solid, it is hollow at 
the top. This makes a far 
lighter nut but one equal in 
strength to the solid nut. 


Its great advantage is the fact 
that it takes nickel plating 
without rusting. It is fur- 
em nished either in brass, nickel- 
46 plated barrel finish or nickel- 

















plated polished and buffed. 
These Ferry Acorn Nuts are 


Tappedas 
desired 
This shows the actual 
size and dimensions of 
The Ferry Patented Acorn 
Nut illustrated above. 


2151 Scranton Road 





PROCESS SCREWS 







Cross Section of new Fer- 
ry Patented Acorn Nut 
showing how the steel 
hexagon nuts fits snugly 
into the brass shell. 


And Now— 


A new size Ferry Non- 


Acorn Nut 


unusuallyadaptablefor bump- 
ers, radiator fronts, motors 
and many other places. They 
will actually save you money 
over the ordinary acorn nut. 


They are made up to both 
SAE and USS specifications. 
Furnished in two SIZES of nut 
as illustrated. The %" dia. 
nut comes tapped A » >/16" : 
%"s /; 6" and if, The 15/16" 

dia. on comes tapped %", 

9/6" and %". These sizes 
carried in stock. Any thread- 
ing up to %" can be supplied 
at very little additional cost. 


The high quality of material 
and workmanship can only 
be appreciated by compari- 
son with ordinary acorn nuts. 


Write today for samples and prices 


THE FERRY CAP & SET SCREW COMPANY 
Cleveland, Ohio 

















PRINTED BY ATWELL PRINTING & BINDING CO , CHICAGO, ILL. 





“ates 








